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Here's Model Breakdown of Sales 
For August, Year to Date 


Price classes: 1—Up to §2,- 
see; 2—$2,701 to $3,200; 3— 
$3,201 to $4,000; 4—$4,001 
and up.) 


Rambler 6 American 
6 Classic 


V-8 Ambassador 


*American (Stat. Wag.) .... 
_*Rambler (Stat. Wag.) 


Month 


1961 


85,325 
134,078 
6,278 
12,245 
237,926 
19,660 
57,858 





Chrysler V-8 Newport 
V-8 Windsor & Saratoga .. 
~-V-8 New Yorker 


V-8 Station Wagon .......... 
TOT 


Imperial V-8 Custom 
V-8 Crown & LeBaron 


Dodge Lancer 
Lancer Station Wagon .... 


Dart Station Wagon 


V-8 Polara & Matador .... 


V-8 Polara Stat. Wag. ........ 


Ford Station Wagon 
Thunderbird 


*(6 Cylinder) 
Lincoln V-8 Continental 


31,967 
10,335 
13,232 

3,440 
58,974 


Year 


1960 


Month — 


9,379 
24,665 
1,164 
1,494 
36,702 
1,992 
11,073 


4,031 
1,281 

217 
5,529 





2,910 
3,924 
6,834 


536 
492 
1,028 


10,379 








1,527 


18,065 





605 
5,489 
2,772 
2A37 
1,913 

591 

99 
18,343 
10,518 


9,618 
1, 359 
4,952 
3,982 
3,743 
3,158 
26,812 
16,844 


36,623 
5,301 
39,007 
22,054 
21,504 
16,210 
7,732 
1,456 
149,887 
84,219 


67,439 
10,638 
36,779 
29,960 
31,447 
24,293 
200,556 
122,633 


10,480 
6,316 
4,710 
3,594 
2,068 

454 

28,122 

12,481 


14,340 
3,224 
5,826 
3,799 
2,946 
3,726 

33,861 

24,354 


84,572 
60,181 
47,924 
31,637 
24,311 
5,424 
254,049 
97,493 


105,831 
25,979 
52,909 
42,928 
38,320 
42,268 

308,235 

195,832 





52,721 


416,251 


70,067 


642,822 





32,339 
12,774 
14,635 
10,938 
25,770 
11,599 
5,806 
113,861 
62,256 


234,952 
92,962 
103,296 
86,246 
220,778 
88,542 
54,994 
881,770 
455,280 


27,146 
9,515 
18,317 
16,906 
17,407 
13,150 
6,437 
108,878 
62,286 


239,719 
59,264 
137,385" 
152,235 
178,302 
114,370 
54,193 
935,468 
491,162 





1,839 


18,747 


1,384 


14,470 





Meteor 800 

Commuter Stat. Wag......... 
Monterey 

Colony Park Stat. Wag..... 
Montclair Park Lane 


1,111 
2,475 
719 
4,514 
650 
26 
9,495 
660 


10,882 
20,473 
5,855 
35,065 
5,509 
959 


718,743 
7,123 


6,958 
1,323 
1,409 
9,690 


68,013 
14,621 
18,885 
101,519 





Total Ford Motor Co. .......... 





V-8 Special Stat. Wag....... 
V-8 Le Sabre 

V-8 Invicta 

V-8 Electra 





14,960 
2,344 
17,304 


105,945 
17,640 
123,585 


14,331 
3,011 
17,342 


68,787 
16,936 
85,723 





142,499 


1,102,845 


137,294 


1,137,180 





6,793 
1,137 


46,180 
11,385 
71,693 
18,997 
17,571 
13,466 
5,289 
184,581 


98,406 
27,312 
22,938 
14,197 
8,468 
171,321 





79,664 
9,058 
960 
1,376 
91,058 





Chevrolet Corvair 
Corvair Station Wagon. .... 
Biscayne 
Bel Air 


Chevrolet Station Wagon.. 
Corvette 


U dsmobile V-8 F-85 
V-8 F-85 Station Wagon.... 
V-8 Dynamic 88 
V-8 Super 88 


119,552 
68,035 


189,091 
29,710 
137,026 
224,523 
329,850 
121,656 
8,017 
1,039,873 
569,331 


16,018 


146,181 


200,947 
269,296 
381,269 
158,831 
7,594 
1,164,118 
589,160 





4,343 
958 
10,914 
3,384 


35,532 
10,231 
86,636 
33,486 


(Continued on Page 61, Col. 4) 


14,983 
5,436 


120,239 
57,373 
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’62-Car Shortages Spread; 
Total Supply Is 47 Days 


By Maynard M. Gordon 
News Editor 
HE new-car stockpile barely ad- 
vanced last month, creating a 
pattern of ’62-model shortages 
across the country. 

Though pleased with the steady 
erosion of ’61-car inventories, fran- 
chised dealers were worried lest 
lack of ’62s in one or two volume 
lines stall buying plans on a gen- 
eral basis. 

Failure of the normal new- 

model buildup to develop was a 
result, of course, of the General 





Motors and Ford strikes. Both 
tieups kept the dealer inventories 
of ’62 models far below normal 
for introduction time. 

At the September selling rate, 
which was the industry’s lowest in 
three years, the national dealer in- 
ventory Oct. 1 averaged a 47-day 
supply. New cars on hand or in 
transit totalled an estimated 657,241 
units, including 270,000 ’61 models. 

Approximately 275,000 of the 
phased-out models were retailed 
last month, which started with a 
combined ’62 and ’61 inventory of 


Indict GM in Discount Shutoff 


LOS ANGELES.—A Federal grand jury indicted General Motors, 
three Chevrolet dealer associations and four Chevrolet executives 
on antitrust charges of engaging in a conspiracy to stop Los 
Angeles area Chevrolet dealers from selling new cars through 
discount houses and referral services. 

GM Chairman Frederic G. Donner said that after investigation 
“We learned discount houses could not properly handle sales and 
service of new automobiles. They operated without sales and serv- 
ice facilities, trained mechanics, service or repair parts. And the 
fact is, prices to the public were not lower than those of dealers. 

“We explained to all dealers the undesirability of selling through 


discount houses.” 


In addition to General Motors, the grand jury named: Losor 
Chevrolet Dealers Assn., Dealers Service, Inc., Foothill Chevrolet 
Dealers Assn.; Kenneth E. Staley, general sales manager of Chev- 
rolet; Lee N. Mayes, assistant general sales manager for Chevrolet; 
Roy M. Cash, regional manager; Robert M. O’Conner, zone manager. 


New-Car Sales by Models 
Published for First Time 


TARTING with today’s issue, 

Automotive News will publish 
for the first time in the history of 
the auto industry a complete break- 
down of new-car registrations by 
series. 

Included is information on 
price class, cylinders and the 
number of station wagons. 

Such detailed figures have never 


Dealer Service 
Eases Off from 
Year-Ago Level 


By Kenneth C. Kelley Jr. 
Staff Writer 
Te typical new-car dealer’s 
service and parts business slip- 
ped in September to 99.5 percent of 
the total for September of last 
year, the monthly AutoMotive NEws 
Service Index shows. 

The index listed September busi- 
ness as down to 98.8 percent of the 
figures for August of this year. 

A cross-section of dealers is sur- 
veyed each month on results in 
their service and parts departments 
and their figures are combined to 
make up the national Service Index. 

Along with the statistical survey, 
Automotive News surveys dealers 
on a service topic each month. This 
month, dealers were questioned on 
how the new 12-12 warranty is 
working out. A story based on this 

(Continued on Page 4, Col. 1) 


TOP CARS 


No September new-car registra- 
tions were available from R. L. 
Polk & Co. last week. Top Cars 
will resume next week, 


before been available except on a 
private-serviee ba'sis’ from R, -L. 
Polk & Co., statistical agency which 
is compiling the breakdown for 
AUTOMOTIVE NEws. 

ok * ak 

O READERS who need a thor- 

ough analysis of the new-car 

market, this new statistical round- 
up should prove a boon. 

As new-car registration figures 
for each month are complete, the 
new summary will be published 
by Automotive News, 

It will carry figures for that 
month, year-ago month, year to 
date and corresponding period for 
the previous year. 

The summary provides answers 
to many questions concerning new- 
car registrations. 

* * + 
ror example, it shows that Fal- 
con has been the best-selling 
(Continued on Page 61, Col. 4) 
oa * x 


Service Index 
99.35" 


Sept., ’61 Sept., ’61 
vs. 
"60 Aug., 61 


vs. 
. Sept., 
Repair Orders 

Written 
Customer 
“Labor Sales.. 
Shop 

Parts Sales .. 
Sales of All 

Parts and 

Accessories .. 0.4% + 04% 


* Survey by Automotive News shows 
that. new-car dealers’ service and parts 
business in September, 1961, was 99.5 
percent of business in September, 1960. 
September, 1961, was 98.8 percent of 


August, 1961. 
Copyright, 1961 


— 0.6% 4.59% 


— 0.2% 1.3% 


+ 33% — 0.4% 


643,253 cars. This, according to the 
Automotive News monthly canvass, 
equalled a 43-day supply. 
ok * * 

HAT worries dealers now is 

that prospects will defer pur- 
chase plans or avoid showrooms al- 
together because the car of their 
choice is unavailable or asking 
prices are “too high.” 

On the other hand, cleanup and 
introduction profits have shown 
remarkable improvement from a 
year ago, when 200,000 more carry- — 
over models plagued dealers. The 
slower pace of selling has brought 
black ink-to the majority of dealers... 
in what historically tsa “giveaway 
period.” 

The inventory at this time last 
year shattered an alltime October 
record, counting out to 855,677 
new cars. This—the highest left- | 
over. glut in history—blasted deal- 
er profit chances to smithereens 
for months to come, 

This year, the factories shut off 
the flow of ’61 cars earlier and gave 
the hard-pressed dealers a welcome 
cleanup break. But first the GM 
strike and then the Ford walkout 
came along to dampen the impact 
of the ’62 announcements, 

“The ’61s- are no problem and 
we’re making money,” said a Ford 
dealer in Georgia. “But I have only 
11 days of ’62s and after that, what 
am I going to do for cars?” 

ca oe * 
M DEALERS worked off their 
’61 stocks.in relatively better 
fashion than Ford dealers because 
the corporation was struck before 
’62 announcements, GM is raising 


schedules in an effort te eateh-up— 


for lost ’62 production, but many 

shoppers have been disappointed 

by negligible quantities of Chevy 
(Continued on Page 60, Col. 2) 


4-Millionth Car 
Of Year Sighted 


Strike Keeps Output 
Far Below ’60 Pace 


By Martin L, Whitmyer 
Staff Writer 
TH United States auto industry 
will endeavor to build the four 
millionth car of the calendar year 
and 800,000th unit of the ’62 model 
year this week. 

With Ford Motor knocked com- 
pletely out of production last 
week due to a strike, the industry 
produced an_ estimated 100,028 
cars, or 2,212 fewer cars than it 
produced a week earlier, when 
Ford was struck at midweek. 
Last week’s car output also com- 
pared with the 144,256 units built 
during the week ended Oct. 15 
last year. 

Calendar-year output through last 
Saturday stood at an estimated 
3,892,332 units, meaning the industry 
needs 107,669 assemblies to top the 
four-million mark. The comparable 
car of 1960 was built during the 
week ended July 16. 

Output of ’62. model cars reached 
an estimated 701,484 its through | 
last Saturday. Genera} YS tore led 
with 322,531 assemblies, followed by 
Ford Motor with 189,416; Chrysler 
with 117,855; American Motors, 

(Continued on Page 61, Ooh. 1) 
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$4,640,000 Asked ... 
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Dealer Supplier Sues 
GM, Ford on Heaters 


HILADELPHIA.— General Mo-| heaters and defrosters for 1961 


tors and Ford Motor Co. were 
named by Morgan-Smith Automo- 
tive Products, Inc., in an antitrust 
suit seeking $4,640,000 in treble 
damages. The suit was filed in Fed- 
eral District Court here. 

The company charges that GM 
and Ford Motor are forcing it out 
of business by manufacturing their 
own heaters and putting them on 
’62 models as standard equipment. 

Morgan-Smith says it former- 
ly supplied heaters to dealers of 
the two firms for installation on 
new cars. It charges that the new 
practice deprives the dealer and 
the purchaser of the right to 
select their own heaters in a 
competitive market. 

The suit says that both GM and 
Ford charge dealers $25 more for 
heaters than Morgan-Smith does 
and that Morgan-Smith sold 17,717 


Local Issues Hold 
Key to Speedy 


Ford Resumption 


By Francis J. Gawronski 
Labor Writer 
—— MOTOR CO. is hopeful of 
resuming normal operations this 
week after reaching agreement with 
the United Auto Workers on a new 
three - year national 
economic and non- 
economic package. 
The pact, reached 
last Wednesday 
(Oct. 11), Was ex- 
pected to clear the way for settle- 
ments of unresolved issues at 25 
local bargaining units in time for 
the plants to reopen this week. 

Meantime, the UAW executive 
board has ordered a second rati- 
fication vote on the American 
Motors profit-sharing contract 
among its members at the firm’s 
Kenosha plant. 

Rejection of the much heralded 
agreement between American Mo- 
tors and the union by Local 72 had 
cast a cloud over the future of the 
entire settlement. The Kenosha lo- 
cal has about 12,000 members and 
is the biggest UAW local at Amer- 
ican Motors. 

* * * 
gronD and the UAW announced 
the national pact after settling 
the last two noneconomic issues 
that blocked agreement on a new 
contract. 

These issues included produc- 
tion standards, which establish 
how much work each employe is 
expected to do, and the number 
of union representatives to handle 
employe grievances at company 
expense. 

In announcing the settlement, 
Walter P. Reuther, UAW president, 
said, “It is our hope, and we have 
every reason to believe, that we 
will get back to work by Monday 
(Oct, 16).” 

Malcolm L, Denise, Ford labor 
relations vice-president, said a re- 

(Continued on Page 60, Col. 1) 





Sales Score 
For Imports 


New imported-car registrations for 
August (Connecticut excluded): 





1961 1960 
Pos Make Pos. 
1—14,514 Volkswagen 11,762— 1 
2— 4,838 Renault 4,869— 2 
38— 1,320 Volvo 1,320— 9 
4— 1,241 Triumph 1,913— 5 
5— 1,146 Mercedes- 
Benz 1,198—10 
6— 989 Fiat 1,838— 6 
I— 943 MG - 
8— 906 Austin- 
Healey 1,565— 8 
9— 890 Metropolitan . 
10— 866 Simca 2,014— 4 
* Opel 2,207— 3 
* Eng. Ford 1,800— 7 
6,574 All Others 11,094 
Total All Makes 
34,227 41,580 


*-Not in Top Ten, 





models. 
* * * 

oo complaint says that after it 

entered the heater business last 
February, Chevrolet and Ford deal- 
ers received factory pressure to buy 
factory - branded heaters. Both 
Chevrolet and Ford refused to ac- 
cept dealer orders for ’61 models 
from May and June on unless fac- 
tory heaters were included, Morgan- 
Smith charges. 

Chevrolet further is accused, as 
of last May, of having eliminated 
punch holes in ’61-model firewalls 
so that the Morgan-Smith heater 
could not be installed by dealers. 

Morgan-Smith, which solicits 
heater business from Chevrolet 
and Ford dealers throughout the 
country, declares that heaters 
and defrosters always were “an 
accessory which the ultimate 
purchaser of a new car could pur- 
chase or not purchase, as he so 
desired.” 

An injunction is sought to stop 
Chevrolet and Ford from standard- 
izing heaters and defrosters on new 
models. 

Ford and Lincoln-Mercury deal- 
ers may special-order deletion of 
heaters on new models. Heaters 
have remained optional equipment 
on ’62 models of Chrysler Corp., 
Rambler and Studebaker. 

Lawyers for Morgan-Smith in- 
clude Paul M. Butler, formerly 
chairman of the Democratic Na- 
tional Committee. 





Sales Records for Imported Cars 


13 Months 
Pct. Gain 
in Pene- 
tration 
Pet. of Over Pre- 
Units Industry vious Month 
Aug. ’60.. 41,580 8.04 2.03 
Sept. ...... 40,441 8.82 8.90 
DR, siicesse 36,704 6.70 —?4.04 
Nov. ...... 32,479 5.98 —10.75 
Dec. ........ 32,334 5.94 —0.67 
Jan, ’61.. 25,594 6.19 4.21 
Feb. ...... 26,772 7.14 15.35 
Mar. ...... 34,067 7.10 — 56 
April .... 32,344 6.63 - 6.62 
May ....... 34,374 6.39 — 3.62 
June ...... 36,079 6.41 0.31 
duly ...... 32,932 6.69 4.37 
Aug. ...... 34,227 7.40 10.61 


13 Years 


Pct. Gain 
in Pene- 
tration 
Pet. of Over Pre- 


Units Industry vious Year 
Co a 12,251 25 —45.65 
1950 ...... 16,336 26 4.00 
BOO  snsive 20,828 Al 57.69 
1952 ...... 29,299 -70 10.73 
1963. ...... 28,961 0 —28.57 
1954 ........ 32,403 59 18.00 
1955 _...... 58,465 82 38.98 
1956 _...... 98,187 1.65 « 101.22 
: 206,827 3.46 109.70 
eee 378,517 8.13 134.97 
1959 ...... 614,131 10.17 25.09 
1960 ...... 498,785 7.58 —25.47 
1961 
to date ..256,236 6.72 —11.35 


@ 1961, Automotive News 





Import Penetration Hits 
Highest Point in Year 


By Robert M. Lienert 
Associate Editor 


HARE of the new-car market 
taken by imports has risen to 
the highest point in a year, accord- 
ing to August registration figures. 
With volume increasing during 
a month which saw domestic-car 
sales sliding, the import’s pene- 
tration jumped to 7.40 percent, the 
deepest recorded since the 8.82 
percent racked up in September, 
1960. ; 
It was the third month in a row 
that imports had improved their 
share of the United States market. 


Neither Ford Motor nor GM had|It had been 6.39 percent in May, 
any comment on the suit. 


Production— 


New-Car Stocks— 


upsurge. Page 1. 
Auto Prices— 


Page 8. 
Dealers— 


Page 59. 
Shows— 


Imports— 
8.82 percent. Page 2. 


the American market. Page 36. 
Trucks— 


Sale of trucks in August continued to run ahead of pace for 1960, 
with delivery of 81,190 units; Ford leads Chevrolet for month by more 


than 1,800 units. Page 58. 
Used-Car Market— 


Stocks of unsold used cars have reached five-year low; prices and 


profits beginning to slide. Page 3. 
Good-Faith Roundup— 


Chrysler Corp. and former West Coast Dodge dealer settle $480,000 
lawsuit before it could reach appeals court. Page 4. 


Labor— 


Ford Motor Co. hopes to have plants operating normally this week 
after agreement with the United Automobile Workers on a three-year 


national pact. Page 2. 
Engineering— 


Rambler American’s optional E-Stick is basically a good compro- 
mise between an automatic transmission and the manual transmis- 


sion. Page 14. 
Service— 


Dealer profit potential is increased by new parts programs; dealers 
queried on effects of 12-12 warranty. Page 16. Tips on quick-service 


program for dealers. Page 34. 


Automotive News Service Index shows dealers’ September parts 
and service business down slightly. Page 1. 


This Week in Summary .. . 


Automotive News Review 


The auto industry hopes to turn out its four-millionth car of the 
calendar year and the 800,000th unit of the ’62 model year this week; 
output last week dropped to 100,028 units due to Ford strike. Page 1. 


Small advance in stockpile in September causes some alarm among 
dealers who feel shortage of ’62s in one or two volume lines, due to 
GM and Ford strikes, may take some of the spark out of the buying 


Analysis of 213 comparable ’62 and ’61 models shows that the aver- 
age ’62 sticker price is five-tenths of one percent below last year. 


Chrysler Corp.’s new top management endeavors to improve dealer 
and stockholder relations; President Lynn A. Townsend, in bid for 
more “exposure” before dealers, will address New York and Utah 
dealer conventions; Chairman George H. Love to meet in New York 
with Jim Bacaloff, Portland, Ore., 


Attendance rises sharply at 48th annual Paris Auto Show; rear- 
engine Simca 1000 one of new cars on display. Page 62. Second major 
dealer-sponsored show opens in Milwaukee, Page 58. 


Imported-car penetration of new-car market jumped to 7.40 percent 
in August, the deepest since September, 1960, when the figure was 


Carl H. Hahn, executive vice-president of Volkswagen of America, 
Inc., is credited with much of the success of the German-built car in 


6.41 percent in June and 6.69 per- 


























who has threatened proxy fight. 























































cent in July. Lowest penetration of 
the past 12 months was 5.94 percent 
in December. 
* * * 

oo import registrations num- 

bered 34,227 in August, com- 
pared with 32,932 in July and 41,580 
in August a year ago (when pene- 
tration was 8.04 percent). 

Through the first eight months, 
registrations of imports totalled 
256,236, compared with 350,930 in 
the corresponding 1960 period. 
Penetration was 6.72 percent, 
compared with 7.91 percent in the 
year-ago period. , 

Among the Top Ten makes, every 
entry except Volkswagen and Simca 
topped month-earlier totals. On the 
other hand, only VW ran ahead of 
the year-ago count. 

Five makes listed more than a 
thousand registrations in August. 
In July, only four rose above 1,000. 

co * * 


OLKSWAGEN accounted for 

42.41 percent of the import 
market in August, compared with 
47.09 percent a month earlier. 

This was VW’s lowest monthly 
share of the import market since 
last October, when its penetration 
was 39.87 percent. 

VW traditionally suffers in Au- 
gust because the factory closes for 
annual vacations in July. 

* * cS 


oe Top Ten makes accounted 
for 80.79 percent of August im- 
port sales, compared with 80.37 in- 
July. It was the most complete 
domination of the import market 
achieved by the Top Ten since 
last February. 

Volkswagen and Renault con- 
tinued to top the import listings, 
in that order, but Volvo vaulted 
to No. 3 position in August from 
its fifth-place ranking a month 
earlier. : 
Coincidentally, Volvo’s 1,320 reg- 
istrations were precisely the same 
number as it counted in the year- 
earlier month. But at that time, 
such volume was good for only 

ninth place. 

Triumph was pushed to No. 4 
from third and Mercedes-Benz from 
fourth to No. 5 by Volvo’s gain 
during the month. 

* * * 
yee continued in sixth place 
while MG, spurred by the new 
Midget, jumped to No. 7 from tenth, 
thereby exchanging places with 
Simca. 

Austin-Healey and Metropolitan 
held unchanged in No, 8 and No. 
9 positions, respectively. 

MG and Metropolitan were not in 
the Top Ten a year ago. Unranked 
this year are Opel and English 
Ford, which were two of the top- 
selling cars in the palmiest days of 
the import boom. 


Counting the Lead 


WASHINGTON, — A lead-sam- 
pling station—designed to measure 
minute particles of lead in the air— 
has been placed in operation in the 
District of Columbia. Seven other 
cities across the country have simi- 
lar air filtering centers. 





Sales Union Asks }- 


13 Chicago Votes 


NLRB Gets Petitions 
For Dealer Elections 


CHICAGO.—Thirteen <ealersh 


ips 


in the Chicago area have 

named in petitions filed with the 
National Labor Relations Board fo, 
representation elections amon g 
their salesmen, according to the 
Chicago Automobile Trade Assn, 


The petitions, filed by the Auto. 
mobile Salesmen’s Union, an in. 
dependent union, include 10 deal. 
erships in Chicago, two in Oak 
Park and one in Kankakee, 


Chicago dealerships include Caley 
Bros., Inc. (Chevrolet); Ferrelj. 
Hicks Chevrolet, Inc.; Superior 
Motor Sales, Inc. (Chevrolet); Elm. 
wood Ford, Inc.; Hoeffel-Goy, Ine, 
(Ford); M. J. McCarthy Motor 
Sales (Lincoln-Mercury); Jim Mi. 
ler Pontiac Co.; Milo Brooke, Ine, 
(Ford); Hendrickson Pontiac, Ine,; 
Nelson-Hirschberg, Inc. (Ford), 

Others included Hammes Ford 
Sales, Kankakee, and Fencl-Bogan 
Chevrolet, Inc., and Oak Park Mo- 


tors, Inc. 


(Ford), Oak Park. 


The CATA noted that Nelson. 
Hirschberg and the Oak Park and 
Kankakee dealerships were named 
in petitions filed after the Illinois 
Supreme Court’s stay order on en- 
forcement of the Sunday Closing 
Law was issued. 

Elsewhere the NLRB has order- 
ed representation elections among 
new and used-car salesmen at deal- 
erships in Ohio and Alaska. 

The elections have been sched- 
uled at Hugh White, Inc., Frank- 

lin County, O., where salesmen 
will vote for or against Local 
1059, Retail Clerks International 
Assn., and at Westward Motors, 


Inc., 


Anchorage, Alaska, where 


the election involves Teamsters 


Local 959. 


In Lakewood, O., shop employes 
at Biles Buick, Inc., voted 12 to 3 
against representation by Lodge 
No, 1363, International Assn. of 
Machinists. The election was con- 
ducted by the NLRB. 

In Detroit, service employes at 
Stu Evans Lincoln-Mercury voted 
10 to 9 in an NLRB election for 
decertification of Teamsters Local 
376 as their bargaining agent. 





Wolfram Suffers 
Coronary Attack 


LANSING.—Jack F.. Wolfram, 61, 
Oldsmobile general manager and a 
vice-president of General Motors, 





Jack F. Wolfram 
tions. Wolfram joined Oldsmobile 
in 1928 and has been general man- 
ager since 1951. 


was reported to 
be resting com- 
fortably Thurs- 
day at St. Law- 
rence Hospital in 
Lansing after 
suffering a coro- 
nary attack at his 
home Oct. 8. 
Attending phy- 
sicans said that 
at present there 
is no evidence of 
complica- 





Imported-Car 
Registrations 


t—New imported-car registrations for 


eight months: 


1961 1960 
Pos. Make Pos. 
1—117,673 VW 100,056— 1 
2— 28,638 Renault 48,901— 2 
3— 8,484 Fiat 15,810— 5 
4— 8,043 Mercedes- 
Benz 9,431—10 
5— 17,542 Triumph  12,711—6 
6— 17,342 Volvo : 
7— 17,318 Eng. Ford 19,127—4 
8— 6,311 Austin- 
Healey 12,192— 1 
9— 6,178 Metropolitan , 
10— 6,142 MG 9,879— 9 
. Opel 20,026— 3 
* Simca 11,739— 8 
52,565 All Others 91,058 . 
Total All Makes 
256,236 350,930 
*—Not in Top Ten. 
+—Connecticut not included, April 
through August, 
ccm 
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Dealer Forum 









by Robert M. Finlay 


By Robert M. Lienert 
Associate Editor 
i used-car market, newly as- 
sailed by a variety of pressures, 
appears ripe for a convulsive re- 
adjustment. 

Analysts, faced with a number 
of paradoxical factors, are un- 
certain as to what turns the mar- 
ket might take. 

Stocks of unsold used units, for 
example, have reached a five-year 
low, but launching of the ’62 season 
has stepped up the flow of tradeins. 

* * + 







well known. We’ve codefied them 
and all we have to do is to get 
people to go through the neces- 
sary steps.” 

The company involved was en- 
chanted at the time with a sales 
system which seemed eminently 
successful. 

“Just go through these steps,” 
it was said, “and you can’t help 
but increase your sales.” 

We asked a sales expert why the 
system died out after flourishing 
for a while. 

“It had,” he said, “an element 
that many salesmen distrusted. 
And it overlooked this human 
element—most salesmen rebel be- 
fore long against a canned rou- 
tine.” 

Faith is essential to man. And 
men cannot have faith in deceptive 


N AUTO dealer closed a dealer- 
ship the other day that had 
peen in business for 57 years. He 








duality dealers are fast fading 
from the picture.” : 

In 1933 this dealership had pur- 
chased a location in Beverly Hills. 
In the years since, the value of the 
jand has soared, while the value 
of the franchise has declined. 

The use of the location for an 









ra. which this year refused 
to follow the pattern of a grad- 
ual tapering-off in mid-year, are 
now being assaulted by the new- 







be justified, he said. . 

People leaving 4 business may 
be bitter, and one franchise may 
be better than another, yet his an- 
alysis of the business cannot be 
dismissed easily, for it is echoed 
by dealers remaining in the busi- 
ness and holding the most sought- 










* 
HIS theme of dismay is taken 


fact that the Automobile Manufac- 
turers Assn. no longer has a Sales 
managers committee. 


For many years the two most 
important AMA committees were 
the manufacturers committee and 
the sales managers committee. 

What happened to the sales 
managers committee? It was a 
victim of attrition during the post- 
war years when the problem was 
not how to sell cars but to hold 
off the eager buyers. 

Might it not one day become 
necessary to recognize again that 
there is more to sales than going 
through the procedures? 

* * ok 

THIN the national dealer or- 

* ganization, there have been 
men of vision who saw the neces- 
sity of a concerted industry effort 
to raise the stature of the retail 
industry. Usually these fail because, 
as some NADA directors put it: 

“Why should we spend millions 
building up the reputation of the 
industry while the deceptive deal- 
ers are spending millions tearing 
it down?” 

And again you wonder if such 
a view isn’t a surrender to the de- 
ceptive dealers. 

In the past two years, Bill Mitch- 
ell, head of NADA’s advertising 
ethics and public relations commit- 
tee, has waged a determined war 
against such advertisers. 

The other day he wrote: 

“I do not believe things are 
going too badly, but the factories 
still think they can have their 
cake and eat it, too. 

“By that I mean that they be- 
lieve good dealers can live with 
bad dealers. Maybe so, but it ain’t 
worth the effort.” 

ok * 


must hold another job at the same 
ime. 

: And what of the public? What 

does the man in the street think 

of the retail sales industry? Rare- 

ly do you hear a kind word for 

the industry. 

And so you ask: 

Who speaks for the retail auto 
industry? Who has the vision to 
lift the industry out of the realm 
of the deceptive horse-traders? 

* * 


Where Lies Hope? 
N A search for an answer, we 
asked a former sales leader who 
had fought successfully for dealer 
improvement in another genera- 
tion: 

“Do you see any possibility of 
the industry making a concerted 
effort to raise the stature of the 
auto industry?” 

And he replied: 

“No, I do not see in the immedi- 
ate future any such possibility .. . 
“,,. unless and until some sales 
leader emerges who believes more 
in fundamental retail policies 
that he does in being a glorified 
yes man to the general manager 
... @ man who is ready and 
willing to lay his job right on 
the line for the sake of basic, 
essential principles and practices 
in the retail automobile trade . . . 
“... a man who will give up— 
at the outset—any thought of 
future promotions to serve the best 
interests of the dealers . . . who 
will build for the future while 
others think only of today.” 

OK of * 
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By John K. Teahen Jr. 
Associate Editor 

HE ’62 buyer who wants to 

add automatic transmission and 
other extras to his new auto will 
be happy to find that the manufac- 
turers have held the line on the 
prices of optional equipment, just 
as they have on the cars them- 
selves. 

An Automotive News study 
shows that General Motors, Ford 
Motor and Chrysler Corp. have 
made very few changes in the 
prices of the most popular op- 
tions. Studebaker prices are up 
slightly, while American Motors 
has cut the tab on several items. 
Included in the survey were au- 
tomatic transmission, power steer- 
ing, power brakes, radio, heater 
and white sidewall tires. 

The biggest news in the equip- 
ment field was provided by GM, 
which made heater and defroster 
standard on ’62 passenger cars. 
Ford Motor followed suit. Both 
companies increased their sticker 
prices to include heater. 

* * * 

HRYSLER CORP., AMC and S-P 

still charge for heaters. The 


Pollock, Martin Named 


To Ohio Licensing Body 


COLUMBUS, O. — Gov. Michael 
DiSalle has named Irv Pollock, To- 
ledo, and Paul E. Martin, Akron, to 
the Motor Vehicle Dealers’ and 
Salesmen’s Licensing Board. 

The action came after the Legis- 
lature expanded board membership 
from three to five. The terms of 
Pollock and Martin expire Oct. 4, 
1964. 











OU wonder, in this day when 

the pursuit of security is as 
much reflected in management as 
in labor, if ever again the industry 
will produce a man with sufficient 
guts to speak out for the retail 
sales industry once he has seen 
the vision. 

And you wonder, too, whether the 
industry is trying to put sales in 
the realm of technique when it is 
something much larger. Listen to 
one factory spokesman: 

“The principles of selling are 










Cost of Selling 
OME have worked hard to find 
a solution through spreading 
knowledge of the cost of selling 
cars. They point out that, since any 
attempt at coordinated effort on 
prices (to get a fixed gross) is 
subject to antitrust action, the only 
hope is through disseminating 
knowledge of the cost of selling. 
This effort, to understate it, 
has been less than successful. 

Dealers are skeptical of each 

other’s statements. 

One of the most hopeful efforts 
in recent years at elevating the 
stature of the industry was the 
career sales program which Dealer 
J. Saxton Lloyd fought so hard for 
and came within an ace of making. 
Some think that the factories 
themselves—or at least some of 
them—torpedoed this effort in the 
belief that upgrading selling comes 
within the realm of competition 
rather than cooperation. 

The obstacles are many, and if 
we keep our eye on them they will 
never be surmounted. What we 
need is a sales leader with the vis- 
ion to see beyond today, the cour- 
age to head that way and the per- 
suasiveness to carry the industry 
with him, 
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Fort Worth Dealers Plan Auto Show— 


Details of the third annual Fort Worth Auto Show are being worked out by these 
committeemen from the New Car Dealers Assn. of Greater Fort Worth. Standing, from 
left, are Jack K. Williams (Chevrolet), association president; Jack Henry, (Plymouth- 
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What Effect from Compacts? 


Used-Car Shakeout Due 





model arrivals which suddenly 
make every used piece a year older. 

Profits, which generally have 
held at high levels for the past 
year, are beginning to crumble 
although some dealers still re- 
port retaining as much as $500 
per U. C, deal. 

Compacts are about to become 
an important factor in the used- 
car picture for the first time, early 
62 tradeins indicate. Dealers are 
uncertain whether their impact on 
used-car buying patterns will be 
as great as it has been on new 
cars. 

* * * 

TOCKS of unsold used units held 

by franchised dealers were good 








































ce), and Paul O. Ridings, association execu- 


tive secretary. Seated: Sam W. Fleming (Lincoln-Mercury), association auto show chair- 


NCDA are again cosponsoring the 1962 


annual event which will be held Jan. 7-10 in the Will Rogers Exhibits Building. 


Price Line Also Steady 
For Equipment on ’62s 


price is about $75 on all cars except 
Imperial and Chrysler. 

At GM, the only changes on the 
items studied were a $5.95 reduc- 
tion in the Chevrolet-Corvair radio 
price and a $5.11 increase on Olds- 
mobile’s power brakes. Ford Divi- 
sion and Lincoln made no altera- 
tions. The Mercury radio dropped 
$6.50, and the Comet radio went 
down 30 cents. 

Chrysler boosted power brakes 
$4.30 and cut the radio $7. There 

(Continued on Page 58, Col. 2) 
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session of autos while in service . . 


104 ...E. M. Stivers (Ford-L-M) 


On the House... 


Now that the ’62s have been launched, it’s time 
to talk about the ’63 models. Or is it? Anyway, the 
grapevine says there will be no radical changes in 
the ’63s, stylewise. GM has again delayed its change- 


in converting assembly plants. The big fixtures for 
Ford’s Cardinal are completed but thus far there’s 
been no work done on the smaller assembly-line 
fixtures, which means that the small Cardinal is at 
least six months away. Buick’s answer to the Thun- 
derbird will be ready for introduction in 1962... 


Getting back to the ’62s, the Manchester (N. H.) 
Union Leader has just published a front-page edi- 
torial entitled, “Congratulations, Detroit,” declaring that “never has 
the U. 8. auto industry produced as many good-looking and sensible 
—we stress the word ‘sensible’—cars as this year” ...If a military 
reservist on your payroll is called up for service, you are obligated 
to re-hire him in a comparable job upon his return; also in many 
states, the reservist is protected as to repayment of debts or repos- 

Two dealer associations have put on very successful membership 
drives lately: N. Y. Metropolitan group added 40 members, Minnesota 


as St. Louis association director. Planck has retired from business. 





for only 21.5 days of selling on 
Oct. 1, according to AUTOMOTIVE 
News’ estimates. 

Not since Dec. 1, 1956, when the 
used-car supply was good for only 
20.2 days, had inventories been 
lower. 

But with volume-line dealers be- 
ginning to sell ’62s in the closing 
days of the month, tradeins began 
pouring in and used-car inventories 
have already started to climb. 

A surprising number of trades 
are ’59s and ’60s—and clean ones, 
too. A number of compacts are re- 
ported among them, including in 
relatively good volume for the first 
time the so-called second-genera- 
tion lines—Falcon, Comet, Corvair 
and Valiant of 60 vintage. 

* * ok 
a have been pricing 
these cars with some caution, 
but report they have been moving 
off the lots quickly. In fact, dealers 
have been setting prices on all used 
units rather gingerly. 

Prices, they feel, may be a bit 
high. This, of course, is currently 
helping to close new-car deals, 
but some dealers feel it may con- 
tain the seeds of fourth-quarter 
used-car disaster. 

A combination of stiff prices and 
heavy tradeing could suddenly 
transform the summerlong used- 
car shortage into an oversupply 
and blast all profits out of the used- 
car lot overnight, they say. 

Conservative operators have al- 
ready started to trim down their 
buy-sell margin on used pieces, 
hoping to be in better shape if a 
big break does come, 


Price uneasiness has already been 
reflected at the wholesale level, 
with the index showing abnormally 
wide fluctuations, 

+ * of 


7 key to what happens to used 
cars in the next two months 
almost certainly lies in the used- 
car inventory situation. At a 21.5- 
day level, stocks declined 1.5 per- 
cent from the previous month's 
21.8-day supply. 


Among dealers reporting Oct. 1 
used-car inventories, 33.2 percent 
said they could sell out in 15 days 
or less. Another 46.7 percent re- 
ported 16-to-30-day supplies and 
20.1 percent were over the 30-day 
level. Range of stocks reported 
was one to 35 days. 

A month earlier, 30.8 percent re- 
ported stocks good for 15 days or 
less, 61.5 percent estimated supply 
at 16 to 30 days and only 7.7 percent 
were over 30 days. Range was zero 
to 60 days’ supply. 

A year ago on Oct. 1, when used- 
car stocks stood at the 1960 low of 
26.6 days, 9.1 percent reported 15 
days or less, 72.7 percent reported 
16 to 30 days and 18.2 percent re- 
ported 30 days or more. Range was 
15 to 45 days. 

Last year, used-car inventories 
jumped 68 percent during October 
to move from the year’s low on 
Oct. 1 to the year’s high of 44.7 
days on Nov. 1. 








bodies because of the high costs 


















succeeds Emerson Planck (Ford) 







—PertTe WemMHorr, Editor, 
Automotive News 
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Parts, Accessories Up... 
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Dealer Service Drops 
From Year-Ago Level 


(Continued from Page 1) 


survey begins on Page 16 of this 


issue. 
* ok + 


IHE Service Index showed few 
great changes in the typical 
dealer’s service and parts business. 
All of the figures are adjusted 
for the number of business days in 
each month. For example, Septem- 
ber of this year gave service shops 
2% fewer business days than Au- 
gust. Therefore, monthly totals on 
any type of sales are almost cer- 
tain to be lower for September 
than they were in August. 

To meet this problem, all fig- 
ures are reduced to daily, rather 
than monthly, totals. This should 
result in totals that reflect 
changes in business volume, 
rather than changes in the calen- 
dar. 

The number of repair orders 
written in the typical dealership 
in September ran 4.5 percent under 
the August total and was 0.6 per- 


Milner to Finance 
Consolidation of 
Auto-Rental Firm 


ST. LOUIS.—As the result of an 
agreement with R. E. Dumas Mil- 
ner, auto dealer and financier, Na- 
tional Car Rental System, Inc., will 
be changed from a nonprofit associ- 
ation of independent car-rental 
agencies into an operating com- 
pany. 

Milner owns 16 National Car 
franchise units and will provide 
capital for expansion of the sys- 
tem. 

Milner’s headquarters are in 
Jackson, Miss. His holdings include 
Chevrolet dealerships in Jackson, 
San Antonio, New Orleans and 
Miami and a Pontiac dealership in 
Little Rock. 

At a press conference, National 
Car officials told of plans “to go 
into every city the competition is 
in.” They said marketing areas 
would be increased from 450 to 
more than 750. 

Present officers will remain, but 
there will be additions to the board 
of directors. Reports that Milner 
will gain control of National Car 
have been denied here. However, 
reorganization is expected. 


150,000 Kids Enter 
Ford Grid Contest 


DEARBORN.—More than 150,000 
grade school boys throughout the 
United States have registered for 
the “Punt, Pass and Kick” program 
being conducted during the current 
football season under the joint 
sponsorship of Ford Division, its 
dealers and the National Football 
League. 

Registrations closed Oct. 14 at the 
5,200 participating Ford dealerships 
across the country, with local con- 
tests scheduled to end Oct. 16. 

The boys, aged six to 10, are com- 
peting for prizes that will include, 
for the national winner in each age 
bracket, a trip with their dads to 
the National Football League’s 
championship game late in Decem- 
ber and a visit to the White House. 


Late Report... 


cent under the. figure for Septem- 
ber of last year. 
* * * 


'USTOMER labor sales in Sep- 

tember were down 1.3 percent 
from August and 0.2 percent under 
the September, 1960, showing. 

Sales of parts for vehicles be- 
ing repaired in dealers’ shops in 
September were down 0.4 percent 
from August but were 3.3 percent 
above the total for September, 
1960. 

Total sales of parts and acces- 
sories in September were up 0.4 
percent from August but trailed the 
September, 1960, showing by 0.4 
percent. 

* x ” 


HERE was evidence that more 

dealers had gains in service and 
parts business in September than 
had losses but those who had losses 
had big ones. 

The bottom can drop out of the 
demand for service in a given 
area for a short period of a 
month or a little more. Even 
those on the scene can’t say why 
owners suddenly stop coming in 
for service and can’t explain why 
the business picks up just as 
abruptly a few weeks later. 

A San Francisco dealer who has 
a large service operation said he 

had all the business he can handle 
on the day shift. Across the coun- 
try, the service manager at a deal- 
ership in Boston said business was 
good although there hasn’t been 
any significant change lately. 


More ’62 Models 


Move Across 
Auction Block 


DETROIT. — Wholesale auctions 
last week sold the following ’62 
models: 

Chevrolet—Two Bel Air V-8 4- 
doors, with automatic transmission, 
$2,400 and $2,600; Bel Air 6 4-door, 
with automatic transmissions, $2,- 
400; Impala V-8 4-door, power, 
$2,725; two V-8 convertibles, with 
stick, $3,010, with automatic, $3,150. 
$3,150. 

Falcon— Two 4-doors at $1,885. 
Oldsmobile—F-85 Cutlass coupe, 
automatic transmission, $2,697; 88 
2-door hardtop, power, $3,250. 

Plymouth—Fury V-8 2-door hard- 
top, power, $2,625; Fury V-8 con- 
vertible, power, $2,700. 

Volkswagen —Sunroof, $1,710; 
sedan, $1,710. 


Jeep Sales Set 
Monthly Record 


TOLEDO. — Domestic retail de- 
liveries of Jeep vehicles in Septem- 
ber were 25 percent ahead of 
August and the highest of any 
month in 1961, according to James 
Beattie jr., general sales manager 
of Willys Motors, Inc. 

Factory sales to dealers also rose 
to a new high monthly level for 
the year, and were 44 percent ahead 
of August, Beattie said. 

Addition of new dealers in major 
market areas and strengthening of 
the Willys nationwide dealer net- 
work generally were important fac- 
tors in the September increase, he 
said. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


declined $26. last week to $999, 


according to Automotive News’ 


index. A year ago, the average price was $868. 

The setback was the largest week-to-week adjustment recorded 
in a month’s time. Declines amounted to $2 on ’56s, $4 on ’54s, $35 
on 59s, $40 on ’58s, $72 on ’60s and $117 on ’61s. New lows were 


established for ’60s and ’56s. 


The price of ’55s went up $63 while ’57s remained unchanged. 
At a group of representative auctions last week the sales ratio 


was 70.2 percent, compared with 


68.7 percent a week earlier. 


Auction reports begin on Page 50. 


Registrations by Months and Years 


Jan. through Sept. 
October 
November 


1958 


420,751 
425,095 
497,651 
1,343,497 


574,922 
583,459 
585,932 
1,744,313 


3,087,810 
566,453 
533,636 
458,434 

1,558,439 


4,646,249 
534,847 
429,349 
430,830 

1,395,026 

6,041,275 


1960 


430,116 
494,178 
596,669 

1,520,963 
647,287 
647,055 
595,864 

1,890,206 

3,411,169 
546,535 
525,400 
458,765 

1,530,700 


7,941,869 
547,461 
543,042 
544,278 

1,634,781 

6,576,650 


1,119,936 


419,460 
424,719 
411,894 
1,256,073 


2,376,009 
407,264 
376,169 
322,400 

1,105,832 


3,481,841 
325,883 
339,561 
519,019 

1,184,463 

4,666,305 


Stability Stressed at ATA... 


Truck Men Optimistic 


By Helen Kahn 
Washington Staff Writer 


WASHINGTON.—Spokesmen for 
manufacturers attending the Amer- 
ican Trucking Assns. convention 
were optimistic about general busi- 
ness conditions and particularly 
about truck sales for the coming 
year. 

All stressed the stability of the 
truck market—compared with 
the car market—and said that 
truck sales generally were a bet- 
ter indicator of the economy than 
car sales because trucks repre- 
sented business buying for a 
need, not discretionary spending. 
All were chary of commenting 

on the effect of a possible steel 
price hike on truck prices. 

A cross-check with buyers at the 
convention would seem to confirm 
the optimistic sales outlook. A 
rough figure from buyers (who did 
not want to be identified) indicated 
that aside from replacement units, 
they might need about 5 percent 
in new vehicles. 

Impact of defense spending—ex- 
cept in the case of one manufac- 
turer—has not been of great im- 
portance, at least in demand for 
trucks. 

While defense contracts have 
been coming in increased numbers, 
they have apparently made some 
impact in tactical vehicles but 
little in truck and truck equipment. 
All companies felt that in a de- 
fense emergency, production facil- 
ities were adequate. 

R. M. Buzard, vice-president of 
International Harvester, predicted 
at least a one million truck year, 
which might mean as much as 10 
percent production increase for his 
company. 

Buzard said that plants likely to 
be affected were those in Fort 
Wayne, Ind., and Emeryville, Calif. 

The IH spokesman felt that any 
of the 5,000 dealers who were 
financially sound would have no 
difficulty finding financing for 
trucks (IH has a finance subsidi- 
ary). 

Buzard proudly claimed the 
greatest increase in market 
penetration and thought that his 
firm’s greatest production rise 
would be in heavy equipment. 
Buzard was especially proud of 

sales of the Scout vehicle to the 
Defense Department. He said the 
company was again upping produc- 
tion schedules. 

Philip Buckminster of Dodge 
Truck Sales, was also optimistic 
about the general business outlook 
as well as an upcoming million-unit 
year. He felt that the 2,500-odd 
Dodge dealers had no problems 
finding financing. He anticipated 
no difficulties in vastly increasing 
production with present facilities— 
if the need should arise. 

The company’s export market— 
both knocked-down for assembly 
abroad and already assembled—is 
good, he said. 

Buckminster estimated that 
about 40 percent of Dodge business 
was in exports and gave 14 percent 
as Dodge’s market penetration 
abroad. - 

R. C. Woodhouse, GMC, and 
James Conlan, Chevrolet, predicted 
truck sales for the coming year 


could possibly reach 1,150,000 units. 

Woodhouse felt that the 280- 
odd heavy-duty dealers as well 
as the 2,650 standard-line dealers 

(of whom 70 percent are also 
new-car dealers) had no trouble 
finding financing. 

Although free to use any com- 
pany, these dealers usually use 
YMAC or GMAC, especially for 
floor-planning. Woodhouse felt that 
truck dealers as well as car deal- 
ers were happy with the 15-day 
billing delay. 

Conlan, speaking for Chevrolet, 
stressed the profit picture for deal- 
ers who sold trucks. He agreed 
with Woodhouse on next year’s 
sales picture and felt that the 7,000 
dealers who handle both Chevy 
trucks and cars had no problem 
finding financing money. 

Conlan stressed that the major 
part of Chevrolet sales was in light 
trucks, that in medium trucks there 
seemed to be a shift from 1%-ton 
to two-ton units and that growth 
was definitely exhibited in heavy 
trucks. 


Fleet Models 
Offered by Ford, 
Plymouth, Dart 


DETROIT.—Ford Division, Plym- 
outh and Dodge are offering strip- 
ped models for fleet accounts. 
Prices of six-cylinder units start 
$128.80 below the Ford Galaxie, $69 
below the Plymouth Savoy and $83 
below the Dodge Dart. 

Models available and their prices 
(including Federal tax and dealer 
prep) are: Ford Mainliner Six— 
four-door sedan, $2,378.20; two-door 
sedan, $2,324.20. Ford Mainliner 
V-8—Four door sedan, $2,496.50; 
two-door sedan, $2,442.50. The sixes 
are 20 cents more than Chevrolet 
Biscaynes, 

Plymouth Fleet Special Six— 
Four-door sedan, $2,193; two-door 
sedan, $2,137. Plymouth Fleet Spe- 
cial V-8—Four-door sedan, $2,351; 
two-door sedan, $2,295. 

Dodge Dart Fleet Special Six— 
Four-door sedan, $2,214; two-door 
sedan, $2,158. Dart Fleet Special 
V-8—Four-door sedan, $2,372; two- 
door sedan, $2,316. 

Heater is standard equipment on 
the Ford Mainliner. It is an extra- 
cost option on the Plymouth and 
Dart fleet models. 


Utah Convention 


Slates Townsend 


SALT LAKE CITY. — Lynn A. 
Townsend, Chrysler Corp. president, 
will be the featured manufacturer 
speaker at the annual convention 
of the Utah Automobile Dealers 
Assn. here Dec. 4. 

James C. Moore, National Auto- 
mobile Dealers Assn. executive vice- 
president, will report on the NADA 
Task Force meeting with the manu- 
facturers. 

Vince Baker, sales manager of a 
Pueblo (Colo.) Pontiac dealership, 
will speak on “Trading and Com- 
pensation.” At a special session for 
salesmen, his topic will be “Go Out 
and Sell.” 


Good-Faith Suit” 
Settled on Coast 


Chrysler Heads Off 
Appeals Court Test 


By Maynard M. Gordon 
News Editor "q 
—— CORP. and a former 
Dodge dealer on the West Cos 
ao settled a good-faith lawam 
efore it could reach an appeals 
court. z 
The National Automobile 
Assn. had agreed to assist in | 
case for the ex-dealer. It ; 
have been the first NADA involve. 
ment in a court test of the five. 
year-old Automobile Dealer Fran. 
chise Act. ; 
But the $480,000 suit wag drop. 
ped by McLaren Motors, San 
Leandro, Calif., upon Payment of 
reportedly less than $8,000 } 
Chrysler to Owner Melville 
Laren. The suit had been dig 
missed by Federal] District re 
Albert C. Wollenberg last 
ber on grounds of insufficient ey. 
dence. S 
McLaren had charged that his 
termination as a Dodge-Plymouth 
dealer was brought about in 1959 
by overshipments of new cars in 
late 1957 and undue delays on ship 
ping ordered cars. He claimed 
a heart attack caused him to he 
absent from the business in 1g 
1957, when his sales problems de 


veloped. 
A CHRYSLER attorney in San 
Francisco said the corporation 
began seeking a settlement below 
its appeal costs after the District 
Court dismissal last year. McLaren 
accepted the proffered offer after 
notice of appeal was filed to the 
Ninth Court of Appeals in San 
Francisco, but before briefs were 
submitted or prepared. 

The NADA had decided to agsist 
the complainant in the hope that 
an appellate bench might come to 
grips with the issues of constit 
tionality and application of 
good-faith law. No Appeals Court 
has yet ruled on the law, which 
has a unanimous record of pro 
factory decisions at the District 
Court level. 

The first Circuit Court of Ap- 
peals to rule on a good-faith suit 
will be in New Orleans, which 
heard oral arguments last May 
30 in the $400,000 suit of Wood- 
ard Motor Co., Greenville, Tex, 
against General Motors. 

Woodard’s central issue involves 
an alleged demand by Chevrolet 
that he replace outmoded facilities 
with newer facilities or a new 
building. Woodard lost its Chev 
rolet franchise in 1957, although 4 
dual make (Buick) did not insist 
on new facilities, according to the 
former dealer’s complaint. Buick 
later also dropped Woodard. 
* * * 


* * * 


XTENSIVE briefs have been 
filed by both sides in Woodard 
vs. GM, and Corporate Trial At 
torney Daniel Boone was on hand 
for the hearing before three Ap- 
peals Court judges in New Orleans. 
Boone also led the GM defense 
against the $620,000 good-faith suit 
initiated by Gilbert C. Bergstrom, 
former Detroit Pontiac dealer who§ 
claimed damages on grounds he 
never received another Pontiac 
franchise after a Motors Holding 
deal was closed. 

Judge John Feikens threw out 
Bergstrom’s suit last month after 
several days. of testimony. The 
judge said “an indefinite prom- 
ise of future conduct . . . does 
not even remotely suggest fraud- 
ulent conduct or bad faith.” 
GM. had also challenged Beté- 
strom’s right to sue under the goot- 
faith law. The corporation S@ 
Bergstrom was a minority stock 
holder in the Motors Holding dealer 
ship, which was named Gib Berg 
strom Pontiac Co. Judge Feikens 
did not rule on this point. 
Bergstrom, now a Studebaker 
Mercedes dealer in Northville 
Mich., said he would appeal the 
summary judgment dismissing his 
suit. 

* * * 

HE McLaren settlement brought 

to an end two of three 80 
faith cases in the San Frrancise? 
Bay area. A $4,843,500 suit by the 
late Raleigh R. Leach, Oakland, 
against Ford was dismissed on the 

(Continued on Page 61, Col. 3) 








PS res 


s22 5 5 


se 


= 2? Pisses 


Mg 





IF THEY'RE NOT AS GOOD 
AS NEW... 
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authorized 
R Bip 


THEY'RE NOT 
FORD AUTHORIZED 


4 special notice to Ford Dealers 






The tolerance allowed between cylinder wall and piston 
in a Ford Authorized Reconditioned engine is only 
one tenth the thickness of a cat’s whisker . . . two one- 


thousandths of an inch. 


This is just one example of the rigid factory specifica- 
tions which your Ford Authorized Reconditioner is 
required to maintain when he remanufactures Ford en- 
gines. To be certain these specifications are maintained, 
Ford regularly checks Reconditioned engines selected 





at random against exacting rebuilding specifications. 


Of all U. S. car and truck manufacturers, only Ford, 
through its exclusively franchised dealers, has a nation- 
wide authorized program for remanufacturing engines 
and parts. Because of this, only you can offer such a 
complete selection of engines, transmissions and small 
parts for Ford cars and trucks. 


You will get fast service from your nearest Ford Author- 
ized Reconditioner. 


See your Ford Authorized Reconditioner 
FOR ENGINES ¢ TRANSMISSIONS ¢« SMALL PARTS 
SOLD EXCLUSIVELY THROUGH FORD DEALERS 
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| ¢.LT. CONTINUES TO GIVE DEALERS THE | 
FASTEST, MOST COMPLETE FINANCING SERVICE | 





In the past 12 months alone, C.I.T. has opened in 17 new locations. Moved more than 70 other 


seem offices to more convenient locations to better serve our dealers’ customers. ¢ These 





new Offices symbolize C.I.T.’s aggressive plans for continuing 


growth and expansion. They mean progress and new opportu- 





nities for everyone. ¢ C.I.T. people in all our offices are trained experts who have 


learned the value of working as a team. This means that you get ...a fast call-back | | 





when you pick up the phone and ask for a credit check— prompt reporting of = 
insurance claims — sound, intelligent collection work that prevents repossessions 


and losses — and immediate attention to every dealer request. ¢ C.1.T. people also 





take part in continuous training programs. These cover all aspects of customer- 
dealer relations. Result: they are always prepared to help you in your own training programs. e C.L.-T. 
people are the best team in the field. Carefully selected, well trained—with all the incentives to do a 
good job and dedicated to giving the best serv- | 


| ice possible to dealers and their customers, 





they are ready to serve you now. e C.L.T. has 





an unequaled network of offices—over 400 in all. There’s one near you. Get in 


UNIVERSAL 
touch with our District Manager. Your profits will prove it a wise move. CrT 





UNIVERSAL C.1.T. CREDIT CORPORATION, 650 MADISON: AVE., NEW YORK 22, N.Y. 
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62 Prices: Up, Down, Sideways 


By John K. Teahen Jr. 
Associate Editor 

Avro prices moved up, down and 

sideways during the ’62 model- 
announcement season, with three 
conclusions emerging from the 
maze of figures: 

1. On an industrywide basis, 

Sticker prices of ’62 models are 

slightly lower than last year’s for 

cars with comparable equipment. 

2. Because of the 2 percent hold- 
back, most dealers are paying a bit 
more for their cars than they did 
in ’61, but some or all of this extra 
cost is offset by factory assistance 
on floor-planning expense. 

3. The purchaser of a 62 model 
will pay about the same price as 
did the buyer of a ’61. 

+ * * 


AN AUTOMOTIVE NEWS analy- 
sis of 213 comparable ’62 and 
’61 models discloses that the aver- 
age ’62 sticker price is five-tenths 
of one percent below last year’s. 
(There are 278 models this year, but 
65 of them had no direct counter- 
part during the ’61 season.) 

This is the third consecutive year 


that auto makers have held the 
price line on comparably equipped 
models. Dealers and the public find 
this a pleasant situation after the 
increases of 7.17 percent on the ’57 
models, 3.35 percent on the ’58s and 
2.68 percent on the ’59s. 

American Motors posted the 
year’s biggest price cuts — an 
average of 4.5 percent on 19 com- 
parable models. Most of the re- 


Pa. Dealers Adopt 
U.C. Warranty 


HARRISBURG, Pa—A guaran- 
teed warranty program for used 
cars has been launched in Pennsyl- 
vania, with 717 participating deal- 
ers in 219 cities and towns, the 
Pennsylvania Automotive Assn. has 
announced. 

A spokesman said the “initial re- 
action and experience is very good.” 

Materials and pennants promot- 
ing the program are available to 





duction in AMC sticker prices re- 
sulted from a decrease in the 

dealer discount, 

General Motors has 85 models 
which appear in both the ’62 and 
’61 lineups, and the average price 
differs by only 22 cents from year 
to year after adjusting for equip- 
ment changes, GM’s principal 
equipment shift was making heater 
and defroster standard for ’62. 

* * * 
PP hikes of $9.70 to $41 on 

Comet, Mercury and Thunder- 
bird boosted the average price of 
46 comparable Ford Motor Co. mod- 
els by three-tenths of one percent. 
Ford also has made heater and de- 
froster standard. 

Chrysler Corp.’s average price 
dropped one percent on 55 com- 
parable ’62s and ’61s because of 
price cuts on Valiant, Lancer 
and the new, smaller Plymouth 
and Dodge Dart models. Stude- 
baker raised prices an average of 
one percent on eight Larks. 

The 2 percent holdback, which 


dealers through PAA Services, Inc.,| has been adopted by GM, Ford, 


he said. 


Vea 
aT 


Chrysler-and AMC, means slightly 








Seatbelts Promoted 
In D. C., Virginia 
WASHINGTON. — Campaigns 
to promote the use of seatbelts 
are being launched by the Dis- 
trict of Columbia and Virginia. 
Walter N. Tobriner, president of 
the Board of District Commis- 
sioners called on all citizens to 
install and use seatbelts at all 
times. He designated the month 
of October as “seatbelt month.” 
Gov. J, Lindsay Almond order- 
ed heads of Virginia state agen- 
cies to see that all state cars are 
equipped with seatbelts. He re- 
ferred both to cars already owned 
by the state and new purchases. 





higher invoice prices for dealers. 
The holdback was one percent last 
year. 

For example, a ’62 Ford Galaxie 
six-cylinder four-door sedan costs 
a dealer $1,942, not including 
freight. Heater is standard. A com- 
parably equipped ’61 model (a 
Fairlane 500) cost the dealer $1,919. 

+ * * 
Tas extra $23 is the additional 
amount held back by the fac- 
tory and credited to the dealer’s 
account. Some merchants undoubt- 


ey 


NEW CAR SALES! 





The FACTS prove that ONLY the TRIBUNE 
really covers this separate MARKET 
{Alameda and Contra Costa Counties). 


LARGEST HOME DELIVERED 





FIRST 


@ IN AUTOMOTIVE SALES! 
@ IN AUTO REGISTRATIONS! 
@ IN AUTOMOTIVE ADVERTISING! 


Sources: 1961 Sales Management Survey of Buying Power; California Department 
of Motor Vehicles, Dec. 31, 1960; Media Records, Jan. 1 to Dec. 31, 1960. 


Oakland a0 Tribune 


NATIONAL REPRESENTATIVES: Cresmer & Woodward, Inc. 
SUNDAY COMICS: Metropolitan Sunday Newspapers, Inc. 








IN THE 
BAY AREA 


CIRCULATION IN NORTHERN CALIFORNIA 





| L, E. Minkel, vice-president, Stude- 













i 
edly will trade away tha: Money 
but business managemen:, experts 
warn that it is unwise to COnsider 
the holdback as a part of >Perating 
funds. 

Offsetting the higher invoieg 
price is the floor-planni::¢ 
ance which GM, Ford, Chrysler 
and AMC are giving deziers, 
and Ford provide 15-day b 
Chrysler and AMC rebate ong. 
sixth of one percent of « dealeps 
wholesale purchases. 

In most cases, this inventory re 
lief should compensate for the 
extra holdback. It will cost a 
about the same amount to put a 
in the showroom as it did a ’61, 
there will be little change in the 9 
price to the consumer. ; 

Studebaker has not adopted the? 
percent holdback. The company jg 
continuing a sliding-scale retrogg. | 
tive-discount program which 
effect last January. It is based op | 
the number of new cars a dealer 
purchases from the factory, and jt 
enables a dealer to earn added dig. 
counts up to 3 percent. 

* 





















Exchange Rate a Factor 


In Canadian Car Prices 

OSHAWA, Ont.—General Motors 
of Canada said its ’62 car prices 
have not been raised above the 6 
level except for increases brought 
about by the dollar exchange rate. 
The exchange rate is applied to 
United States-made components for 
which there are no Canadian 
sources. 

In Oakville, Ford Motor Co, of 
Canada announced upward and 
downward adjustments. John DPD, 
King, marketing vice-president, 
said: “Taking our prices across the 
board, we are holding the line.” 

Heater and defroster are stand- 
ard equipment on all ’62 Ford and 
GM models. In addition, automatic 
transmission has been made stand- 
ard on all Oldsmobiles. It is an ex- 
tra-cost option on Dynamic 88s and 
Super 88s sold in the U. S. 

Examples of ’62 GM prices: Cor- 
vair 500 two-door sedan, $2,346 (up 
$5.20); Chevy II 100 two-door se- 
dan, $2,358; Chevrolet Biscayne 
two-door sedan, $2,725 (up $9.10); 
Oldsmobile Dynamic 88 four-door 
sedan, $3,804 (up $55.20); Buick Le- 
Sabre four-door sedan, $3,816 (up fF 
$53.45). 

A Cadillac two-door hardtop is 
$6,447, up $222. Cadillacs are not 
built in Canada. 

Ford prices include the Falcon 
four-door sedan at $2,389 (up $16) 
and the Comet four-door sedan 
$2,486 (up $21). 


Profit to Keynote 


J ersey Powwow 


ATLANTIC CITY. — The New | 
Jersey Automotive Trade Assn. will | 
hold its 42nd annual convention 
here Oct. 22-24. 

Theme of the convention is 
“Profit for You in ’62.” Speakers 
will include James C. Moore, ex- 
ecutive vice-president of the Na- 
tional Automobile Dealers Assn, 
who will report on the activities of 
the NADA Task Force. 

The Guaranteed Warranty pro- 
gram for used cars will be discussed 
by two dealers from Iowa, the state 
where the plan was originated. 
They are William C. Fletcher, 4 
director of the Iowa Automobile 
Dealers Assn., and John C. Lujack. 

Other industry speakers will in- | 
clude Alan G. Rude, president of 
Universal CIT Credit Corp.; Cory 
S. Kammler, New Jersey Buick | 
Pontiac dealer; Robert R. Reilly, 
an Oldsmobile dealer in New Jer 
sey, and Joseph P. Hayden, Michi- 
gan Ford dealer. 


6 More Members 
Named by ATHSC 


WASHINGTON.—The Auto In J 
dustries Highway Safety Commit | 
tee has announced the completion 
of its executive committee member 
ship with the naming of six addi- 
tional members. They are: 

Cc. E. Briggs, general manager, 
Chrysler-Plymouth; G. R, Cuthbert 
son, general manager, tire division, 
United States Rubber; Earl B. 
Hathaway, vice-president, Fire 
stone; L. A. McQueen, vice-pres 
dent, General Tire and Rubber Co.; 




























































baker-Packard, and Verron 
Sanders, second vice-president, Na 
tional Tire Dealers and Re‘readers 
Assn. 









This aerial view of the hairpin turns and long straightaways of 3.7-mile Daytona stop-and- 
go road course shows you why it is the world’s foremost automotive public proving ground. 


| FIRST PUBLIC TEST 
for the ’62s! 


on | 
16) § 


Traffic-Passing Test—Middle-range acceleration 
test to measure performance in an emergency 
passing situation. 

Stop-and-Go Test—To measure braking, steering, 
traction, transmission response, handling ease, 
and stalling inclination. 

Competing cars will be divided into six classes 
based on piston displacement. A trophy will be 
awarded the winning manufacturer of each class. 
PURE Firebird Gasolines have been designated 
the official fuel for all cars. 


Last year 145 cars representing major Amer- 


THE STAGE: 


Daytona International Speedway—January 15-21. 


THE EVENT: 


1962 Pure Oil Performance and Economy Trials— 
world’s toughest competitive test of economy and 
overall performance. Entries now being accepted 
by NASCAR. 


Millions of prospective new car buyers will be 
interested in the results of the 1962 Pure Oil 


Performance and Economy Trials. 

Sanctioned by NASCAR, the Trials are:spon- 
sored by The Pure Oil Company as a public 
service to test the overall performance of the 
new cars. All cars will compete in three basic 
tests: 

Economy Test—Deliberately designed to be the 


ican manufacturers competed. Entries are now 
being accepted by NASCAR for the ’62 Trials. 
For the official entry blank and Rules Book write: 
NASCAR 
1801 Volusia, P.O. Box K. 
Daytona Beach, Florida 


This coveted Grand Prix Award in the Pure Oil Performance 
and Economy Trials will be presented on a point. basis, to the 
manufacturer whose cars turn in the highest score for overall 
performance in all events. 


NATIONAL ASSOCIATION FOR STOCK CAR RESEARCH 


DAYTONA BEACH, FLORIDA 


toughest ever run! Cars must average 40 mph, 
hit 65 mph on one stretch, negotiate four hairpin 
turns, and make two complete stops every lap. 
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Capsule Comment 


American manufacturers are offering 278 models in their 
1962 lineup. 


Multiply this by options and color choices and there 
may be no two cars alike built this year. 


* * * 

Opponents of Wisconsin law making seat belts mandatory 
argue it forces driver to pay for a belt whether he uses it 
or not. 

On the other hand, nobody can use what they don’t have. 
* * * 

Figures on world vehicle production show Japan ranks 

second in truck output, third in buses. 
Rising sun. 
* * * 

Compacts’ share of sales declined in September for the 
first time this year. 

Have buyers started to think big? 
® * * 

Nationwide poll shows women drivers want car humps 

eliminated and running boards restored. 


Also they wouldn’t mind an injection seat in case of 
accidents. 


* * * 


Motor-vehicle registrations in the U. S. are expected to 
top 76 million by the end of this year. 


More than all the rest of the world combined. 
* * * 
Sales pace of ’62s continues to sizzle, with buyers eager 
and able to pay. 
Dealers not afraid to ask for a profit are getting it. 
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Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 












same period in 1924. . 


time they are used. 


Dealer Conventions 


Oct. 22-24—New nw Automotive Trade 
Assn., Chalfonte addon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
oo The Concord, Kiamesha Lake, 


Oct, 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 5-6—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa. 

Nov. 5-6—Texas Independent Auto Dealers 
Assn., Western Hills Hotel, Fort Worth. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 

Nov. 17 — North Carolina Automobile 
Dealers Assn., Fifth Annual Working 
Conference, Sir Walter Hotel, Raleigh. 

Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 

Dec. 4—Utah Automobile Dealers Assn. 
Hotel Utah, Salt Lake City. 

Dec. Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


I 

June 14-17—Michigan Automobile Dealers 
ee Grand Hotel, Mackinac Island, 

ich. 

Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

March 25-27— Iowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 25-27—Ohio Automobile Dealers 
Assn. Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30 — Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

“ey 6-8—Idaho Automobile Dealers Assn., 

otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo, 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 
June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 


€ * cs 
Auto Shows 


Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 

Oct. 18-22— New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 18-28—London Auto Show, London, 
England. 

Oct. 19-2I—Long Beach Auto Show, Pine 
Avenue, Long Beach, Calif. 

Oct. 19-2I—Pasadena Auto Show, middle 

level parking area of the J. W. Robin- 
son Pasadena store. 

% Oct. 26-29 — Automotive Trade Fair, 
Princess Anne Plaza, Virginia Beach. 
Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 

geles. 

Oct. 28-Nov. 5—Southern Automobile Ex- 
pons Merchandise Mart, Charlotte, 

Ce Sete aetarin Auto Show, Turin, 

aly. 

Nov. 9-12—Autoworld Auto Show, Public 
Hall, Cleveland, 

Nov. |1-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. 11-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

Nov. 19-26—Kansas City Auto Show, Kan- 
sas City, Mo. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 24-Dec. 3—St. Louis Auto Show, St. 
Louis Arena, St. Louis. 


1962 

Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 

Jan, 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 

Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 

Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford, 

%& April 21-29— 6th Annual International 
(ie Show, New York Coliseum, 


(See CALENDAR, Page 56, Col, 3) 


The Big Stories 


36 Years Ago—1925 


Motor vehicle registrations in the United States in the first six 
months of 1925 totalled 17,716,709, an increase of 13.9 percent over the 
. A movement urging legislation to compel 
motorists to carry first-aid kits was launched in Chicago. 


20 Years Ago—1941 


A 1,500 pound, $500 aluminum automobile was envisioned by a Reyn- 
olds Metal Co. official as among. potential vast new outlets for alumi- 
num which will keep the expanded aluminum capacity of the World 
War II period fully occupied when the war ends. 


10 Years Ago—1951 

General Motors Corp. launched a drive among its dealers and field 
organization to inspire aggressive action in every U. S. community 
for rehabilitating and modernizing city and national highways. 
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‘Out of Line 




















Discount Cut Opposed 

Dealer S. L. Marshall’s letter 
urging the reduction of the discount 
on cars was of interest to me be- 
cause it is hard for me to conceive 
of anyone urging the discount on 
new cars be reduced to 16 percent 
including holdbacks. 

Perhaps this is fine for a dealer 
who sells 4,000 new cars per year 
as Marshall states he does, but 
how many dealers sell 4,000 new 
cars per year, or even 1,000? No 
doubt his practice is to quote 
something like invoice plus $300, 
and this might work for him and 
if it does, fly at it. However, ask- 
ing that all dealers be forced to 
do the same is, in my opinion, 
completely out of line. 

The great majority of dealers in 
this nation are small dealers. They 
have to have the absolute gross out 
of as many Sales as possible. They 
don’t have 4,000 sales per year to 
play with. Perhaps the small dealer 
no longer belongs, but I would like 
to see the big boys get along in 
Washington and their state legis- 
latures without them and I would 
like to see the factories render 
service throughout the nation with- 
out them, 

I was NADA director from Wy- 
oming for six years, I was on the 
NADA board when the Price 
Sticker Law was passed and I feel 
the greatest mistake NADA ever 
made was to back this legislation. 
No doubt they wonder about this, 
too, because immediately the fac- 
tories brought out new models that 
carried only 20 percent discount 
instead of the historical 24 percent. 
Now, it is my _ understanding, 
NADA’s Task Force is asking the 
factories to raise the discount on 
these models up to the historical 
24 percent. 

Quoting from Marshall’s letter, 
“Why make the salesman the goat 
in demanding him to ask full list 
price? If he gets it, he lives in 
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"We never advertise; it’s all word of mouth." 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich, 
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fear that the buyer will soon find 
that he has been ‘taken.’” 

Since when is it wrong to ask 
for a fair profit? Even at % 
percent discount, after variable 
expense and fixed net loss is ap- 
plied, what is there left? What is 
our profit this year, one percent 
or something like that and that 
is inflated because I don’t be- 
lieve the bulk of the losing deal- 
ers pay attention to reporting 
their lousy statement to NADA 
and I don’t blame them, 

I agree with Marshall that deal- 
ers should be active in “the af- 
fairs of the day in all matters con- 
cerning the business of selling and 
trading vehicles.” They should be 
mighty alert to see to it they are 
not legislated out of business or 
regimented by some detrimental 
legislation such as the Price Sticker 
Law, or have their factories get 

sold on the idea that reducing the 
discount to 16 percent is a good 
deal because some dealers who sell 
4,000 new Fords a year thinks it's 
going to cure the ills of the retail 


end of this business.—C. E. Ws ' 


STER, president, Webster Chevrolet: J 


Buick Co., 1407 Sheridan Ave, 
Cody, Wyo. 


* * 


Salesman Raps Goldwater 


(Eprror’s Note: Following is 4 
copy of a letter sent to Senator 
Barry Goldwater in response to 
statements made by the senator 
in a recent Sunday supplement. 
Goldwater said there was a lack 
of real selling effort on the part 
of salesmen, including those in 
auto retailing.) 

No doubt many of your readers 
noted Senator Goldwater’s com- 
ments about automobile salesmen 
and burned a little as I did. At 
tached is a letter I wrote to the 
senator which is self-explanatory. 

I have waited exactly one month 
hoping for some word in reply, but 
none have been received. I cal 
only conclude that he really isn't 
interested in having an automobile 
salesman approach him on aly 
basis. 

The letter follows: 

As I am a salesman associated 
with Wilson Pontiac, Inc., 79% 
Georgia Ave., Silver Spring, Md, 
it was with keen interest that I 
read your letter in the Aug. 13, 
1961, issue of the newspaper in- 
sert This Week, in which you 
state: “Another sad commentary 
on selling is that in 20 years I 
have had only two automo 
salesmen approach me. . .” 

With a degree of righteous in 
dignation and no smal] amount 
cynicism, I called your office Mom 
day afternoon, Aug. 14, to ask for 
an audience with you, at any time 
selected by you, after having intro 
duced myself and stating my pur 
(Continued on Page 56, Col. 3) 
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HECKER DEALERS 


ROSS *350%. 450" 
FR NEW CAR Ruy! 


here’s why: ; 


Checker dealers have territories large enough to 
operate without unprofitable discounting. 












Here’s what CHECKER dealers 
say about the Checker Deal 






There’s a virtually untapped market:for this unique ©“... Gross profits of about $375 to $475 on the Checker; 
° ‘ also showing good profit on the used cars...” 
car. It fills a definite need for comfort, convenience, Buffalo, New York 


@“... More profits than we thought possible in view of 
today’s automobile trend...” 


economy and freedom from obsolescence. 
Evergreen Park, Ill. 


e@“... Am handling two of the “big four” and Checker has 


Checker dealers have no huge, expensive inven- consistently showed two to three times the gross profit 
. . . per unit... and the service on these units is nil...” 
tories to force them into quick, unprofitable deals. Philadelphia, Pa. 
@“... Based on Per-New-Unit-Retailed, the gross is sub- 
ye pi stantially better than for the “big three” line... have 
Today, Checker dealers have found and superb riding qualities of an shown steady sales increase on Checker...” 
that the Checker franchise gives | expensive limousine, plus all the Baltimore, Sid, 
them a gross profit almost unbeliev- _long life and safety features of the 9"... Choacdior tip henghe-ane eapes len Sealy « » « O80 
able in t oday’s asinglune $3 50.00 Seened Claicieci tii more commercial sales... than I ever = ae 
cee “UUs . icago, Illinois 
$450.00... even more per new car! If you want to learn more about 
Checker has been building auto- the Checker franchise, return the cou- 


Ce ces Be Be GE MK Ss Se ee 
R. G. Hudson, Vice President, Sales 
CHECKER MOTORS CORPORATION 
2142 North Pitcher Street, Kalamazoo, Michigan 


mobiles since 1922. Today, Checker pon or contact us directly by phone or 
passenger cars give the consumer all wire. We'll be happy to discuss our 
the comfort, economy, convenience complete merchandising program. 


CHECKER : 


MOTORS CORPORATION I 


2142 NORTH PITCHER STREET 
KALAMAZOO, MIGHIGAN Makes of cars currently handled 
Fireside 39-6121 








We are interested in the sales and profit opportunity in the 
oo franchise. Please send us full information. 





Name 


3 Company Name 


ee ee i 
City iis Siac tect ek 








Telephone Number. 





(ie Oe et ee ee ee ee Ee eee 








Can you think of any reason why the makers of automobiles 
and marketers of gasoline and oil make The New York Times _ 
their biggest newspaper advertising medium in New York... 











except that it delivers the best customers to them? 
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E-Stick and Adapter— 


William R. Kirk, American Motors project engineer, looks over a Rambler American = 
engine equipped with an E-Stick. Kirk spent two years adapting this Borg-Warner 
device to the Rambler. The E-Stick, essentially an automatic clutch, runs along the 
bottom of the engine, below the fuel pump. 
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E-Stick Offers Appeal 
As Compromise Shift 


By Joseph M. Callahan 
Engineering Editor 
be A MODEL year that is a little barren of new engineer- 
ing features, the E-Stick offered as an option on the ’62 
Rambler American is one of the most refreshing exceptions. 


The E-Stick—so called be- 


cause of its ease, efficiency 
and economy—is basically just a 
good compromise between an auto- 
matic transmis- 
sion and a man- 
ual transmission. 
The driver still 
shifts the gears, 
but the clutch is 
automatically en- 
gaged or disen- 
gaged for him. 
Techni- 
cally labelled 
an automatic 
clutch, the E- 
Stick does the 


Jd. M. Callahan 





same job as the semi-automatic 
transmission which was offered 
by some United States manufac- 
turers, except that the semi-auto- 
matic was more of a transmis- 
sion package and more costly. 

Rambler’s E-Stick is used with 
the American model’s standard 
manual transmission and engine. 
Its only function is to automatical- 
ly handle the clutching. 

* K ad 


Priced Below $60 
—= the most interesting 


feature of this device, which 
was initially developed and is pro- 





WHY USE THE TORCH 


When you can repair with... 


cenuine 4] {D []}\| 


APPEARANCE PANELS 


SLIP*ON 


APPEARANCE 
PANELS OF 
THE MONTH 


Loe 


NINE NEW 1957 & 1958 FORD PARTS 
FENDER SECTIONS, DOG LEGS, 
AND HEADLIGHT PANELS 
All described in Catalog 361 
Mail Coupon for Free Copy 











SLIP-ON CORPORATION 


Name 
Company 
Address 

City 

My jobber is 


Why get all hot and bothered over cutting out 
those old, rotted out or damaged parts with a 
torch! Today, you can reduce repair time from 
hours to minutes by eliminating the cutting and 
grafting operation completely! Just take a beau- 
tifully contoured GENUINE SLIP-ON APPEAR- 
ANCE PANEL. Fit it over the old part . . . spot- 
weld or rivet, repaint and you’re ready to go! 


GENUINE SLIP-ON APPEARANCE PANELS 
have revolutionized autobody repair .. . 
work easier ... because they slip-over making 
more profit for the body shop. They’re the only 
100% true appearance panel line . . . z/] made to 
fit over the old body part so exact that you can’t 
tell the difference from a brand new car! 


9523 Detroit Avenue, Cleveland 2, Ohio. 


Please rush a copy of your new catalog. 


Zone 









made 


Insist on the original and best panels .. . 
GENUINE SLIP-ON, often imitated but never duplicated! 


State 





—iae 
duced by Borg & Beck Ij ivision of 
Borg-Warner Corp., is its Price. 
$59.50 with tax, or about 9 

as costly as an American automatic 
transmission. 

William R. Kirk, AMC Project 
engineer who directed the testing 
and adaptation of the E-Stick to 
the Rambler American during the 
past two years, listed these advan. 
tages for it: 

1. It provides much of the op. 
erating convenience of an auto. 
matic transmission at much 
cost, This would be parti 
desirable for some women and 
others who haven’t the coording. 
tion necessary to cOpe with g 


manual transmission and are re | 


luctant to pay for an automatic 
transmission. 

2. It gives the superior eco; 
and performance of the 
transmission. There is no sli 


of fluid and the unit consumeg jg | 
power, except for the almogt up. fj 


measurable torque that is required 
to drive the slightly larger gj 
pump. 

* * * 


Controlled Shifting 


— It permits the driver to 
shift when he wants to—an at. 
tractive feature for those who like 
more control over their engines, 
Although not extremely complex, 
the E-Stick does have components 
that are operated at various time 
by electrical, hydraulic, air preg. 
sure and mechanical power sources, 
An important difference be. 
tween a conventional clutch and 
an E-Stick clutch is that the lat- 
ter is disengaged until it is ep- 
gaged, rather than the reverse, 
When starting an E-Stick ¢ar 
the gearshift lever on the steering 
column must be in neutral, 
initial movement of the shift lever 
immediately disengages the clutch 
by activating a micro-switch. h 
turn, the micro-switch actuateg a 
small solenoid valve, instantly 
“dumping” the oil that hag been 
causing the clutch to be engaged, 
While the engine is idling, the 
clutch has a slight dragging con- 


tact with the flywheel. It is this § 


dragging or partial hookup that 
gives the E-Stick its smoothness 
and helps eliminate the “clunk’ 
that has characterized some of the 
semi-automatic transmissions and 


some of European centrifugal and 


magnetic automatic clutches. 
ES or * 


Vacuum Decreases 


FTER the driver has shifted 
into first or any other gear and 
applies the accelerator, the vacuum 
in the intake manifold decreases. 
This reduced vacuum notifies a 
valve and diaphragm assembly that 
the engine is accelerating. 
The valve and diaphragm assem- 
bly then increases its orifice open- 


ings and permits an increased | 


amount of engine oil to flow 
through it and through a fiber 
reinforced hose to a servo assel- 
bly. 

When the oil pressure increas 
es at the servo assembly, a piston 
is pushed rearward. This action 
is normally taken by the drivers 
left foot in a manual-transmis- 
sion car. 

Each time the driver shifts to& 
new gear the automatic clutch goes 
through the same routine. Thus, 
every movement of the shift lever 
disengages the clutch and allows 
a new gear to be selected. The a 
celeration of the engine causes the 
clutch to be re-engaged instantly. 

oe * on 


Park-in-Gear Brake 


GINCE the clutch is disengaged } 


when the engine is not running, 
E-Stick cars are equipped with 4 
park-in-gear brake. 


the dashboard, a “park - in- gear 
cable” manually engages to the 
clutch. 


As to the maintenance required 


for the E-Stick, Kirk said: 
“We feel that with this system 


the clutch life will be better than 


that of the conventional clu 
because you’re eliminating the 
human element. People won't be 
able to ride or slip their clutches 
Women are especially prone 
do this.” 
Like a regular clutch, the E-Stick 
will require occasional adjustiné 
The owner manual recommends the 
first adjustment after 1,000 miles. 
Kirk said the only extra precalr 
tion that he would recommend 
the E-Stick user would be to T 
frain from continually starting ™ 
(See TURNINGS, Page 35, ©ol. 5) 





When the § 
brake is actuated by a handle 





USE OUR 
TRAINING FILMS 
TO BUILD 
TIME-SALES 
REVENUE 


An Extra Service from The Associates 


Our new 1962 training films, starring Jonathan Winters, are 
just out—and a representative from our branch office is ready 
to show them to you! We call the new series ““The Associates 
Profit Pointers for Automobile Salesmen,” and they should 
prove to be excellent sales aids. They cover all the angles of 
a sale in some detail, but they pay particular attention to the 
financing part of it. So if time sales are important to your 
income, and you’d like to boost them both, use these films. 


To get them, just call your local Associates representative. 
- He’llshow them to you and yoursalesmen whenever convenient. 


THE 


ASSOCIATES | £ 


INVESTMENT COMPANY ASSOCIATES 


Associates Discount Corporation ¢ Associates Discount South Bend, 
(Canada) Limited * Emmco Insurance Company Indiana 
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Service Managemen 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 













Backshop 


.-- by Jack Weed 
































manufacture of it. This is only 
good business on our part. If 
our Car gives good service, sales 
will take care of themselves.” 

Mr. Ford could have well added: 
“And if we as dealers provide the 
type of service that enables the 
buyers of our products to get the 
most economical usage from that 
product, profits as well as sales 
will take care of themselves.” 

Alfred P, Sloan jr. always went 
on the basis that the buyer of a 
General Motors vehicle was a cus- 
tomer to be treated as a customer 
as long as he owned that vehicle. 
Regardless of the age or length of 
time the vehicle had been in serv- 
ice that customer’s complaint must 
be carefully considered and acted 
upon. 


They Valued Service 


Cr. IS well for all of us engaged in 
the auto business, regardless of 
capacity or type of job, to remem- 
ber that the two men who put to- 
gether the two greatest corpora- 
tions in this business were men 
dedicated to giving the buyer of 
an automotive vehicle good service 
and that the obligation of the fac- 
tory to maintain that good service 
should last as long as the product. 

The late Henry Ford once made 
the statement: 

“In the Ford Motor Company we 
emphasize service equally with 
sales. It has always been our be- 
lief that a sale does not complete 
the transaction between us and the 
buyers, but establishes a new obli- 
gation on us to see that his car 
gives him service. 

“We are as much interested in 


his economical operation of the 
car as he is in our economical 


* * * 


Must for Profits 


ee or other, many of us 
in the business have forgotten 
the basic philosophies that enabled 
these two great men to build the 
empires in the business that still 
stand as living monuments to their 
integrity and sound business. 

But somehow or other, regardless 
of how keen the race for supremacy 
in sales gets and how many “doo- 
dads” to attract the buyer the en- 
gineers add to the design of the 
cars and trucks, the guiding execu- 
tives of our great production shops 
are brought back sharply by rising 

(Continued on Page 22, Col. 1) 





Ford Training 
Dealer Mechanics 
To Repair Diesels 


EARBORN.—D uring the past 

year, 1,000 service technicians 
at over 100 Ford dealerships in 36 
districts have been schooled in the 
service and repair of diesel engines. 

Carl Doman, Ford Division 

service manager, noted that 
“Ford Motor Co., long an indus- 
try leader in sales of gasoline- 
powered trucks, has been associ- 
ated with diesel sales and Service 
only since September, 1960.” It 
Was a year ago that two diesel- 
powered models were introduced 
in the new “H” series of extra 
heavy-duty tractors. 

“Three months before sale of the 
first Ford diesel,” Doman said, “a 
program of training the dealership 
service technician for his new op- 
portunity was begun, Today, 1,067 

(Continued on Page 18, Col. 5) 
* * * 


By L, H. Houck 
Staff Correspondent 

ST. LOUIS.—Ben Lindenbusch, 
owner of the Lindenbusch Motor 
Co. (Studebaker-Mercedes), re- 
ceived a long distance telephone 
call from San Francisco not long 
ago. 

Long-distance calls are not 
novelties at this dealership, but 
Lindenbusch couldn’t recall any 
customers in San Francisco. 
*‘T’m Joe Brown,” the caller said 

(this isn’t his right name), “and I’m 
leaving here in my Mercedes for the 
East and I will be in St. Louis on 
the morning of the 10th. I want to 
make an appointment with Alfred 
to service my Mercedes. The 50,000 
period will be about due.” 

Lindenbusch put the job down on 
Alfred’s calendar. During the last 
couple of years he has received 
similar calls from Oklahoma City, 
Tulsa, Houston, El Paso, Denver, 
Salt Lake, Los Angeles and Balti- 
more, Washington and Cleveland. 

Who is Alfred? 

Alfred is the German-born, Mer- 
cedes-trained mechanic doing all 
the Mercedes service for the Lin- 
denbusch dealership. 

When this correspondent took 
delivery on a Mercedes-Benz 190- 
Db diesel for a 3,000-mile test run, 
it was Alfred who checked me out. 
It was Alfred who reassured me 
the noise was normal. It was Alfred 
who politely inquired if I had ever 
been instructed in the science of 
shifting down to reduce speed to 
save the brakes. It was Alfred who 
reassured me that I need not carry 


Equipped for Diesels— 


One of the first Ford dealerships in the 
Detroit district to qualify as a Green Ar- 
row Service Dealer was Jerry Bielfield Co., 
Detroit. Here, under the new diesel service 
sign, Service Manager Dick Simpson, left, 
chats with Bill Lamb, right, transportation 
manager, Wolpin Co., Detroit. Man in the 
cab is his mechanic, Harry Van Conant. 
Lamb reports that each of their three Ford 


Such Service You Should Get... 


Call and Ask for Alfred 





a spare diesel nozzle or a kit of 
tools. 
“Maybe a fan belt?” he queried. 


HDT-850 diesels have rolled up some 50,- 
000 miles in four months of operation 
with no downtime. 


New Parts Plans Hike | 


Dealer Profit Potential; | 
Competition Up, Too 


By Kenneth C. Kelley Jr. 
Staff Writer 

y : two generalizations can be 

made about the market for 
automotive parts—it is complex 
and it is competitive. There is at 
least one exception to anything else 
that might be said about this mar- 
ket. 

In recent months, the auto 
companies have been making 
changes in their parts merchan- 
dising programs for dealers. 
These changes almost certainly 
make the parts market more 
competitive. They also make 
parts merchandising a bit more 
complex. 

The reaction of dealers and their 
parts managers to these changes 
and the total parts merchandising 
program is mixed. There are some 
who have little reaction to the pro- 
gram because it is so complex. 
There are those who like the 
changes being made and a few who 
don’t like them. And there is a 
large group which wants to see 
how things work out before they 
offer any conclusions. 


. 3 


HE most widespread recent 
change in parts programs is 
this: Factories now pay dealers 
their net cost plus 20 percent for 
parts used in making warranty re- 














“She'll smooth out after 10,000 
miles,” said Alfred. 


I asked Alfred his name and he 
smiled and pointed to the letter- 
ing on his clean white overall— 
it said plain as a day, “Alfred.” 


Alfred has been servicing lots of 
owners past 100,000-mile marks. He 
gets all the high-milers. They pull- 
ed the wheels off a 100,000-miler on 
the last service period to check 
brake lining and the linings were 
barely worn because Alfred had 
shown the owner how to shift down 
to save the brakes. 


There are quite a few Alfreds in 
the United States now and there’ll 
be more as the list of Mercedes 
owners grows. 

Auto-wise, it stacks up to this. 
Mercedes owners are sold on the 
hundreds of operations that must 
be performed over the years of 
ownership according to the sched- 
ule in the thick book that comes 
with every Mercedes. Each opera- 
tion ig based on a previous opera- 
tion. 

Owner elimination of one 
operations invalidates most of the 
warranties and the future opera- 
tions. Following out the system, 
which has been perfected over the 
years and used in almost every for- 
eign country, virtually insures 
trouble-free operation past 100,000 
miles, Mercedes says. 

Owners, proud of their cars, are 
anxious to keep the record clear 

(Continued on Page 18, Col. 4) 
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pairs on new cars. Dealers used 
to get net plus 10 percent. 

This change has been made by 
General Motors, Ford Motor and 
American Motors. Studebaker- 
Packard is staying at net plus 10 
percent. 

The big exception here is 
Chrysler Corp. Its dealers now 
get dealer net cost plus 10 per- 
cent for warranty parts. Chrysler 
says this means that dealers will 
be paid 22 percent more than 
they pay for parts used in war- 
ranty work. This is because 
Chrysler dealers can buy parts 
for 10 percent to 15 percent under 
dealer net cost from MoPar dis- 
tributors. 

Reaction to this change has been 


uniformly favorable. It’s good tp 
get a 10 percent markup on way. 
ranty parts, it’s twice as good ty 
get a 20 percent markup. One deg}. 
er commented: “Whatever we cap 
get is good.” 

* * * 


Profit on Warranty? 

= most dealers and parts 
managers would like to get 

even more for warranty parts, one 

Chevrolet dealer said: “I thought 

the 10 percent was good.” 

Most of the dealers and parts 

managers contacted said the 

to cost plus 20 will enable them to 

get back their costs on war 

parts. It was generally agreed that 

a dealership loses money when it 
(Continued on Page 24, Col, 1) 





Dealers Are Surveyed 


On Effects of 


pores 12-12 warranty, now just 
about a year old, has produced 
little met change in the average 
dealer’s service department, a sur- 
vey by Automotive News shows. 

A wide cross-section of dealers 
was asked if the new warranty 
plan has helped or hurt their 
service business. Forty percent 
said they could see little change, 
26 percent said the warranty plan 
had helped them and 21 percent 
said they had been hurt. 

The survey was conducted along 
with AvuTomoTivE News’ monthly 
Service Index survey. The report 
on the index, which measures how 
the typical dealer’s service and 
parts business is going, appears on 
Page 1 of this issue. 

Perhaps a survey on the 12-12 
warranty is a bit premature at this 
time. Probably the biggest gain that 
dealers could hope to score with the 
plan would be to get new-car buy- 
ers in the habit of returning to the 
dealership for service during the 
extended life of the warranty. The 
hope then would be that these cus- 
tomers would return to the dealer’s 
shop regularly for service after the 
warranty. 

* * K 
y* IS probably still too early to 
tell just how many of these war- 
ranty customers will be turned into 
regular service customers. Most car 
owners have had the 12-12 warranty 
for less than a year. 

The dealers who say that 12-12 
has helped their service business 
feel that it is this feature of build- 


ing steady customers that has aid-| | 


ed them most. 

An Oregon dealer said 12-12 
was helping his shop by “return- 
ing customers to the selling deal- 
er over a longer period of time.” 

A New York dealer had this ad- 
vice on handling those who come 
in for warranty service: “You see 
more of a customer when he thinks 
he is coming in for ‘something for 
nothing.’ Do his free work graci- 
ously but always sell him some- 
thing in the line of service before 
he goes out.” 

* * * 


Customers Mellow 

peAree it’s an advantage for the 
new-car department and 

maybe it’s an advantage for the 

service department but a number 


12-12 


of dealers said the 12-12 warranty 
has made it less difficult to get 
along with their customers who 
have complaints about their new 
cars. 

As a Nebraska dealer put it: “It’s 
easier to get along with the cus- 
tomer.” 

Most of the dealers who said 
that 12-12 has hurt their service 
departments levelled a complaint 
that does not strictly fall in the 
service domain. However, the re- 
sults of this complaint spell trou- | 
ble for the service department. 

It seems that there is widespread ' 
confusion about 12-12 on the part 
of new-car buyers. Dealers tend to 

(Continued on Page 19, Col. 1) 


Exhibit Mark Seen 
For 62 ASI Show 


Biggest Promotion 
Ever Is Scheduled 


By William V. Humphrey 
Staff Correspondent 

HICAGO.—The 1962 Internation- 
al Automotive Service Indus- 
tries Show Feb. 28-March 3 at Navy 
Pier will draw a record number 
of exhibitors, ac 
cording to Victor 
B. Day, chairman 
of the Joint Oper 
ating Committee. 
Between 48 
and 500 exhibitors 


will rent booths 
for the show, he 
said, and “space j 


thus far has 4 | 
ready increased 
_ by 25 percent] 
Vietor B. Day over our show 
held in New York two years ago.” 
Joseph Fischer, chairman of the 
JOC Publicity Committee, told 4 
press conference that “attendance 
at the show will be stimulated by 
the heaviest program of publicity 
and direct mail ever directed na 
tionally and locally to wholesalets, 
warehouses and retailers. 
“Exhibiting manufacturers ca! 
expect maximum traffic through | 
their booths and maximum visibil- 
(Continued on Page 28, Col. 4) 











HIKES PAYLOAD! 


HYDROVAC® vacuum power brakes by Bendix are specified more often than all other makes 
combined. They weigh less, permit up to several hundred pounds more payload—increase your 
profits. DOUBLY SAFE Hydrovac power braking systems provide maximum dependability with 
the built-in safety of manual braking in case of power failure. CUT COSTS—less to buy, operate 
and maintain. 


MORE HYDROVAC VACUUM POWER BRAKES ARE IN USE THAN ALL OTHER MAKES 


Bendix Automotive Products Division 









Dealer Recalls 
His Start 
As a ‘Flunky’ 


WICHITA.—C. O. (Swede) Palm, 
the original Rambler dealer here, 
got started in the auto business 
before he was out of high school 
by repairing automobiles in his 
father’s garage at night. 

That was in 1918, when Palm 
was only 15 years old. 

“I liked to fix things,” he said, 
“and cars were the things that 
needed fixing the most.” 

In 1924 he joined the service de- 
partment of Mosbacher Motor Co. 
(Hudson-Essex). 

Recalling that job, Palm says, “I 
couldn’t honestly say I was any- 
thing but a flunky.” 

In 1931 he was named shop fore- 
man of Mosbacher’s Oklahoma City 
dealership and in 1932 returned to 
Wichita. He was named dealership | Service Accented— 
manager a few years later, a posi- 








This is the new home of Stephens-Alldredge Oldsmobile-Cadillac, Inc., 4510 W. 
tion he held through World War II./ uv. s. 23, Adrian, Mich. This dealership, formerly located in the downtown area of 
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formed by an Alfred. 


In 1950, when Mosbacher closed, | Adrian, is operated by partners Lee J. Stephens and M. H. Alldredge, former sales| OUt anything yet. 


Palm opened a dealership which | manager of Thompson Products. The building, measuring 188 feet long and 60 feet 
became Wichita’s Rambler dealer-| wide, features two service departments, large showroom, outside covered used-car 
ship—Palm “Swede” Motors Co.—| display and, for the first time, a complete body shop. Also included in the service 


when American Motors was formed. | area is a quick-service department. 









PROPER FRONT END ADJUSTMENT CAN CURE 
* WARD STEERING 
© ROAD WANDER 
PULLING TO ONE SiDE 
» EXCESSIVE TIRE WEAR 





field is 


WIDE OPEN 


Cash in with 


Industry figures* show that only 27 percent of all 
repair outlets do wheel aligning; 44 percent balancing 
work. And for filling stations only, the percentages 
are much lower. 


Get in on this wide-open, big-profit business — and 
do it with accurate, dependable SNAP-ON equipment. 


It’s easy to use — any mechanic can learn to 
align or balance with this equipment in no time 
at all. Full instruction by equipment specialists plus 
easy-to-follow manuals. 


It’s portable — put it on any level spot in the 


aligning-balancing 





Let Us Adjust Your Car with 








SNAP-ON 2011-WA-S 
Master Wheel Aligning Set 






SNAP-ON WB-303 
Wheel Balancer 
Includes Balancer, 
Wheel Spinner, Plier 


ty 


equipment 


shop. SNAP-ON alignment equipment doesn’t tie up 
stall space like fixed position units. 


It’s low cost. A balancer will pay for itself on the 
first 50 cars or less. 


And you get big, extra profits with bigger sale of 
tires, tie rods, bearings, support arms, kingpin parts, etc. 


Use our “Buy Now, Pay Later” plan. Pay a little 
down, a little each week, and let the equipment buy 
itself. Ask your SNAP-ON man for details, Keep this 
profitable business in your own shop. 

*Automotive Market Trend Survey #2 — by Motor Age 


SERVICE-BACKED SHOP EQUIPMENT 


SWAPO 


8082-5 28th AVENUE 


KENOSHA, WISCONSIN 


Such Service You Should Get... 


Call and Ask for Alfred 





because Alfred thumbs through the 
book and woe unto him who has 
skipped one of the service periods. 

The high-milers are especially 
loyal to Alfred and that is the 
reason for the long-distance calls. 
They want the operation on time 
and want it performed by Alfred 
or a reasonable facsimile. These 
high-milers have acquired a list 
of dealers and mechanics and 
often go miles out of their way 
to get the required service per- 


Does it pay off? I talked with an 
owner with 135,000 miles. His re- 
pair cost during that period was 
$2.88. His service periods cost him 
only oil and in a few cases a tune- 
up labor charge. He hasn’t worn 


In South Dakota I talked with 
an owner far removed from a Mer- 
cedes dealer who has a 180-D diesel. 
His mileage was beyond 100,000 







(Continued from Page 16) 


miles. What have you had to do in 
that time, I asked. 

“Nothing yet,” he replied, ‘ 
haven’t taken out my injectors 
even to look at. Should have been 
but I’m far away from a dealer. 

Lindenbusch has sold more than 
400 Mercedes cars of various kinds 

















both gas and diesel and $4,000 to 
$12,000 first cost. 

“It doesn’t build service pysgj. 
ness,” Ben laughed. “In all the carg 
I've sold I’ve never yet relined g 
set of brakes. It’s that Alfred .., 
always harping on shifting down 
-.+ you go up one, two, three, four 
and you down four, three, two, One. 
Alfred says when you do it that 
way you’re in low when you stop 
which is where you want to be 
when you start. Logical, enough, 
isn’t it? But hard on the brake 
shop.” 

Mercedes awards “Over 200,000 
Kilometers” certificates to own- 
ers, and Lindenbush has had sey- 
eral customers who have quali- 
fied for such awards. A recent 
one is Herbert Wocott, Columbia, 
Mo., a high-miler, who travels 
some 40,000 miles a year. 

I asked Alfred if he knew Wocott, 
Alfred studied a moment, then 
smiled “About 120,000 kilometers 
(75,000 miles) I believe.” 


When you service hig h-milers 
you think in miles or, in Alfred's 
case, in kilometers, 


Ford Training 
Dealer Mechanics 


To Repair Diesels 


(Continued from Page 16) 


service technicians at 23 Red Arrow 
and 109 Green Arrow dealerships 
have received diesel instruction.” 


Doman said that each service 
technician receives 80 hours of 
training. This includes 40 hours at 
the district school and 40 hours 
working alongside the technician 
at a fleet or distributor shop. 

* oe * 


as of the 132 Ford dealerships 
equipped to service diesels is 
easy to spot. Over the service en- 
trance hangs a new sign with blue 
and white lettering. The Ford name 
is in script. Encircling it on & 
white oval are the words “Genuine 
parts, service.” “Heavy truck” is 
lettered across the top. A red or 
green bar that hangs underneath 
reads, “Diesel—Cummins.” 

A dealer is designated a Red or 
Green Arrow Service Dealer, de- 
pending on his investment in equip- 
ment. Both dealers render mainte- 
nance and repair to such special 
components of the diesel-equipped 
truck as transmissions and rear 
axles. 

Both perform such minor re- 
pair and diesel maintenance serv- 
ices as replace and adjust in- 
jectors, replace fuel pump as & 
unit, adjust valves, check fuel 
manifold pressure, adjust throt- 
tle linkage, clean air cleaner, re- 
place fuel filter and exchange en- 
gine oil and filter. 

In addition, the Red Arrow Serv- 
ice Dealer, who is required to have 
a special pump and injector room, 
performs diesel engine overhauls 
in chassis and on engine stand, 


The overhaul includes replacing 
main and/or rod bearings, pistons 
and/or rings and piston sleeves; 
grind valves, clean, overhaul and 
adjust injectors, and clean, over 
haul and calibrate injection pump. 

In addition to holding diesel 
classes, Ford Division’s assistancé 
and improvement program involves 
checking to see that dealers are 
adequately equipped to service su- 
per-duty trucks and helping de- 
velop Cummins parts and tools lists. 
A new service policy, unit inspec 
tion record, and publications pro 
gram also have been developed. 

Flip charts, wall charts and com 
ponents are used in follow-up train- 
ing that is being conducted by the 
instructor-representative in cach 
36 district service schools and on 
an “in-dealership” basis. 


since he has had the dealership— by 
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26 Percent Find It Helps . 
26 Fe 


Dealers Queried on 12-12 Effects 


(Continued from Page 16) 
plame the factories for this confu- 
The result is that the customer 
wants free work to which he is not 
entitled. In this situation, the deal- 
er usually has to choose between 
making an enemy of the customer 
or doing the free work and eating 


the bill. oe 


* 

UNNING across the country, 
Re here is a sampling of com- 
plaints about confusion on 12-12: 

Ohio dealer: “Unhappy custom- 
ers. Confusion resulting from no 
clear-cut understanding of the war- 
ra orida dealer: “On the 90-day 

or 4,000-mile warranty, people 

knew that you would go to 12 

months or 12,000 miles on many 

things. Now they expect you to fix 
them within the 12 months, re- 

ss of miles, and people are 
reluctant to pay for owner main- 
tenance.” 

Illinois service manager: “We 
are doing more warranty work but 
people are driving beyond .recom- 
mended maintenance schedules. 
This, I think, is due to the adver- 
tising many factories have done on 


maintenance-free operation.” 
* eo ed 


Factory Ads Hit 


mame dealer: “Policies not 
fully understood by purchasers. 
Advertising at factory level prom- 
ises too much to owners and works 
a hardship on dealers.” 

Arizona dealer: “Customers ex- 
pect too much free service that we 
don’t get paid for.” 

While complaints about owner 
confusion are the most frequent- 
ly heard objections, some dealers 
feel that the rise in warranty 
work has cut into their regular 
service volume. 

As a Connecticut dealer put it: 
“Customer labor down, factory 
warranty work.” 

Of course, a dealer’s view on this 
depends on where he stands on one 
of the auto industry’s big questions: 
Is warranty work more or less 
profitable for the dealer than reg- 


ular customer service? 
on * * 


-— dealers surveyed were asked 
about their experience in col- 
lecting warranty claims from the 
factory. Most of the dealers (79 
percent) said that their experience 
ranged from good to excellent. The 
other 21 percent said their collec- 
tions had ranged from only fair to 
terrible. 

Concerning collecting the war- 
ranty claims, the usual complaints 
were made: Some dealers feel that 
factories are slow in paying. Others 
complain about the red tape in- 
volved in filing a warranty claim. 

A small group of dealers re- 
ported that factories have be- 
come more particular about the 
way warranty claim forms are 
filled out since the advent of the 
12-12 plan. 

A dealer in Ohio reported his ex- 
perience this way: “Documents 
questioned oftener than in the past. 
Where there is any doubt, the fac- 
tory is reluctant to pay it.” 

* cS * 


Payment About Same 


yx dealers were also asked if 
there had been any change in 





Ford Expands 


Student Program 


BUFFALO.—Ford Motor Co. is 
expanding its student technician 
Program into Buffalo this fall to 
help meet the need for trained auto 
mechanics, 

Seven participating Buffalo-area 
Ford dealers, in cooperation with 
School authorities, selected the stu- 
dents. Classes are conducted two 
nights a week in Ford’s Buffalo 
District Service School, 5686 Main 
St, Williamsville. 

The course is taught by Rosario 
8. Nola, an instructor in Burgard 
Vocational High School. Stephens 
Motor, Squire Ford and Sheehan 
Motor Sales, all of Buffalo; Ken- 
more Motor, Kenmore; L. B. Smith 
Motor, Lackawanna; Al Maroone 
Ford, Williamsville, and Ibbotson- 
Ritchie, Town of Tonawanda, are 
Participating. 














the speed with which factories pay 
warranty claims since 12-12 was in- 
troduced. 

The bulk of dealers (78 percent) 
said there had been no change. An- 
other 20 percent said the factory 
was quicker about paying while 2 
percent reported a slowdown. 

The dealers surveyed comment- 
ed freely on the warranty. picture 
with remarks ranging from en- 
thusiastic praise of the current 
program to a prediction that 12-12 
would put dealers out of the serv- 
ice business. 

Many dealers pointed out that 
something like 12-12 warranty has 
been in effect for a number of 
years. Actually, this was a policy 
arrangement under which service 
to the customer and payment by 
the factory were sometimes there 
and sometimes absent, depending 
on a number of circumstances. 

* * aa 


eo comments included: 
Cklahoma dealer: “I think if all 





of the manufacturers had stayed 
on the 90-day or 4,000-mile war- 
ranty, We would all be better off. 
Now, if the car develops a rattle, or 
it don’t start or radio hums, or 
speedometer makes a noise, or it 
pulls to right or left, or it cuts out 
at 90, or they found dust in the 
trunk, or the upholstery shows fad- 
ing, or any other little thing, they 
think the dealer should take care 
of it and then without so much as 
a thank you. They expect to buy 
the car at dealer’s cost and then 
expect the dealer to keep it up for 
them from now on at no expense to 
them.” 

New Jersey service manager: 
“I believe a warranty such as the 
12-12 is a good thing but at the 
end of this period an owner 
should be compelled to absorb 
the cost of any repairs without 
exception; otherwise the war- 
ranty is of no value.” 

California dealer: “Selling normal 
maintenance operations such as 
10,000-mile tuneup, alignment, 


You can try to wear it out...but these 





Binks Model 19 spray gun 
provides service—doesn't require it 


tures you can’t see... but which 


The “heft”? and appearance of 
make Binks spray guns last longer: 


spray guns are important features. 
But, the “proof of the pudd’n’”’ 
is performance. Binks Model 19 
spray guns have proved their de- 
pendability in the roughest test of 


all—field operation. 


Around the world Binks spray 
guns provide reliable service... 
with minimum maintenance serv- 
ice. Here’s why: when you look at 
a Binks gun some quality features 
are obvious: one-piece aluminum 
gun body, plated for surface pro- 
tection . .. bronze, self-centering, 
tapered seat principle air nozzle 
... hardened or stainless steel ad- 


justable needle valve 


carbide tip available, too) ... and 
a retainer ring which doesn’t have 


to hold air. 


But here are two exclusive fea- 


Ask about our spray painting school. Open to all... NO TUITION... covers all phases. 





Binks Manufacturing Company 3136 Carroll Avenue, Chicago 12, Il 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED SF DIRECTORY 


(tungsten 


For spray guns 


service ... but don’t require it ... 


buy BINKS. 


1 Single bronze insert incorporat- 
ing (A) fluid inlet, 
tube, (C) threads for air and fluid 
nozzles, and (D) threads for fluid 
valve packing gland nut. Result: 
elimination of air nozzle retainer 
ring freezing... prevention of 
contamination from chemical re- 
action of two metals. . . stronger, 
more durable threads (bronze 
turns on bronze, not aluminum). 


2 Bronze insert air valve cham- 
ber for the air valve cartridge. 
Result: bronze screws into bronze 
for a stronger, more durable bond 
for extending gun life. 





Sea-Going Beetle 


Asleep in the Deep 


LONDON.—At least one Volks- 
wagen now lies on the bottom of 
the English Channel. 

The two-man crew had equip- 
ped the VW with heavy water- 
proofing and a propeller, but 
couldn’t cope with heavy seas. 
and the car sank 12 miles off the 
Coast of Dover. 





wheel balancing and the like has 
become more difficult.” 

Arkansas dealer: “I believe the 
12-12 has had more value in closing 
sales than in anything else.” 

Minnesota dealer: “We had about 
the same warranty before but the 
customer did not know it and was 
not told about it. When you did 
something for him, it was appreci- 
ated. Now, the customer expects 
more than ever and he feels he has 
it coming.” 

* * 


Dealer Responsibility 
GINIA dealer: “If all dealer- 
ships (including our own) would 
have their salesmen deliver the 
new cars properly explaining the 
warranty, then I am sure the 12-12 


(B) air passage 


which provide 


See your Binks jobber 
for complete details; 


would work satisfactorily on fac- 
tory claims and increasing custom- 
er-paid work.” 

Massachusetts dealer: “It will 
Save me a considerable amount of 
money because of the many prob- 
lems that occur after 90 days and 
usually the dealer ends up doing the 
work for nothing.” 

A Pennsylvania dealer who ap- 
parently studies his records close- 
ly pointed out that his dealership 
was “taking it on the chin” for 
correcting a lot of little nuisance 
items between 8,000 and 12,000 
miles. He listed such complaints 
as hood locks that need adjust- 
ment, doors and windows that get 
out of alignment and headlights 
that work out of aim, 

This dealer said he ends up pay- 
ing for these adjustments and also 
has to contend with requests for 
free work on the normal mainte- 
nance items. He suggested cleare1 
advertising on the warranty by the 
factory. 

—KENNETH C. KeELuey Jr. 


Beaudry Moves Up Pair 

ATLANTA, — C. M. Daniel has 
been elected chairman and Paul E. 
Sheffield, executive vice - president 
and treasurer, of Ernest G. Beau- 
dry, Inc. 







he’s as close as your 


telephone. Or, write 
to the address below. 
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STRENGTH + 
LIGHT WEIGHT 


That's the Beauty of “4 


DESIGN NOTE; 

The Military 
Ranger used 
N-A-XTRA 90 
(minimum yield 
strength, 90,000 

pst) in bars and 
plates ranging to 

1” thick, in main 
frame and cross 
members, loader 
mechanism and fork 
carriage. Fabrication 
followed standard gas 
cutting and welding pro- 
cedures. Excellent weld- 
ability of N-A-XTRA 
was important in join- 
ing to other steels. 
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Great Lakes Steel is a Division of 





ROUGH TERRAIN 
MILITARY FORK TRUCK USES 


NAXIRA 


HIGH-STRENGTH STEEL 
FOR MAXIMUM LOADABILITY 
WITH MINIMUM WEIGHT 


The U.S. Army needed a material handling truck in 6, 10 and 15 thousand- 
pound-capacity sizes that would, among other things, operate in five feet 
of salt water ... traverse sand beaches, rough terrain . . . climb 45% grades 
at a minimum of 2.0 m.p.h. ... 15.0 m.p.h. loaded on the highway . . . load 
and unload from the far side of a flat car .. . tilt loads 30 degrees back, 
45 degrees forward, 10 degrees from the horizontal left or right. And all this 
within dimensional and weight requirements that would allow air transport of 
the vehicle. 

The U. S. Army Quartermaster Corps and the Industrial Truck Division 
of Clark Equipment Company came up with the answer—the Military 
Ranger. It meets or exceeds every operating requirement. And does it 
within the vital weight limit by using N-A-XTRA 90 high-strength steel in 
main frame, cross members, loader mechanism and supporting structure. 
N-A-XTRA handles the job in these high-stress areas, yet weighs three 
times less than mild carbon steel of equivalent strength. 

You may never have to air-lift your equipment, but that’s not the only 
problem N-A-XTRA solves. Rugged operating conditions, heavy loads and 
weight-saving construction—in such applications as, for example, heavy 
machinery and pressure vessels—are challenges that N-A-X TRA is designed 
to meet and beat. 

With excellent weldability, formability, and toughness even at subnormal 
temperatures, N-A-XTRA low carbon, extra-strength alloy steels give 
superior results with conventional fabricating methods, including cold form- 
ing, gas cutting, shearing and machining. N-A-X TRA high-strength steels 
are available in four levels of minimum yield strength, from 80,000 to 
110,000 psi, and in sizes ranging from ¥g to 1” thick, up to 72” wide and 
up to 35’ long. For further information, write Great Lakes Steel Corporation, 
Product Development, Dept. AN-16, P. O. Box 7310, Detroit 2, Michigan. 


FOG Bsa. 





a product of 


GREAT LAKES STEEL 


Detroit 29, Michigan 
N-A-XTRA STEELS ARE AVAILABLE AT THESE STEEL SERVICE CENTERS 





Benedict-Miller, Inc. Joseph Demsey Co. Ducommon Metals & Supply Co. 
Lyndhurst, New Jersey Cleveland, Ohio Los Angeles, California — 
Interstate Steel Co. Lockhart Iron & Steel Co. Marsh Steel & Aluminum Co. 
Des Plaines, Illinois Pittsburgh, Pennsylvania Kansas City, Missouri 

O’Neal Steel, Inc. Salt Lake Hardware Co. A. C. Leslie & Company, Ltd. 


Birmingham, Alabama Salt Lake City, Utah Montreal, Canada 


NATIONAL STEEL CORPORATION 











Backshop . 
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service costs and increased cus- 
tomer dissatisfaction with the prod- 
uct to relearn the basic rules of 
good business set down by the 
founders. 

When dealers let service go by 
the boards, they quickly find 
themselves in deep lack-of-profit 
trouble. 

Even the most publicized “wheel 
and deal” boys of a few years ago 
found out they could not build a 
customer following on giving most 
of their profits to the buyer, even 
though they were successful in cre- 
ating a nation of “price shoppers” 
instead of selective buyers. 

We always have had and no 
doubt always will have volume 
dealers who are very successful 
businessmen in the retailing of the 
automotive vehicle. But history 
continues to record that the most 
successful and those that endure 
on a profitable basis year after 
year are not those who are content 


to “kiss the customer out of the 
shop” the minute he signs the pur- 
chase order. 

ok * OK 


Factories Also Hurt 


OR have the factories found 

they can continue to enjoy 
owner goodwill when they throw 
the product together and do not 
everlastingly encourage their deal- 
ers to give the customer the type 
of service that makeg good on 
sloppy manufacture and keeps the 
customer happy. 

And they have found out that 
they must stand behind their deal- 
ers in providing that service, that 
the dealer cannot and will not, in 


Booklet on Ramps 
CHICAGO.—A six-page brochure 
describing Auto Level Lifts and 
Auto Level Ramps is available 
from Autoquip Corp., 1140 S, Wash- 
tenaw Ave., Chicago 12, IIl. 





the main, provide that type of 


service out of his diminishing gross. 

So today we find both great 
corporations and their better 
dealers fast returning to the 
basic philosophy of the founders 

—the customer must be served. 

The problem is not as easy as it 
was when both these leaders were 
building their empires. We have 
engineered into the product many 
complicated power items for the 
convenience of the buyer and have 
added and expanded the number' of 
models in an endeavor to try and 
find out what the mass buyer really 
wants in his personal transporta- 
tion vehicle. 

But most manufacturers have 
started at the beginning in develop- 
ing a new concept in design and 
manufacture, the relating of serv- 
ice problems to manufacture and 
these practices to design. 

Their success along these lines 
has led some plants to believe that 
ultimately they will be able to de- 
sign and build an automotive prod- 
uct that will run indefinitely with- 
out periodic inspection. 

* * ok 


It Might Happen 


eee back at the great 
strides that have taken place 





Buy New Cars from Us, 


Russian Urges Canadians 


MONTREAL. — Canadian or- 
ders are being taken for Russian 
automobiles at the Montreal 
Trade Fair here, which closes 
Oct. 15. 

P. Brigadnov, director of Soviet 
pavilions, said, “We are inviting 
both distributors of automobiles 
and the general public to come 
and see our three top model cars 
(Chaika, Volga and Moskvich) 
and to place their orders with 
us.” 

Jack McGouch, general man- 
ager of Bousquet Construction, 
Ltd., Montreal, commenting on 
Brigadnov’s announcement, said 
his firm still has the financial 
backing “to make available a 
building to supply parts” for the 
Russian cars, 





in the improvement in materials 
and engineering, who are we to say 
that some day this may not come 
about? 

But even with 100,000-mile piston 
rings, the wondrous new materials 
and greases that extend the lube 





B & & 
imag neeri n g is the bold new look at Screw & Bolt that says 


“infinite design capability.’”’ Imagination, coupled with engineering, 
has led to endless new product design developments in fasteners and 
other threaded parts. Hi Need a new design fastener or threaded part 
where standard shelf items just won’t fit? Clip this ad to your letterhead 
and Screw & Bolt’s sales engineers will put imagineering to work for you. 





SCREW AND BOLT CORPORATION 


VMA 9397 


OF AMERICA - P.o. BOX 1708, PITTSBURGH 30, PA. 


Plants: Pittsburgh, Pa. Gary, Ind. Southington, Conn. Norristown, Pa. e Warehouses: Portland, Ore. Denver, Colo. Atlanta, Ga. 


Imagineering... for greater fastener progress 
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-~| periods to almost unheliey, 
mileage intervals, oils that have 
enabled the safe doubling of the 
period between drains and brakes 
that adjust themselves, we stil] are 
faced with materials that fail from 


maladjustment, misuse and fault 
material or inspection. y 

So most manufacturers are 
currently placing even greater 
emphasis on providing the eyg. 
tomer with the type of servigg 
that will hold him in the “brang» 
family, on the basis of the w 
in which the customer wishes to 
be served and to maintain ag 
high a safety-in-operation stand. 
ard for the customer as it is pos. 
sible to achieve. 

It is our humble opinion that the 
advertising themes extolling Some 
of these newest innovations are go. 
ing to work a distinct hardship op 
many owners who demand unuguyg] 
service from their vehicles, that 
these broad statements will teng 
to make many drivers carelesg of 
such things as brakes, steering anq 
other critical areas of car and truck 
operation unless the dealers contra. 
dict their factory advertising de. 
partments and impress on every 
owner the necessity of having hig 
vehicle checked periodically. 

But the main thing is that ip. 
dustry thinking today is a far cry 
from the type of thinking that pre. 
vailed but five years ago. 

* eS ok 


For the Better 


An it is all for the better—for 
better owner protection, better 
owner relationship between dealer 
and owner; factory and owner, and 
factory and dealer, and last but far 
from least, for better dealer profits, 

Many on both the retail and 
wholesale level, however, will have 
to step up rapidly to the new con- 
cept or they may be worse off than 
they are today. This does not stop 
with the dealer. 

The new concept demands that 
the makers of service tools and 
shop equipment must bring the 
engineering of their products up 
to the demands of the new ideas 
in service that are being fostered 
and rapidly adopted by alert deal- 
ers in every line. Tool and equip- 
ment makers who think they can 
continue to sell the type of “iron” 
that dealers readily bought five 
years ago will come to a sad 
awakening. 

Quick-service demands quick, 
safe, quality tools and equipment 
that will enable the dealer to make 
the same margin of profit on the 
“short-time” jobs he is now going 
after with a vengeance. Mechanics 
must do the same job in less time 
but do it as accurately, if not more 
accurately, than before—as there is 
a general trend toward taking a lot 
of the “cushion” out of flat-rate 
prices. 

Better parts availability must be 
maintained and more parts re 
building must come into the retail 
service picture. All service men that 
come into contact with the cus- 
tomer will have to be retrained to 
step up to the new concept. 

And above all, courtesy and an 
inborn desire to please the cus- 
tomer are essential in the new serv- 
ice picture. 


Firestone Offers 


New Retread Mold 


AKRON.—An original equipment 
tread design extending across the 
entire face of the tire will soon be 
available for the first time in the 
retreading industry, according to 
J. E. Hynds, manager, treading 
and repair material sales, Firestone 
Tire & Rubber Co. 

“The shoulder-parting feature of 
our new matrices enables us to 
offer in a retread the same Total 
Traction principle and tread de 
sign obtained by three-piece molds 
for new Firestone tires,’ Hynds 
said. 

The three-piece mold was intro- 
duced last year by Firestone, For- 
merly al tires were made in two- 
piece molds that parted in the cen- 
ter of the tread. The new method 
permitted an unbroken ring of 
tread design molded as a separate 
unit without a seam line down the 
center. 


Olds for Espenchied 
DOVER, O. — Max Esp: nchied 
has signed an Oldsmobile franchise 
and will do business as Espenchied 
Oldsmobile, Inc. 
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Sell a farmer on limited slip differential and you’ve got a 
multiple sale coming up. He not only needs it on his pas- 
senger car—he needs it on his pick-up trucks as well, for 
he can’t afford to get stuck! He drives his car over dirt 
and gravel roads—to town, to market . on countless 
errands. And as for his pick-up trucks—he keeps them busy 


5 Le ee 





from morning to night. He’s got to keep rolling to stay 
on schedule. Yes, he’s two prospects for limited slip differ- 
ential, the safety and convenience option that keeps a 
vehicle at top efficiency by automatically directing power 
to the rear wheel with the greater traction. Demonstrate 
and you’ll sell both! 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’62 DEMONSTRATORS 


Here’s how to demonstrate limited slip differential... 





Use your gravel drive or a grassy strip where you can 
run one rear wheel off into soft soil. You can put on a 
powerful demonstration of how easy it is to get going 
instantly—with limited slip differential. 


Stop your right rear wheel on a pile of wet leaves which 
you can place at the curb yourself, then demonstrate 
how limited slip differential lets you start up smoothly 
and with no wheel spin—because the power goes to 


the wheel with the traction. 
Spicer 





In the winter, if you’re where the temperature goes 
below freezing, put one rear wheel on a patch of ice or 
packed down snow and show your customer how 
limited slip differential lets you start up instantly. 


Dirt really flies when a car with a conventional diffe- 
rential starts with one wheel in the mud. You can 
make a mud puddle in your used car lot or in a field— 
and show how limited slip differential insures a quick, 
clean take-off. 


DANA ~.neorarion to1e00 1, on10 


Spicer products available in Canada through Hayes Steel Products Ltd., Merritton, Ontario 
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Competition Up, Too... 


New Parts Plans Hike 
Dealer Profit Hope 


(Continued from Page 16) 


handles warranty parts on a 10| warranty jobs involve a lot of time- 
percent markup. consuming diagnosis and, many 
Some of the dealers interviewed | times, the dealer has to absorb this 
said they would be able to show | ©Xpense. 
a net profit on warranty work 
when the cost plus 20 on parts is T THE same time that the cost 
combined with labor payments at plus 20 for warranty parts was 
100 percent of the dealer’s usual | announced, Ford said it would pay 
flat rate. While most dealers ex- | its dealers the wholesale incentive 
pect to break even on this work, |0n parts used to recondition used 
there are those who feel that the |———————SS—sFFS3S;73;7;7; CUTS” 
— will show on a loss Symington Wayne Acquires 
A Cadillac dealer said three| Ohio Hand-Tool Firm 
things make it almost impossible} SALISBURY, Md. — Symington 
for a dealer to show a profit on) Wayne Corp. here has acquired 
> ae oe 1. rye id oo. Lectrolite Corp., Defiance, O., for 
oes a certain amount of work on) 4) undisclosed amount of cash. 


every new car which he cannot 
charge to the customer or the fac- Lectrolite, manufacturer of me- 


tory. 2. Dealers have to pay for| chanics’ hand tools, will continue 
quite a bit of paper work in order| under its present management as a 
to collect warranty money. 3. Many subsidiary of Symington Wayne. 
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Ford Motor Co. products. So far, 
no other auto company has offered 
this program. 

Ford and Lincoln-Mercury deal- 


ers reacted favorably to receiving 


the help on reconditioning parts. 


The most frequent reaction was 


this: Reconditioning is not the big- 
gest item in the service depart- 
ment, but help on parts for recon- 


ditioning makes it easier for the 


whole dealership to show a profit. 
When Ford was changing its 
parts program, it also liberalized 
its parts and accessory return 
program and set up a 5 percent 
discount for stock orders. 
Ordering and return programs 
are in a state of almost constant 
change and no two factories offers 
exactly the same plan. 
ca * cd 


Ford Return Plan 


a new Ford program allows 
dealers 90 days to return excess 
parts and 30 days to return acces- 
sories. Excess parts can also be 
sent back at the end of the year. 
Returns under both programs are 
limited to 4 percent of annual pur- 
chases. 

Since 1956, GM has allowed its 
dealers 90 days to send back parts 
and 30 days to return accessories 
and has placed no limits on the 


~~ 
ship getting an equal amount of 
new parts in return. The dcalerghj 
picks the new parts to be shipped, 

In making its change in the re. 



























amount of parts that can be sent 
back under this plan. GM dealers 
can also send back up to 4 percent 
of a year’s purchases at the end 
of the year, a ruling that has been 
in effect since 1957. 

GM also has a program for any 
parts which have not been return- 
ed under the 90-day or yearend 
programs and the dealer still wants 
to return. On this program for in- 
active parts, the factory has the 
option on what it will take back. 

AMC dealers can return all 
parts and accessories for up to 
90 days. Beyond this, dealers can 
offer to return any parts and ac- 
cessories to the factory but the 
factory has the option on accept- 
ing them. 

Chrysler dealers have a 100 per- 
cent exchange plan twice a year on 
any parts on their MoPar-recom- 
mended stock lists. Other parts 
can be sent back for 90 days and 
there is a 30-day return plan for 
accessories, 


old rules which allowed the com. 
pany to declare certain parts not 
eligible for return at the end of 
the model year. This “declassificg. 
tion” system had left some dealers 
stuck with rather large amounts of 
obsolete parts. 

One Lincoln-Mercury deg ler 
said the abandoning of the de. 
classification provision was 
most important part of Ford’s re. 
cent changes in its parts pro- 
gram. 

The parts manager at a Forg 
dealership pointed out that he haq 
only been able to make use of aboyt 
20 percent of his year-end return 
allowance in recent years. He saiq 
he would be able to use all of jt 
during the first year under the new 


rules. 
* Eo oK 


Two Sources 


A DEALER is likely to get excess 

parts in two ways. Faulty or. 
dering can bring in too many of 
any item and the 30-day and 9. 
day return and the exchange plans 
should solve this. Specialized parts 
may be ordered for a given job and 
that job may somehow get away 


+ 

SP DEALERS have 30 days to 

return on any parts and acces- 
sories and can return up to 4 per- 
cent of annual purchases on a 
quarterly or annual basis. The 
quarterly or annual returns are ac- 
tually exchanges, with the dealer- 


turn program, Ford threw out the — 


It brings in 
new car 
buyers... < 
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ALVOLINE Guaranty 


NOW! 3 YEARS 
or 00.000 MILES! 
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Valvoline offers you the greatest new car Guaranty program in the 

world. Here’s how it will work for you: 

@ It will help you sell more new cars. ; 

@ You'll get without cost an outstanding follow-up system 
handled entirely by Valvoline. 

@ You'll get powerful sales aids that won't cost you one penny! 

@ It will help your service department profits keep pace with your 
booming new car sales. 


There's nothing like this Valvoline Guaranty! Start cashing in now. 
Call your Valvoline distributor, or contact Valvoline direct, today. 


VALVOLINE OIL COMPANY 


Division of Ashland Oil & Refining Company 
Refinery —Freedom, Pennsylvania e Home Office—Ashland, Kentucky 





from the dealership. Year-end re- 
turns and exchanges are designed 
to get these parts off the dealer's 
shelf. 

The stock order is an area where 
some Ford and L-M dealers and 
parts managers do not feel the fac- 
tory has been very generous. 

The stock order is a dealer's 
regular order for parts. It is sent 
in on a set schedule, either once 
a week or twice a month, depend- 
ing on factory affiliation. 

Ford has given its dealers a 5 
percent discount on certain parts 
when they are ordered on the stock 
order. At the same time, the 2 per- 
cent discount for prompt payment 


has been eliminated, 
* * * 


some in the Ford dealer body: 
The 5 percent rebate applies to 
about 60,000 captive and slow-moy- 
ing competitive parts but many 
dealers and parts managers would 
like to see it applied to all parts. 
In addition, some fee] that they 
will lose more from the death of 
the 2 percent discount for prompt 
payment than they will gain from 
the 5 percent discount on certain 
parts on stock orders. 

GM dealers have had the 5 per- 
cent rebate on certain parts on 
stock orders since last November 
and they get no discount for 
prompt payment. Chrysler deal- 
ers have no discount for stock 
orders but do get volume dis- 
counts ranging up to 15 percent 
and a 2 percent cash discount. 

AMC dealers can order all parts 
on stock orders and get discounts 
based on volume ordered which 
range up to 10 percent on that part 
of the order which exceeds $1,000. 
This program was last changed on 
April 1, 1960. There is no discount 
for prompt payment at AMC. 

S-P dealers win prize points on 
stock orders but get no discount. 
The points can be redeemed in 
merchandise. There is no discount 
for cash payment at S-P. 

* * * 


Comparisons Impossible 


OMPARING the parts programs 
offered by the various auto 
companies is just about impossible. 
Since one feature is related to sev- 
eral others, whole programs have 
to be compared to get the full story. 
And the full programs are so com 
plex that they defy comparison. 

An example: Some dealers get 

an extra allowance on some parts 
when they are sold wholesale. 

AMC dealers get no wholesale in- 
centives but get the industry's 
most liberal discounts on all 
parts on stock orders, Who has 
the best program? 

Looking over all the changes 
made in the Ford parts program, 
a Ford dealer summed up his mix- 
ed feelings this way: 

“Tt’s an improvement, if your 
parts manager orders intelligently. 
You don’t like to lose anything like 
the 2 percent cash discount. But, 
all in all, it’s a gain.” 


Daulton Ripley Adds Lark 
LIMA, O.—Daulton Ripley, Inc, 
hag acquired a Studebaker fran 
chise. It will continue to handle 
Rambler and Triumph. 


oa brings two objections from — 
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Publications are funny birds. Almost anybody can claw his way up “to the poorhouse.” 
It’s a little more difficult to manage a down-to-earth boom with a solid base. TV GUIDE 
manages just that. A special interest magazine, its subject matter (television) generally 
interests everyone. The unforced circulation shows it. The steady advertising gains refiect 
| it. With a prime grip on America’s young marrieds and massive food and drug store 





strength (more than 3 million copies per week), TV GUIDE has a wing span you can use. 


Best-selling weekly magazine in America 
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For Make Servicemen 

DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
MOTIVE NEWS. 

AMERICAN MOTORS — Seven 
mobile units, with their respective 
instructors, will be conducting clas- 
ses in the following states Oct, 23- 


‘Rubber’ Car 
Used in Tests 
On Skid Problem 


BUFFALO.—A “rubber” automo- 
bile has been devised at Cornell 
Aeronautical Laboratory that may 
help to bring about a skidless car 
some day. 

This auto is at the hub of Cor- 
nell Lab’s growing research pro- 
gram in the field of automotive 
stability and control, a large share 
of the cost of which is met by 
General Motors. 

There’s nothing unique in the 
appearance of the lab’s “rubber” 
auto. In fact, it is a stock-model 
Buick. But the maze of instruments 
with which it’s filled make it one 
of the country’s most unusual cars. 

With the mere turning of knobs, 
one can make it simulate a wide 
range of handling characteristics— 
such things as changes in car 
weight, tire pressure, center of 
gravity, load and suspension. 

The “rubber” in the lab’s test 
auto is derived from the car’s elas- 
tic performance characteristics. 
Technically the car is called a “var- 
iable-stability-and-control automo- 
bile.” 

The aim of the rubber auto is to 
compile “data that can assist engi- 
neers in designing a safer, more 
maneuverable car.” 
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ADJUSTABLE 


This patented MOOG 
exclusive provides a 
permanent solution to 
the loose ball-joint 
problem! Special threaded 
plug adjusts down with 
the twist of an Allen wrench, 
locks out front-end play. 
Allows custom-tuning of the 
ball-joint for perfect front-end 
alignment. 


Patent No. 2,954,993 
& Others Pending 
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CONVERSION KITS |) 


i 
Here’s the quickest, easiest LU 

way to eliminate Ford loose 
ball-joint problems. 


ADJUSTABLE 
Patent No. 2,954,993 


INSTALLED IN MINUTES! 
Simply cut off rivets and 
mount conversion kit quickly, 
easily. : 


















FAST ACCURATE ADJUSTMENT! 

Twist of Allen wrench eliminates 

slack in front-end assemblies due ’ 
to lower-ball joint looseness. 


QUALITY ENGINEERED AND BUILT! 
Metal is 2'4 times thickness of 
original cap. 

IMPROVES STEERING, SAVES TIRES! 
Solves the problem of wobbly steering, 
wheel shimmy and tire wear 

caused by loose ball-joints. 


MOOG MEANS MORE 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


he 
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Nov. 17: Unit 101, Les Howard, Illi- 
nois, Indiana and Ohio; Unit 102, 
LeRoy Roberts, Massachusetts and 
New York; Unit 103, Joe Demers, 
Michigan, Ohio and Pennsylvania; 
Unit 104, Lloyd Tolman, Wisconsin 
and Illinois; Unit 105, Ken Piere, 
Oregon, Idaho, Washington and 
Montana; Unit 106, H. A. Hudson, 
Minnesota, North Dakota, South 
Dakota and Wyoming; Unit 107, 
Lloyd Graves, Louisiana, Florida 
and Georgia. 

CHRYSLER CORP.—During the 
period Oct. 23-Nov. 17, the five 
Chrysler Corp. sales and service 
training centers will be offering 
new service training courses cov- 
ering all models of the corpora- 
tion’s 1962 car lines. Two types of 
instruction are available—concen- 
trated, short-duration classes for 
dealers and their key service and 
parts personnel who desire to be 
brought up to date quickly, and the 
general courses for service techni- 
cians who wish to cover the full 
agenda. The training schedule in- 
cludes the following subjects: 
“What’s new in ’62 for the service 
and parts operations,” automatic 
transmissions (including the new 
A-727 Torque-Flite “8” unit), man- 
ual shift transmission, manual and 
power steering (including new 
starter, distributor and printed cir- 
cuits for instrument panels, air 
conditioning, rear axles, body, 
brakes, front and rear suspension, 
instrument panels, accessories (in- 
cluding auto pilot), new-car prep- 
aration, Simca service, etc. Training 
covers latest factory-approved serv- 
ice procedures, theory, diagnosis 
methods, corrective measures, and 
the correct use of the latest special 
tools and equipment. These service 
training courses are offered tuition- 
free to service personnel sponsored 
by Chrysler Motors Corp. dealers 





The MOOG 
NON-ADJUSTABLE 
BALL JOINT 





boasts the closest 


Patent No. 2,848,260 
Patent No. 2,934,366 


e ELIMINATES PLAY 
AND LOOSENESS 


e LETS BALL JOINT 
WORK FREELY 


e HOLDS ACCURATE 





BY REMOVING PLAY 
AND MOISTURE OUT 


LONG LIFE 
Patent Applied For. 













NON-ADJUSTABLE 


“‘breathe”’ lubricating oil for 


tolerances in the industry 
and famous MOOG 
Gusher-Bearings that 
long life. 


ECONOMY BALL JOINT 
TIGHTENERS 









FRONT END ALIGNMENT 
e SEALS GREASE IN—KEEPS DIRT 


e MOOG TEMPERED SPRINGS FOR 


and MoPar outlets. Chrysler train- 
ing centers are located at: 26001 
Lawrence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, IIll.; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y¥., and 1111 N. Brookhurst St., 
Anaheim, Calif. Direct all inquiries 
to service training coordinator at 
training center serving your area. 
Service merchandising and man- 


agement conferences are scheduled 


on Oct, 23 at Richmond, Va., and 
on Nov. 6 at Kansas City. Details 
will be announced through regional 
offices. 

FORD DIVISION — During the 
period of Oct. 23-Nov. 17, the Ford 
district school instructors will be 


teaching complete service courses | 7 


on 1962 cars. Particularly empha- 
sized will be highights of the 1962 
Fairlane. Also during this time, 
special instruction on the new reg- 
istered owner plan will be offered 
to dealer service technicians. 
GMO TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 







































< Left Side Assembly 
-> Right Side Assembly 





Easy Access— 


“On the ball" with another easy main- 
tenance feature is Brockway Motor Trucks 
Division, Mack Trucks, Inc., Cortland, N. Y. 
The new 158 series introduced by Brock- 
way early this year features the Set-Aside 
fender, providing complete access to the 
engine area. Fenders can be easily re- 
moved by one man after releasing two 
mounting bolts and disconnecting quick- 
coupled electrical connections. 


Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 


INTERNATIONAL HARVEST- 
ER—Technical training centers lo- 
cated in Atlanta, Dallas, and Har- 
risburg, Pa., are conducting train- 
ing for dealer and fleet servicemen. 
Six different courses are offered. 
They are: Servicing the “Scout” for 
dealers, dealer servicemen’s general 
service course, dealer diesel service 
course, dealer service management 
course, fleet servicemen’s general 
service course, and fleet diesel serv- 
ice course. Every course is taught 
by the “tell-show-do” method. Cor- 
rect diagnosing, maintenance, and 
service procedures are emphasized 
in each service operation. For fur- 
ther information, contact the serv- 








UPPER BALL JOINT 





a 

ice manager at the nearest Intep 

national truck district office, 
MACK TRUCKS—Two one-weg, 





courses are being offered, tuition. | 


free. Clutch, transmission carrier 
and power steering, Oct. 23 and 
Nov. 13, and diesel engine. Oct. 20 
and Nov. 6. For further informa. 


tion contact: Plainfield Seryicg | 


School Supervisor, Mack Truc 
eee 935 S. Second St., 
oJ, 


Courses covering all phase 8 of 
Studebaker - Packard, Mercedes. 
Benz and Auto Union vehicles 
are being given at the follow 
technical training centers by their 
respective instructors: New Yor, 
City, F. X. Coghlan; Atlanta, W, 
Hall; Kansas City, W. N. Hall; Lo, 
Angeles, L. J. Young; South Bend, 
A. 8. Kidder. 

WHITE MOTOR CO.—Four mo. 
bile service training schools (White 
and Cummins) will be instructeq 
by J. H. Smith at White Motor Co 
branch offices in the following 
cities: Oct. 23-27, 40 Branch Ave 
Providence; Oct. 30-Nov. 3, 415 
Madison Ave., New York; Nov, 6-19 
190 Murray St., Newark 5, N, I: 
Nov. 13-17, 34th and Indiana Ave. 
Philadelphia. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP. 
MENT CO., Kalamazoo, Mich— 
The Allen Power-Tune course, coy- 
ering diagnosis and electricg] 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir. 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 


school for learning the fundamen. " 


tals of the tuneup business includ. 
ing servicing and merchandising, 
A nominal fee is charged, For 
starting dates, contact the loca] 
Allen representative or write di- 
rectly to Educational Department, 
Allen Electric & Equipment (o, 


2101 N. Pitcher St., Kalamazoo, | 


Mich. 
AMMCO TOOLS, North Chicago 


—Brake servicing. Contact Dick 


(Continued on Page 46, Col. 1) 














LOWER BALL JOINT 











For Car Non Ball Joint} Non | Ball Joint 
or Truck Year Model Adjustable | Adjustable | Tightener Adjustable} Adjustable} Tightener 
BUICK en ae yK-soz [| K-51 | K-09 
CADILLAC ee ee ee | K-504 | 503 K-515 | 
a" [pol mune | | soo | | 
CAB TK-1 
cuevroter | 55-57 | AM CO 675 K-70 | 
CAR. (Except 58-61 | _— All (Except Taxi) ‘| ||. | K-660 | | K-691 | K-671 | 
le 
ae ee ee tt 
CHEVROLET C14, C15, C25, %-% Ton 
TRUCK 
curvsien a |1957 | AN —SSSC~dT~SSSC*dYSC(‘i | || Us | Te 
IMPERIAL — | 58-59 | LC2, LC3, MC2, MC3, LVI, MVi|__—*| —K7i4 | TKI | | W713 | _TK-l 
58-61 | LCi, MCI, PCI, RCI,RC2 | W720 | K-7i2 | 13 | W710 | K-11 | 1K-3 
60-61 | PC2, PC3, RCS, RC4, PYI,RY1] | K-716 | TKD TT K-75 [| TK-1 
COMET ee eS a ee ee ee) ee | vere 
CORVAIR | 60-61 | 500, 700, 900 Series [| ere | 677 | K679 | Ts 
1961 | 1200 Series F.C. | | Keeo | | Keo | K6rl_| 
DesoTO 1957 | $25, 826 SSCdCSSSC*‘dY 7 | HA] 73 | Te 
58-59 | 1S2, 183, MS2, MSS | S| =A | | 73 | 
57-61 | S27, LSI, MSI, PSI, PS3,RS1| K-20 | K-7i2 | ™3 | K710 | W711 | 1K3 
DODGE & 
pooee oaer| sor} ant xz | xn | ms | ero | xm | 1x3 
FALCON | OG1 | AN *'| ~~ *'| +W@i2 | | K8IS | K-809 | TK2 
FORD oe) mm | | aoe) | | en | Wi 
CAR (Except | 57-60 K-890¢ TK-1 
Thunderbird) K-891¢ 
ee ee ee es ee 
GMC TRUCK | 60-61 | IFSZ5-IFS30 Axles 4-% Ton | (| wesO | | | si 
me tia) dC CCE) 
n—aé to) he | ee) 
CONTINENTAL] "58-60 ee a TKI 
mercury | 5456 ans) eet 
K-891e 
ee 
Cc) <K-511 | €TK-3 
1959 >K-525 [> TK-1 
== De ek ee ee eo 
nici oe 
SS= All (Except F85) ft | ee 
PLYMOUTH | 57-61 | All K-720 K-712 TK-3 | K-710 TK-3 
PONTIAC RR MD K-506 K-535 
9-61 All (Except Tempest) a Fs “a 
<K-518 
Twunoen- | S57] AN SSC«dL| ~SSC~‘Ys«éCo | Cd) CY COO | 
Kase | | 
VALIANT | 60-61, AN —*+| ~~ -+'| «70s | | W-701_| «703 


© Conversion Kit 
* Use only with riveted, original 
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MOOG INDUSTRIES, INC. 
6565 Wells Ave., St. Louis 33, Mo. 
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UNDER-CAR PARTS 


UNDER-CAR BUSINESS! 
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Despite all the nays, there is a magazine race and what it can stand is a little horse sense. It 
seems to us “hobby horse” publications are expensive standstills. This is a time for workhorses. 
And this is a workhorse magazine. Editorially, TV GUIDE travels a single track. Its one concern is 
television. As a result, the front-running weekly (7,250,000) is strong with readers (who will spend 
$50 million for it this year) and flexible for advertisers (62 regional editions covering major TV 
markets). And it delivers what it promises: the most efficient ride your advertisement can buy. 
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“TUNE UP” 


your parts department with 


BORROUGHS 


“Dartslocator’’ 
HARDWARE BIN 








Locator Boxes 
Well built, heavy gage, hinged-lid 
locator boxes with plastic insert 
moulded into compartments. Each 
compartment identified by illustra- 
tion, size, part number and pack. 





Hide-Away Shelf 


A sturdy, waist-high resting place 
for boxes while parts are being 
removed or replaced. Shelf swings 
on 2 pivoted channel arms, and 
swings snugly into bin after use. 





Hanging Boxes 
The popular “Handee Andee” bin 
boxes, in 2 sizes. They have large 
label holders, curved bottoms for 
speedy removal of parts, and can 
easily be removed or replaced. 


the ‘‘Twin”’ Bin that 
does double duty! 


Parts easy to find in half the 
space and half the time — holds 
up to 1053 part numbers in- 
cluding 20% surplus hardware 
locations 


Never before has 6 
square feet of floor 
space provided so much 
parts storage and selec- 
tion—so easily—so accu- 
rately—so speedily. The 
“Partslocator” Bin com- 
prises 2 joined Borroughs 
“Flexi” bins which hold 
hinged-lid compartment boxes, hanging bin boxes, 2 bulky parts 
shelves, a convenient, waist-high, swing-out “work” shelf. Contact 
your nearest Borroughs distributor now for the full story. 








These Borroughs warehouse distributors are at your service.... 


Universal Equipment Co. 
2420 Oakville St. 


Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 


East Coast Distributing Co. 
2010 Boxwood Dr. 


ALEXANDRIA, VA.: 
ATLANTA: 


BROOMALL, PA.: 


HONOLULU, Hawaii: Hunters’ Office & Industrial OMAHA: Siggins Co. 
Equipment Co. 1236 S, 13th St. 
538 Reed Lane a 
PHILADELPHIA: East Coast Distributing Co. 
HOUSTON: W. W: Cannon Co 
1901 Winter St. 780 S. 52nd St. 
INDIANAPOLIS: Automotive Bin Service Co., Inc. PITTSBURGH: Automotive Bin Service Co., Inc. 


4508 Alisonville Road 1302 Highland Bldg. 


BUFFALO: Automotive Bin Service Co., Inc. “a ‘ 
51 Isabelle Foes eeee oe Lint Rd | SALT LAKE CITY: Business Equipment Co. 
" . ; 949 E. 21st, South 
ORAM take feet rc. KANSAS CITY, MO.: ‘Siggins Co. acs 
» Vincennes Ave. 706 Broddway $T. LOUIS: Siggins Equipment Co. 
CINCINNATI: Automotive Bin Service Co., Inc. LOS ANGELES: Green-Penny Co. 1410 Pierce Ave. 
1220 Richmond St. 
; 7 ; oe eee $T. PAUL: Borroughs Mfg. Co. 
CLEVELAND: Automotive Bin Service Co., Inc. LOUISVILLE: Automotive Bin Service Co., Inc. Factory Branch and Warehouse 
8905 Lake Ave. 204 Builders Bldg. ° 809 Hubbard Ave. 
DALLAS: ao cane Co. MEMPHIS: Metal Products Co. SEATTLE: William A. Gore Co. 
enton Ur, 1620 Channel Ave. 214 3rd Ave. S 
DAVENPORT: felix F. Loeb, Inc. MILWAUKEE: Felix F. Loeb, Inc. 
612 Kahl Bidg. 312 E. Wisconsin Ave. TOLEDO: Automotive Bin Service Co., Inc. 
Gave Peter Ce. NEW ORLEANS: Edco Metals, Inc. oS AeeOR nN 
pirad dea 3030 Josephine St. = WATERTOWN, Mass: Alexander Steel Products, Inc. 
DETROIT: Automotive Bin Service Co., Inc. NEW YORK: Borroughs Mfg. Corp. 264 N. Beacon St. 
10040 Freeland Ave. 121 Varick St. 
‘an PUERTO RICO: Automotive Specialties, Inc. 
FARGO: Adams, Inc. OAKLAND: William A. Gore Co. , 
6 North 13th St. 1834 Adeline St. 1100 Corchad St,, Senturce 
FORT WORTH: W. W. Connon Co. OKLAHOMA CITY: W. W. Cannon Co. CANADA: Wickware-Stackbin, Ltd. 
P. O. Box 464 P. O. Box 7317 P.O. Box 740, Perth, Ontario 
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OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. alii. KALAMAZOO, MICHIGAN 








ASI Convention Program Committee— 


This is the program committee for the 1962 convention of the Automotive Service 
Industry Assn. Feb. 26-27 in Chicago. Seated, left to right, at table are Hans M. Siverts, 
St. Louis; Roy Adam, Lexington, Ky.; W. E. Hamlin, Jackson, Mich.; Elmer Oleson, ASIA 
staff; E, N. Robinson, chairman, Chicago; J. L. Wiggins, ASIA executive vice-presiden}, 
J. A. Bryant, ASIA president; H. C. Stivers, Toledo; V. K. Yoho, Salt Lake City; J, M. 
Metzger, Columbus, O. Standing, left to right, are Howard McMurchie, ASIA staf, 
R. L. Schutte, ASIA staff; Charles H. Davis, Chicago; R. A. Melvin, ASIA staff; C. ¢, 


Geiger, Chicago; Ray Barnett, Chicago; F. 


Sandwich, Ill. 


A. Brusek, Chicago, and George Werner, 


Exhibit Record Sighted 
For Coming ASI Show 


(Continued from Page 16) 


ity for their new lines, service in- 
formation and new merchandising 
programs,” he continued. 

“There will be a downpour of 
mailing pieces to the 15,000 job- 
bers in the country, as well as a 
multiple-promotion p ro gram to 
the 2,000 jobbers and some 30,000 
retail outlets in the five-state 
area of Illinois, Indiana, Iowa, 
Michigan and Wisconsin.” 


He said the JOC Publicity Com- 





Police Compacts 
Considered by 
Little Rock 


LITTLE ROCK, Ark.—The city 
of Little Rock may experiment 
next year with compact cars for 
police work. 

City Manager Ancil M. Douthit 
says he is giving thought to a trial- 
run for compacts on certain types 
of police duty. But he eliminated 
use of the economy-type vehicles 
for regular patrol work, saying 
they offered too many disadvan- 
tages for that function. 

Douthit said he is considering the 
purchase of at least one compact 
for assignment to the detective di- 
vision and’ added that if it proves 
satisfactory, others would be added. 

At present the city has six com- 
pacts. Two each are assigned to 
the milk inspection division of the 
city health department and to city 
building inspectors. One standard 
model compact is used by the city 
health officer and a compact sta- 
tion wagon is assigned to the street 
department. 

The city manager said that the 
compacts, generally speaking, have 
proven to be assets. The prices paid 
for the vehicles were $200 less than 
the amount paid for standard sized 
automobiles. 


mittee has prepared special infor. 
mation ads for jobber, fleet and 
dealer publications, Booster Clubs 
and other magazines. 

Approximately 2,000 jobbers in 
the five-state area will be furnished 
a special promotion kit containing 
a counter display to hold compli- 
mentary trade tickets and folders 
covering Trade Day activities 
March 2-3, The kit also will contain 
three sample letters for jobbers to 
send to the trades. 

Trade Day stickers, celluloid 
pocket protectors for jobber per- 
sonnel, information on retailer 
prizes for the trade who attend the 
show March 2-3, 200 complimentary 
trade tickets and an order card for 
additional promotion supplies also 
are part of the kit. 

* 2K * 

At‘ exhibiting manufacturers 

will receive a printed report on 
show-promotion activities, with 
suggestions as to how they can 
help promote the show to their job- 
ber and warehouse customers. 

Members of the Speakers Bu- 
reau have been equipped with 
color slides, show flyers and in- 
formation on the cooperative bus 
program, They also will have a 
new type of instruction sheet for 
the jobber, giving the procedure 
to be followed in setting up a co- 
operative bus program locally and 
the approximate costs for char- 
tered buses from cities within a 
200-mile radius of Chicago. 

Half of the transportation cost 
of jobbers participating is refunded 
by the Joint Operating Committee 
after the show, Day said. 

Special publicity events include 
the governor of Illinois and the 
mayor of Chicago proclaiming “Au- 
tomotive Service Week, U. S. A— 
Feb. 25-March 3, 1962.” Miss Illinois 
will participate 


monies on the morning of Feb. 28 
* * * 





IASI Publicity Committee Meets— 


The publicity committee of the Joint Operating Committee met recently in Chicag? 


to make plans for the 1962 International Automotive Service Industries 


show in 


Chicago Feb. 28-March 3. Names of speakers to promote the show were announced 


at the meeting. 
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thirds of this $50,000,000 sale will come from copies sold at full cover price. This evidence 
of positive interest helps explain why TV GUuIDE’s boom has a solid base. It pays to 
remember that—when youre trying to make sense out of your magazine dollars. 


count may be important, but how you get your figures counts, too. This year people will 
spend more money for TV GUIDE than for any other magazine in America. Almost two- 


Most magazines (including us) like to trumpet circulation gains. Now an elephantine head 
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Ford's Newest Line— 
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Highlights: 

Four models in two series .. . 
‘six-cylinder and V-8 engines .. . 
heater standard equipment ... 
unjtized construction . .. 115.5- 
inch wheelbase . . . 197.6 inches 
long .. . 6,000-mile oil-change 
interval . . . 30,000-mile lubrication 
cycle . .. self-adjusting brakes 
-. + two-year coolant. 

” * ok 


ARGER than a Falcon bit 
smaller than a Galaxie, Ford 
Division’s new Fairlane will be in- 
troduced in dealer showrooms Nov. 
2. 

The new entry has been called a 
“senior compact” or an “in- 
between” model, but Ford prefers 
this description: “A standard-sized 
car with a passenger compartment 
larger than that of the ’59 Ford 
and an overall length almost equal 


The Fairlane 500 four-door sedan is one of four models in Ford Division’s new to the 49 Ford sedan.” 


115.5-inch-wheelbase line. A six-cylinder engine is standard on Fairlane units, and 


Fairlane fits neatly between 


a new “thin-wall” cast-iron V-8 is optional. The V-8 displaces 221 cubic inches and JF ord’s other two lines. Its 115.5- 


develops 145 horsepower. 


inch wheelbase is six inches long- 


115.5-Inch Line Bows Nov. 2... 


Fairlane — New Ford, New Size | 


was introduced in 1932, but it jg | 


er than Falcon’s and 3.5 inches 
shorter than Galaxie’s. 

Overall length is 197.6 inches, 
which is 16.5 inches more than Fal- 
con and 11.7 inches less than Gal- 
axie. Curb weight of the Fairlane 
Six is 2,904 pounds. A Falcon 
weighs 2,405, and a Galaxie weighs 
3,877. 

* * * 
HE new line is available in four 


models—two-door and four-door 


sedans in the Fairlane and Fairlane 
500 series. Rear fender trim, chrome 
window frames and a grille-like 
rear panel distinguish the Fairlane 
500. 

The regular engine on all models 
is the 101-horsepower, 170-cubic- 
inch unit that is offered as an op- 
tion on the Falcon. 

Fairlane buyers also may 
choose a new “thin-wall” cast- 
iron V-8 that displaces 221 cubic 
inches and delivers 145 horse- 
power. 

The new engine has the same dis- 
placement as Ford’s first V-8, which 





Now... Cash in on 3 years’ experience that has perfected 


Ditzler’s Acrylic Color Mixing Service! 





@ DITZLER SHELF-SHOP MIX. For the shop with limited shelf space. This 
compact unit comes in two sections. Requires only 16 sq. ft. of floor space, and 
wall space just 8 ft. wide and 7 ft. high. Can be used in straight line or in corner. 


FResnishing shops all over the 
country have used DiTzLEr’s 
Acrylic Color Mixing Service with un- 
varying success for three years. Dirz- 
LER research chemists and technicians 
have combined the results of this prac- 
tical experience with tireless laboratory 
tests and studies to refine and perfect 
pigments, chemical content and for- 
mulations so that this system today is 
farther ahead than ever of all others. 


e With this time- and cost-saving 
mixing service you can now match 
more precisely and quickly the rich 
beauty, luster and rugged durability of 
the acrylic finishes on many of today’s 
cars. And you do it with true acrylic 
colors—not just modified lacquers. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan... Torrance, Calif. 


DITZLER 


PAINTS ¢ GLASS © CHEMICALS e BRUSHES ¢ PLASTICS e FIBER GLASS 


le 
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e No waiting for delivery of needed 
colors. With the complete range of base 
colors and laboratory-tested formulas 
you serve customers more quickly, 
efficiently and economically. And you 
need only to mix the exact amount for 
a spot repair or complete repair job. 
No waste. No costly inventory of half- 
used or slow-moving colors. 


e Now . . . cash in on the 3 years’ 
experience which has given DITZLER’s 
Acrylic Color Mixing Service even a 
more decisive leadership in this field. 


e Whether your shop is large or 
small, you'll find this one of your more 
profitable investments. Call or see your 
nearest D1TZLER jobber for details. 


fie BAS Salk Gis Sai, ai ie ae a 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


@ DurRAcRYL® acrylic fin- 
ishes, exclusive products of 
Pittsburgh Plate Glass Com- 
pany and its DirzLer and 
ForsBeEs divisions, are used 
on the production lines of all 
car manufacturers applying 
acrylic finishes as original 
equipment. 






FACTORY PACKAGED 
LABORATORY 
CONTROLLED coLors 
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almost 100 pounds lighter and pro. 
duces twice as much horsepower, 

The Fairlane grille is similar to 
that of the ’62 Galaxie, and the 


rear end features fins and circular | 


taillights. The car has the familiar 


Thunderbird roofline and rear win. | 


dow treatment. 
* *” oe 


LB pee pong construction is used, 
and the car has bolt-on fenders 
to minimize repair and replacement 
costs. 

Sound-insulating materials ar» 
used liberally throughout the car 
and a new feature is a “torque box,” 
so named because of its shape ang 
its ability to twist and absorb force, 


Four of the boxes are attached 
to the underbody to insulate the 
passenger compartment from di- 
rect contact with the suspension 
system. Ford says the torque box. 
es dissipate road shocks that are 
not absorbed by the suspension 
system. 

Like the Galaxie, the Fairlane hag 
many features that are designed 
to reduce maintenance. The recom- 
mended oil-change interval is 6,00 
miles, and the car has a 30,000-mile 
fuel filter and a 30,000-mile major 
lubrication schedule. 

Self-adjusting brakes are stand- 
ard equipment, and a factory-in- 
stalled radiator coolant is said to 


be effective to 35 degrees below © 


zero. Ford says the change interval] 
on the coolant is now two years or 
30,000 miles. 


Reference Book 
On Auto Industry 
Published by AMA 


DETROIT.—Auto milestones, pio- | 


neers, roll call of vehicle nameplates 
and industry highlights are covered 
in Automobiles of America, a new 
publication prepared by the Auto- 
mobile Manufacturers Assn. 

The publication was designed pri- 
marily as a reference tool for those 
called upon to write, speak or pro- 
vide information on automotive 
subjects, said an AMA spokesman, 

The section on milestones starts 
with early experiments, and the 
leadoff item says America’s first 
successful gasoline-e n gine motor 
vehicle was in operation on Sept. 
21, 1893, in Springfield, Mass. 

The vehicle was the Duryea, 
which was built by J. Frank Dur- 
yea using the designs of his brother, 
Charles E. Duryea. The publication 
notes that the single-cylinder ve- 
hicle was the first American-made 
car to have an electric ignition and 
a spray carburetor. 

Milestones, many of which are 
illustrated, trace the growth of the 
industry through 1960. 

The section on pioneers provides 
brief biographical sketches of some 
of the industry’s most prominent 
figures. The vehicle roll call lists 
the names of more than 3,000 makes 
that can be documented. 


Armstrong Plant 
Adds Facilities 


LANCASTER, Pa. — Armstrong 
Cork Co.’s plant in Fulton, N. Y, 
has completed a two-year expansion 
and modernization program. The 
plant produces Accopac gasketing, 
oil filter elements, noise damping 
felts and similar materials. 


Most of the new equipment 1s 
housed in two new steel-reinforced 
concrete and-brick buildings con- 
taining 16,880 square feet of floor 
space. Included in the new equlp- 
ment is a large pulper, piping Sys 
tems and large flow lines, convey- 
ing system for raw materials, four 
25,000 gallon storage chests, refin- 
ers, instrumentation, flow distribu- 
tors for one of the plant’s major 
paper machines and other tanks, 
pumps and piping systems. 





Pischke Hit by Fire 


WEST SALEM, Wis.—Fire swept 
the showroom at Pischke Motors 
here. 
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Competition has a cutting edge that separates the front runner from the also-rans, 
clearly, emphatically. And few sites provide so public an arena as the super- 
market. Here is a battleground for more than 5000 products— including editorial 
products. And here TV GUIDE is in a bull market. People will buy more copies 
(about 125 million) of TV GUIDE in food outlets this year than any other 
magazine in the store. Our customers should be your customers. —~ 
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1. Tighten that last screw and you can take it for a ride, flat out. There’s yield point of 50,000 psi, gives strength as well as economy. The body. 
no break-in period because the lightweight engines are machined to shell is also formed completely of USS High-Strength Low-Alloy Steel - 
extremely close tolerances. They won't warp or wear, even at top speed with a minimum yield point of 50,000 psi. The floor is COR-TEN High. 
all day. An ultra rigid frame, made of USS High-Strength Low-Alloy Steel, Strength Steel formed into a light, strong sandwich structure. 


surrounds and protects the driver. This versatile steel, with a minimum 
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GH) Use modern, dependable steels for modern, dependable automobiles. 
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After the finishing touches, the open road. Any 
road ... because this car is built from the 
ground up for extra strength. Strength without 
excess weight. Hard to make a car that way? 


No, because the design utilizes all the strength, 
formability and weldability that only steel de- 
livers. Here’s how some of today’s USS Steels 
could put this two-place pacer on the road. 





2. Style combines with strength in the Stainless Steel air intake grills 
where impact air pressures could cause pressure deformation. The 
Stainless Steel multi-channel exhaust manifold is virtually impervious 
to the hot, corrosive engine exhaust gases. Molded vinyl coated steel 
seats with built-in automatic heating pads assure driver comfort. Whip- 


These are but a few of the imaginative uses of today’s steel in this car of 
tomorrow, and in addition you would find dozens of other Stainless alloy; 
high strength and carbon steels. Today, there are over 160 different 
Steels used in automobiles—but thousands more are available to the 
designer. There is a steel for practically any combination of properties 
the designer can dream up. . . strength for lightness, toughness for 
durability, surface finish for style. When you want steels that will match 
your imagination, write United States Steel, Room 6342, 525 William 
Penn Place, Pittsburgh 30, Pennsylvania. USS and COR-TEN are regis- 
tered trademarks. 


lash injuries are prevented by spring loaded head rests. Wide swinging 
doors stay in alignment on special contour-section hardened steel 
hinges with adjustable alloy steel bearings. Interior accents are Stain- © 
less Steel, textured for extra scuff resistance. Capping it all is the 
Stainless Steel cockpit canopy .. . lightweight, strong, forever lustrous. 


United States Steel Corporation - American Steel and Wire Division - 
Columbia-Geneva Steel Division - National Tube Division - Tennessee 
Coal & Iron Division - United States Steel Supply Division - United 
States Steel Export Company 


United States Steel 
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Specific Needs Outlined .. . 


Quick-Service Drive 
Launched by Buick 


A } : chanic or customer should be 
service program designed to in-| forced to wait while a frequently 
crease dealer shop volume and 


used tool i f i i 
profits and improve customer rela- ch.” alll attates matand 


tions has been introduced by Buick. tied up elsewhere. 

Every phase of quick service | | — it was said, the fol- 
is covered in the factory cam- owing will be needed: 
paign to help its dealers recap- Hydraulic lifts or one-end lifts, 
ture work now going to specialty lubrication and engine-test equip- 
shops and filling stations. ment, quick battery charger, work- 
Buick has prepared a manual on bench, tool toter, brake-drum lathe, 


setting up and promotion of on-the- nae Gene oo brake bleeder 
spot service, and special guidance ye enches, ; 

is available to dealers from the fac-| Buick also recommends a unit-re- 
tory’s zone personnel. It is under-| Pair department adjacent to the 
stood other GM divisions will also | 4uick-service area, The dealer can 
bring quick-service programs into|~ ” &—=—=— ~=&#&#&537»~=CSTSC<CSCS<S;2(;<2;<C }Ft 
the field soon. 

Asserting that dealer service 
today is “in a battle for its very 
business life,” Buick said the “busi- 
ness-as-usual” type of shop is los- 
ing out on minor services because 
it ties up the customer’s car for 
too long a time in comparison with 
the small amount of work required. 

Convenience, efficiency, speed 
and economy are the cornerstone of 
quick service, which in most cases 
can be achieved through rearrange- 
ment of existing facilities, the com- 
pany said. 




























































Fire Damage Put at $100,000 
INDIANAPOLIS.—A fire at 
Superior Chevrolet, Inc., caused an 
estimated $100,000 damage to the 
building and 16 cars. Exploding 
gasoline fumes were blamed. 


* * 


Ore of the first considerations is 
the location of the quick-service 
area and the space to be allotted. 

A basic idea, the company said, 
is “easy in and easy out,” so the 
new department should be located 
in a spot that is convenient to the 
customer. 

The amount of space should be 
determined by existing facilities 
and local market conditions, such 
as present service volume and po- 
tential service through quick serv- 
ice, the company said. 

The area should be well marked 
and contain sufficient space to 
avoid congestion during peak hours, 
and wherever possible work stalls 
should be 14 feet wide rather than 
the standard 10, Buick added. 

The customer waiting area need 
not be elaborate, but it should be 
clean and comfortable, especially 
for women customers. And if pos- 
sible, Buick said, the cashier’s of- 
fice should be located near the 
waiting area for customer conveni- 
ence. 

* * * 
< byw type of ‘work to be done 
should be services that can be 
handled in 30 minutes or less, but 
it does not preclude all work which 
normally may require more than 30 
minutes, the company added. 

Some of the suggested quick- 
service items follow: 

1. Cooling system — radiator 
flush, antifreeze, hoses and 
clamps, belts. 

2. Lubrication—oil change, chas- 
sis lube and oil filter change. 

3. Exhaust system — exhaust 
pipes, mufflers, tailpipes, hangers 
and brackets. 

4, Tuneup—ignition, charging, 
carburetion and fuel. 

5. Brake system—adjust, shoes 
and linings, drum turning, master 
cylinder and wheel cylinders. 

6. Electrical system — motors, 
bulbs and fuses, sealed beams, 
switches, relays and flashers. 

7. Accessories — installation, re- 
pair and replacement. 

8. Suspension—s hock absorbers, 
tie-rod ends and ball joints. 

K * * 

OWER tools and time-saving 

equipment are essential in in- 

creasing productivity and efficiency, 
Buick said. 

In studying tool and equipment 
needs, the factory continued, the 
dealer must realize that no me- 


Jordan Changes to Ford 

MISHAWAKA, Ind.—Jordan Mo- 
tors, Inc. (Dodge-Rambler), 609 E. 
Jefferson Blvd., has been changed 
to Jordan’s Ford City, having 
bought the complete ’61 Ford in- 
ventory and Ford parts inventory 
from O’Neil Motor Co., 315 Lin- 
coln Way W. Owner Jordan H. 
Kapson started with Dodge-Plym- 
outh in 1948. 


install a rebuilt unit and take the 
customer’s defective part in ex- 
change for rebuilding. 

Although unit repair is not es- 
sential to basic quick service, Buick 
said, it will increase quick-service 
efficiency and add to profits. 

* # - 
|: yee a well-controlled parts in- 
ventory and efficient handling 
are essential to quick service, the 
company said. 

Lack of parts or any delay in 
getting them to the mechanic can 
defeat the purpose of quick serv- 
ice, if was pointed out. 

If possible it may save time to 
store most-frequently-c alled-for 
parts in the quick-service area and 
allow the mechanics to pick the 
parts as needed. 

The exact number and type of 
parts that will be needed can’t be 
determined until quick service has 
been in operation for at least a 
month, Buick said. 

The factory has developed a spe- 
cial catalog that groups all quick- 
service parts according to services 
to be performed and by model year 
of the car. Each grouping also 
gives list prices and flat-rate time. 

* cd oa 


if iger- factory also recommends the 


AUTOMOTIVE NEWS, OCTOBER 16, 1961 








Gordon to Address 


Safety Congress 

CHICAGO. — John F. Gordon, 
president of General Motors, will 
be the principal speaker at the 
National Safety Congress at 6:30 
p.m., Oct. 17 in the Conrad Hilton 
hotel here. Gordon, who is also 
a trustee of the National Safety 
Council, will speak on “Safe- 
guarding Safety Progress.” 

The Congress, which will at- 
tract about 12,000 safety special- 
ists throughout the country, will 
have more than 900 speakers who 
will take part in 300 sessions in 
the five-day meeting which will 
be held Oct. 16-20 in seven Chi- 
cago loop hotels. 





present billing and accounting pro- 
cedures which could cause delay. 

Buick also suggested that the 
repair order be stamped “Buick 
Quick Service” to impress upon 
the customer that the job has 
been done in fast time. 

Proper selection of personnel and 





~~ aa 
successful quick-service operation 
the factory said. 

It made these suggestions: 

1, People chosen must show, 
sincere willingness to a Cept q 
quick-service assignment, 

2. Service advisers should have 
the ability to meet and work with 
the public, and have a sound tech. 
— ability in all phases of their 
job. 

3. For most services, mechanics 
need not be highly skilled or Spe. 
cialized. They can be general me. 
chanics able to handle norma) 
ma inte nance requirements and 
minor repairs. 

* * 
cn service can’t be sold with. 
out promotion, Buick sgaiq in 
advising two major steps—a Dublie 
announcement when opening ay 
on-the-spot operation and a cop. 
tinuous merchandising and promo. 
tional program. 

Buick has made available to its 
dealers sample radio spots, ag 
mats, direct mail pieces and signg 
and posters promoting quick 
service. 

In urging its dealers to consider 
quick service, Buick called service 
the keystone of the auto industry, 
selling new and used cars, labor, 


elimination of any features of | proper training also are vital to a| parts and accessories, 
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Get this illuminated service sign | \ 


Now you can advertise round the clock, and get more 
business with this brilliantly lighted, double-faced 
service sign. Hang it in your front window, lube bay 
area, anywhere. As shown here, it also fits on AC's 
SPM-98 Self-Merchandiser Display Rack (still availa- 
ble for those who missed it). The sign also doubles as 
a night safety-light. 


The sign is 234 inches across, 12 inches high, of heavy- 


traffic-builder items, 


cord and hanging chain. 


AC’s SPM-99 offer includes the service sign, 


duty translucent styrene. It comes with nineteen different 
"service special'’ panels, featuring the most popular 
servicing needs—plus extra numbers and letters for | 
pricing and personalizing. Also two 40-watt bulbs, 5-ft . 


list of | 


two 8-Pacs of fast-moving AC § 


Spark Plugs (types 44 and 45)—all for only $17.28 












By Leo T. Parker 
Attorney at Law 


T IS well known ordinarily it is 
I unlawful for a seller to give a 
rebate to buyers. In other words, a 


seller 


under Section 2(a) of the 
amended Clayton 
Act, 15 U.S.C.A. 
page 13(a) may 
not charge dis- 
criminating 
prices based upon 
the volume of the 
buyer’s purchases. 
Recently a higher 
court extended 
this rule of law 
to cover a group 
of buyers. 

Lee T. Parker For example, in 
American Motor Specialties Co. v. 
Federal Trade Commission, 278 Fed. 
Rep. (2d) 225, the testimony showed 
facts as follows: Certain purchasers 
of automobile accessories organized 


themselves into a group to obtain 








Lawsuits Affecting Dealers ... 
Court Decisions 
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the price advantages of larger-scale 
buyers. 

Further testimony showed that 
manufacturers of accessories were 
requested to submit price lists to 
the group’s secretary. If the price 
lists were approved the members 
would place their individual orders 
in the name of the buying group. 

Therefore, from the mere fact 
that this organization of buyers was 
able to persuade manufacturers to 
treat the orders of the various in- 
dividual member firms as coming 
from a single source, the amount 
of rebate for each member firm’s 
dollar of order was increased, 
thereby placing each member at an 


20 Years for Snider 


INDIANAPOLIS.—Virgil Snider, 
president of Snider Auto Service, 
Inc., has received a 20-year plaque 
from Studebaker-Packard in recog- 
nition of his two decades as a 
Studebaker dealer. 


advantage over its unorganized 
competitors. 

The higher court approved the 
Federal Trade Commission’s de- 
cision which ordered the group 
of buyers to cease and desist 
from continued violation of Clay- 
ton Act as amended by the Rob- 
inson-Patman Act. The court 
said: 

“The reason for this group-buy- 
ing arrangement is clear. A buyer 
who knows that he buys in the 
same quantities as his competitor 
and is served by the seller in the 
same manner or with the same 
amount of exertion as the other 
buyer can fairly be charged with 
notice that a substantial price dif- 

ferential cannot be justified.” 

For other leading higher court 
decisions involving various phases 
of unlawful rebates, see Standard 
Motor Products v. F.T.C., 265 F. 
(2d) 674; P. Sorensen Mfg. Co., v. 
F.T.C., 246 F. (2d) 687; P. & D. Mfg. 
Co. v. F.T.C., 245 F. (2d) 281; Nie- 
hoff & Co. v. F.T.C., 241 F. (2d) 37, 
and Moog Industries v. F.T.C., 8 
Cir., 238 F. (2d) 43, 355 U. S. 411, 
rehearing denied 356 U. C. 905. 

* * * 


Furnished Transportation 


J. WINTER wrote as follows: 
¢ “Can an injured employe sue 


|}OF THE MONTH! 


Dealers Expect 
To Add Employes 
In 4th Quarter 


MILWAUKEE, — Increased em- 
ployment is expected by automotive 
dealers through the final quarter 
of 1961, according to a survey con- 
ducted by Manpower, Inc., interna- 
tional temporary help and business 
service firm. 

Twenty-seven percent of the ex- 
ecutives polled anticipate increased 
employment needs and 70 percent 
expect employment to remain the 
same. The remainder gave no opin- 
ion. 

Nationally, employment will re- 
tain its present pattern. Sixty-six 
percent of those surveyed in all 
businesses predicted stable employ- 
ment through the final quarter, 
while 22 percent look for an in- 
crease. Eight percent expect a drop 
in employment and the remainder 
gave no opinion. 





and get damages or an award for 
damages or an award for compen- 
sation from an automobile dealer 
if he proves that his injury was 
sustained while he was using the 














| with AC’s SPM-99 offer 


with a qualifying order for six boxes of AC Spark Plugs 
of your choice. Sell the two 8-Pacs and get back your 
SPM-99 investment. The SPM-98 Self-Merchandiser 
Display Rack still may be obtained too. Details are the 
same as for the SPM-99 offer described above. Call 


your AC supplier today—for the SPM-99 and SPM-98 


Merchandising Packages. 


AC SPARK PLUG <> THE ELECTRONICS DIVISION OF GENERAL MOTORS 





FIRE-RING SPARK PLUGS 
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dealer’s automobile for going to 
and from work?” 

It is well established law that 
an automobile dealer who fur- 
nishes transportation to an em- 
ploye may be liable in damages 
and for compensation payments 
if the employe is injured during 
the transportation, Also, a new 
higher court decision holds that 
this rule of law includes employ- 
ers who furnish motor vehicles to 
employes. 

For example, in Travelers v. Mc- 
Cown, 206 S. W. (2d) 663, it was 
shown that a dealer furnished an 
automobile to an employe and paid 
the upkeep, and also furnished oil 

and gasoline. 

One morning the employe was 
badly burned while attempting to 
start the car with a torch. He sued 
his employer for compensation. The 
higher court promptly held that 
the employe could recover compen- 
sation under the State Workman’s 
Compensation Act. 

On the other hand, this higher 
court indicated that this general 
rule of law is not applicable where 
the employe sues for damages, in- 
stead of compensation under the 
State Workman’s Compensation 
Act. In other words, no damages 
will be awarded unless the testi- 
mony proves that the employer 
negligently caused the injury, 
whereas compensation is payable 
irrespective of negligence. 

* * & 


Flares Prove Care 


A FEW weeks ago a higher court 

clearly held that placing flares 
both to the front and rear of a 
motor vehicle, stalled on a high- 
way, indicates a degree of care 
likely to result in the vehicle owner 
being not liable in damages for a 
subsequent collision. 

For instance, in Knarian v. 
South, 106 N. W. (2d) 151, it was 
shown that at nighttime a driver 
parked his disabled automobile 
on the right side of a highway 
and placed flares to the front and 
rear of the trailer unit. A driver 
of another automobile approach- 
ed from the rear and a wreck 
occurred. 

In subsequent litigation, the 
higher court refused to hold the 
owner of the parked automobile li- 
able in damages for injuries sus- 
tained by the driver of the second 
automobile, 


Turnings 


(Continued from Page 14) 
high gear. Unlike the manual 
transmission, this will not kill the 
engine of an E-Stick car, but per- 
formance will be sluggish. 
* * * 


Tested 200,000 Miles 


Fone the joint development 
of the E-Stick, some 200,000 
miles of cross country and proving 
ground driving was done to check 
its reliability. 

Among the adaptations that had 
to be made in the Rambler Ameri- 
can was the enlargement of the 
oil pump, a revision of the steering 
column to incorporate the micro- 
switch and the insertion of a vent 
in the clutch housing. 

The vent will prolong the 
clutch’s life by removing some of 
the heat that builds up because 
of the slight slippage that occurs 
at light throttle. Some taxis with 
conventional clutches now have 
clutch housing vents. 

Rambler hag exclusive rights to 
the E-Stick for one year, but it’s a 
safe bet that larger Rambler lines 
and competitive cars will have the 
device in years to come. 


ADVERTISEMENT 


Associate Your Name 


with a morally good 
thought in the NEWS 
section of your news- 
paper every week. 
Remind people of 
your image of friend- 
liness, and INTEG- 
RITY in this effective 
manner. Best way 
ever found for pro- 
jecting a top flight 
BELIEVABLE IMAGE, 
as proved by scores 
of enthusiastic clients. Perhaps you can 
get exclusive rights for your newspaper. 
Write Edward Fiske Co., 2 Depot Plaza, 
White Plains, N. Y. 


Ed Fiske 
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A PUBLIC SERVICE OF OUTDOOR ADVERTISING 





For Safety's Sake— 


The outdoor advertising industry, in cooperation with the National Safety Council 
and the Advertising Council, is displaying more than 1,500 posters in a nationwide 
September campaign to induce drivers to install and use seat belts. Based on Traffic 
Audit Bureau figures, the September posters will generate more than 432 million ad- 
vertising impressions across the United States. In addition to the Advertising Council 
campaign, officially scheduled for September, the outdoor advertising industry will 
extend its support an extra month with a new design. This October campaign will be 
conducted in cooperation with the General Federation of Women's Clubs, which has 
selected the seat belt crusade as one of its major efforts. The NSC estimates that if 
all car owners had used seat belts last year, 5,000 persons killed in traffic accidents 
would have been saved, and half a million serious injuries avoided. The automotive 
industry, which supports the campaign, decided last March to install seat belt anchors 
as standard equipment on all 1962 models. 





Dealer-Minded Ph.D... 





Hahn Sparks VW Surge 


By David J. Wilkie 

DETROIT.—Moving contrary to 
the general industry trend, Volks- 
wagen, most popular of imported 
cars in the United States, is de- 
livering more units in this country 
than it did last year and is moving 
toward a new record high in retail 
sales. 

Of an indicated total of approxi- 
mately 400,000 imported car sales 
in the United States this year, the 
German-built Volkswagen will ac- 
count for close to 50 percent, That, 
of course, means the other smaller 
foreign-built cars have lost heav- 
ily in sales volume in this country 
since the advent of numerous 
smaller American-made vehicles. 

Aside from the low initial cost 
and low operating expense of the 
Volkswagen, much of the credit 
for its outstanding performance 
in the U. S. market can be given 
to Carl H. Hahn, executive vice- 


president and general manager of 

Volkswagen of America, Inc. 

Hahn, 35, is responsible for 
Volkswagen’s largest market out- 
side West Germany. Born in Chem- 
nitz, Germany, he was educated at 
schools in Germany, Switzerland, 
France, Italy and England and re- 
ceived a Ph.D. from the University 
of Bern when he was 26. He taught 
economics at Bern, studied later 
at the University of Perugia in 
Italy and was an administrative 
officer with the Organization of 
European Economic Cooperation 
before joining Volkswagenwerk at 
the end of 1954. . 

He was head of the VW export 
sales promotion department when 
he was named to direct Volkswagen 
of America in January, 1959, 

One of the first major tasks he 
undertook then was to build 
strength into Volkswagen’s dealer 
organization. Predicting further 


COMPARE before you pay more! 
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$143°° BUYS THIS 


COMPLETE PACKAGE TO 
HANDLE ALL AUTO- 
MATIC TRANSMISSIONS 


No. 700-50 includes Jack and all pur- 
pose adapter to handle all automatic 
transmissions, Nothing else to buy. 
Forward tilt 75°, backward tilt 20°, 
side tilt, both ways 22°. Low height 
6". High height 3042". 360 degree 
rotating pump handle. Capacity All 
1,000 pounds. : 














No. 700-50 Jack with 
Purpose Adapter 





SL praulic yy EquyppeD 


JACK 


COSTS LESS 









$1 94 BUYS THIS COMPLETE 


PACKAGE TO HANDLE THE COR- 
VAIR POWER TRAIN 


Includes: No. 700 Wudel Jack 
No. 57 Corvair Adapter 
No. 58 Wudel Stand 


$ 
28 5 BUYS THIS COMPLETE PACKAGE TO 
HANDLE ALL AUTOMATIC TRANSMISSIONS 


Includes: No. 711 Wudel Jack, No. 50 Universal Adapter, 
No. 60 Powerglide Adapter. 


NO. 711 WUDEL JACK FEATURES: 


1. Two-stage lift-low position 32", high position 
72''—with a total lifting range of 40", within 
65 strokes of pump handle. 


. Lifting ram rotates a full 360 degrees, and 
can be locked when in low position to prevent 
rotation. 


z 
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63 Truck 
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. Rotating pump handle, operates with ease in 
any desired position. 


zz 
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. Four wheel base with 4'' creeper wheels gives 
maximum maneuverability of loaded jack. 


. Carrier tilts forward to 90 degrees, backwards 
20 degrees, sideways, both sides 22 degrees. 


Adapter 
Adapter 


#400 with 





PRICES AS FOLLOWS: 
No. 700 Wudel Hydraulic Transmission ™ 


Jack 
. 711 Wudel Two-Stage Hydraulic 
Transmission Jack 
. 50 Universal Adapter 
. 60 Powerglide Adapter 
. Cradle 
. 57 Corvair Engine Adapter 
. 58 Corvair Engine Stand, 
for No. 700, 30 Inches 
. 58-1 Corvair Engine Stand, 
for No. 711, 35 Inches ...... 
. 65 VW Volkswagen Engine 


. 67TA Volkswagen Transmission 


. 80 Engine Support Bar 
- 70 Stand for No. 700 


SPARK PLUG CLEANER 
& TESTER 


#401 Wall Shelf 
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‘49% 


COMPLETE VIXEN LINE INCLUDES: 


No. 400 VIXEN Deluxe ................. $44.00 
No. 401 Wall Shelf for No. 400 ....... 5.95 
No. 444 VIXEN Deluxe Cleaner, only ... 18.00 
No. 12 VIXEN Spark Plug Cleaner .... 6.50 
No. 34 VIXEN Tester only ............. 22.00 


No. 135 VIXEN Cleaner and Tester ... 


UNMATCHED QUALITY AT 


$49.95 for above model. Smart styling and 
brawny appearance, Double filter bag sepa- 
rates dirt from cleaning compound. Com- 
Pparator plug testér for proved test. Above 
model hangs on wall as a portaable unit. 
Bench model only, is also available at $44.00. 
Colors, white enamel or hammertone gray. 


See your jobber or write us for further details. 


No. 711 Jack 
with Universal 
Adapter 





EDMUND J. WUDEL MFG. CO.—6082 Ferguson Drive, Los Angeles 22, Calif. 





~ een 
advances for VW in the America 
market, Hahn says: 

“Our dealer organization is 
ready to be competitive vith 
of any other manufacti:rer, We 
now have 623 dealers in the 
United States. By the erd of the 
year we will have 700.” 


Hahn indicated the req uirementg 
for a Volkswagen dealer fran 
were exacting, including the 
to provide parts and service, 
VW owner,” he said, “knowg he 
can get honest service wherever he 
goes. No car is better than the 
service backing it up. 

“One of the reasons our all- 
VW 1500 model will not appear 
immediately in the U. S. 
is that before we bring it to Amer 
ica, is we want all of our 
ers provided with a complete parts 
inventory and Volkswagen mechap. 
ics completely trained in Servicing 
the new model.” 

Other reasons for the succegg of 
the Volkswagen, Hahn went on, 
were: 

“Everybody in the organization 
is concentrating on constantly jim. 
proving the product. 

“Very important, too, is the 
fact the customer, the dealer ang 
the factory do not have to be 
concerned about obsolescence, 
We do not have major annual 
changes, but we do make con- 
stant improvements from day to 
day.” 

This has been true ever since 
the first Volkswagen was shipped 
into the United States. Always the 
improvements are introduced with 
little promotional ballyhoo, Among 
such advances in the ’62 models are 
gasoline gauges and anti-smog de- 
vices that vent the crankcase into 
the intake manifold. Also intro 
duced for 1962 are rear seat heat- 
ing; seat belt mountings, and a 
sharp reduction in the number of 
lubrication points. 

These advances are being made, 
Hahn said, at no extra cost to the 
car buyer. VW prices for 1962, he 
said, remain unchanged, although 
the higher-priced Karmann Ghia 


has been reduced. 


Hahn told of a Florida dealer 
who, in 1954 ordered nine VW’, 
stipulating that not more than 
three should be shipped to him at 
any one time. 

“Today he is selling a thousand 
cars a month,” he said. “In 19% 
he did a gross business of $330,- 
000. His annual gross now is $22 
million.” 

Asked why Volkswagen, first in 
the modern American market with 
the smaller, economical car, had 
not pre-empted the “compact” des- 
ignation, he replied, with a broad 
smile: : 

“Oh, our cars are smaller than 
compacts!” 


Don Allen Reports 
‘Healthy’ Boost 
In °61 Model Sales 


NEW YORK.—A total of 16,701 
new cars and trucks were sold by 
the Don Allen Organization during 
the 1961 model year, according to 
Don Seymour, president. 

In addition, he said, over 3,00 
units were sold through Uni-Deal, 
national fleet sales division of the 
organization, and delivered by 4 
sociated dealers throughout the 
country. Don Allen dealers als0 
sold 12,863 used cars during this 
period, he added. 

The 1961 sales figures, which repP 
resent a $57 million business, were 
revealed at a directors’ meeting in 
Morgantown, Pa., said Seymoul, 
who also is president of Don Allen 
Chevrolet & Pontiac in New York 
City. This is a healthy increase over 
the previous model year figures, he 
said. 

Board members unanimously &* 
pressed optimism about auto busi 
ness prospects for the coming 
year, said Seymour. 

“We had just gotten a look at 
all the new General Motors prod 
ucts for ’62,” he said, “and our 
enthusiasm for their sales appe 
leads us to believe that the last 
quarter of 1961 is going to show 
a definite upward trend in the 
sales curve.” 

In addition to Seymour, board 
members attending were C. J. Voel 
ker, Pittsburgh; W. J. Fray, New 
Castle, Pa.; E. H. Hallett, Buffalo; 
E. A. Nacke, Holyoke, Mass.; D. 
Seymour, Greenwich, Conn., and 
R. F. Fogarty, Miami, 
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To get the full story on 
Hardware Mutuals 
“best deal for the dealer” 
call the office nearest you: 


Appleton, Wis. 
REgent 4-2668 
Atlanta, Ga. 
TRinity 5-4711 
Boston, Mass. 
HUbbard 2-1360 
Brockton, Mass. 
JUniper 6-0102 
Buffalo, N. Y. 
TL 2-7229 
Chicago, Ill. 
FRanklin 2-7230 
Cincinnati, Ohio 
GArfield 1-4722 
Cleveland, Ohio 
TOwer 1-2161 | 
Dallas, Texas 
MElrose 1-1600 
Detroit, Mich. 
BRoadway 3-8450 
Fitchburg, Mass. 
Diamond 5-5016 
Grand Rapids, Mich. 
Glendale 6-9633 
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Houston, Texas 
JAckson 8-0541 
Indianapolis, Ind. 
MElrose 5-7538 
Kansas City, Mo. 
SKyline 1-1300 
. Los Angeles, Calif. 
MAdison 5-577 1 
Madison, Wis. 
Alpine 6-9026 
Malden, Mass. 
DAvenport 4-9101 
Milwaukee, Wis. 
Division 2-9090 
Minneapolis, Minn. 
FEderal 2-8231 
Newark, N. J. 
Mitchell 2-8383 
New Orleans, La. 
UNiversity 6-3653 
New York, N. Y. 
PEnnsylvania 6-6343 
Oklahoma City, Okia. 
CEntral 5-5345 
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34 1-3136 
Philadelphia, Pa. 
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“SHOWING A PROFIT with a sizeable fleet of cars is no small job in this com- 
petitive business,” says Jack Beams (middle), vice-president, General Car 
Leasing, 85 Van Nostrand Ave., Englewood, N. J. “When Hardware Mutuals 
salesman, James F. Bayer (left) showed us how we have maximum cost-profit 


control with their new leased fleet insurance program, | knew this was for us.” 
Mr. Walter W. Stillman (right), president, added: ‘With realistic rating based 
on our own experience and local Hardware Mutuals branch office claims 
service, we simply can't beat this deal.” 


How fast, local insurance service 
helps leased fleet profits 


In a competitive business like this, the operator with 
the greatest amount of control over details is the most 
successful. Now you can have maximum cost-profit 
control with a minimum of risk. Hardware Mutuals 
new leased fleet auto insurance program helps you 
meet any competition with confidence in your profits. 


44 branch offices offer fast, local service 


Many auto dealers have changed their leased fleet 
insurance from other companies because they know 
they need local service. Hardware Mutuals offer local 
service because we know what it takes to be successful 
in the leased fleet business. 


® You deal directly with your nearest Hardware Mu- 
tuals « Sentry Life representative. Nearest branch 
office makes underwriting, claims decisions. You get 
monthly statement, pay monthly. 


Hardware Mutualse Sentry Life 


@ Where permitted, we make blanket filings with state 
and local authorities covering your liability insur- 
ance requirements; makes “next day’ deliveries 
easy. 


@ You get rate books, issue certificates and travel kits. 
Simple forms a typist can handle easily. 


@ We give leased car drivers fast, fair claims service 
in every county of every state. Our modern teletype 
network speeds out-of-state claims handling. 


@ Our selective underwriting helps you choose good 
risks, gain maximum resale values. 


@ Our rates are very favorable. Your premium is 
based on your own experience. 


@ We rate each driver by residence and occupation; 
pass savings on to you. 


INSURANCE: AUTO * HOME « BUSINESS « HEALTH « LIFE 
STEVENS POINT, WISCONSIN * OFFICES COAST TO COAST 
HARDWARE MUTUAL CASUALTY COMPANY + HARDWARE DEALERS MUTUAL FIRE INSURANCE COMPANY + SENTRY LIFE INSURANCE COMPANY 
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WaAlnut 5-0130 
Pittsburgh, Pa. 
GRant 1-5441 
Portland, Ore. 
CApital 6-6291 
Providence, R. I. 
UNion 1-2929 
Richmond, Va. 
ATlantic 8-2878 
Rochester, N. Y. 
LOcust 2-3590 
St. Lovis, Mo. 
PArkview 6-2750 
St. Paul, Minn. 
CApitol 4-3818 
San Diego, Calif. 
BElmont 4-3366 


San Francisco, Calif. 


YUkon 2-0180 


Santa Barbara, Calif. 
WoOodland 5-5271 


Seattle, Wash. 
MAin 3-8800 
Springfield, Il. 
LAkeside 8-2543 
Springfield, Mass. 
REpublic 3-7855 


Stevens Point, Wis. 


Diamond 4-2345 
Syracuse, N. Y. 
HArrison 2-2201 
Tampa, Fila. 
2-4741 
Washington, D. C. 
EXecutive 3-2812 
Worcester, Mass. 
PLeasant 6-4623 


in other areas, look for 
Hardware Mutuals 
in the yellow pages. 


Looks out 


Omaha, Nebr. ‘ 
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Capsule Reports... 
Auto News in Briet 


NEW YORK.—First commercial 
manufacture in the United States 
of a new synthetic rubber was an- 
nounced by J. E. Wood III, presi- 
dent of Enjay Chemical Co. 

The new rubber, designated as 
Enjay EPR _ (ethylene-propylene 
rubber) is now available in tonnage 
quantities from commercial facili- 
ties at Baton Rouge, La. 


* * * 


Guide to Rallying 

NEW YORK.—A 28-page, free, 
illustrated booklet, “Let’s Go on a 
Rally,” written by David Hebb and 
Arthur Peck, has been published 
by Pirelli Sales, Inc., 60 E, 42nd St., 
New York 17, N. Y. 
* * oe 


Millikin Sold at Auction 


MIDDLEBURY, Vt. — Tools, 
equipment and parts were sold at 
a public auction at the Millikin 
Motors garage on Washington St., 
here. The establishment was owned 


by Beckwith Motors, Inc., Middle- 
bury. 

* od € 
Continental Investment 
Expands to Puerto Rico 


MEMPHIS. — Continental Invest- 
ment Corp., organized in 1935 as an 
auto finance firm by the founders 
of Hull-Dobbs, has opened an of- 
fice in San Juan, P. R. 

Continental’s retail volume for its 
fiscal year, ended Aug. 31, exceeded 
$25.6 million. It is the third largest 
finance company based in Tennes- 


see. 
* * * 


North Carolina Trade Fair 


Opens Oct. 12 with 2 Goals 
CHARLOTTE, N. C.—The North 
Carolina Trade Fair, first state- 
sponsored trade fair in the United 
States, opens here Oct. 12. 
Gov. Terry Sanford says the fair 
has two purposes: To bring new 


industry to North Carolina and to 
provide service to industry already 
operating in the state. 

* * ca 


Hollins Elected Chairman 


Of Signal-Stat Board 

NEW YORK.—L. S. Hollins has 
been elected board chairman of 
Signal-Stat Corp. 

Eugene Schoener has been ap- 
pointed president and treasurer and 
J. David Marks has been named 
executive vice-president. : 

* * * 


National Autorama Scheduled 


Feb. 21-25 in Hartford 

HARTFORD.— The 12th annual 
National Autorama will be held 
here Feb, 21-25 at the Connecticut 
State Armory. 

The 125 cars to be displayed will 
include antiques, classics, customs, 
dream cars, hot rods, race cars, 
sports cars and go-karts. Joe Kizis 
is the producer. 

* ok 


* 
Ford Spends $12 Million 


Curbing Air Pollution 
DEARBORN.—A letter report 
prepared for the City of Dearborn’s 
Department of Public Works shows 
that Ford Motor Co. spent approxi- 











Not a syndicated gimmick! We hold 
regular conferences in your office; plan, 
budget and execute your custom-tail- 
ored ad campaigns; show you how to 
merchandise for maximum results. Ex- 
clusive in your city! 


If you spend $100,000 or more a 
year on advertising, you can enjoy 
greater sales, higher grosses and big- 


ger net profits, by investing your ad 
dollars in our tested and proven ad- 
vertising campaigns! 





@ Each month’s advertising campaign is created 
by us in advance, based on our extensive, 
successful experience. 

@ New ideas in layout form are presented to 
you for approval, at a meeting in your office. 

e At the same meeting, the month’s budget and 
complete advertising schedule for all media 
are also presented. 

@ Once you have approved the month’s budget 
and campaign, we execute it. 

@ You are relieved of the burden of originating 

and handling your advertising program. 







In our experienced hands, your advertising 
does a more efficient job. Tested ideas elimi- 
nate guesswork and wasted dollars. Advance 
planning guarantees consistency and avoids 
last minute rushes and inefficiencies. Floor- 
tested, tie-in merchandising excites your 
salesmen and adds miles to your advertising 
dollars. 



















Profit-proven advertising campaigns 
now available to Chevrolet dealers 
located between the Mississippi River 
and the Atlantic Ocean! 


Increase Your Per-Car Gross, Unit Volume and Net Profit 
with Campaigns Tested and Proven by the Fastest Growing 
Chevrolet Dealers on the Eastern Seaboard! 





Phone Jerry Holen or Jim Kapplin 


Kapplin & Holen 
Advertising Agency, Inc. 


411 East 25th Street + 
CHesapeake 3-1825 








WHO ARE WE? 


A young, aggressive advertising 

agency serving some of the largest 

and oldest Chevrolet dealerships in 
the Middle Atlantic States. Our ef- 
forts and counsel have: 

1) Increased Chevrolet dealer A’s unit vol- 
ume from 60 to 183 cars per month, with 
the highest grosses in the area! 

Doubled Chevrolet Dealer B’s unit vol- 
ume in one year, increasing net profit 
before taxes 500%. 

Increased Chevrolet Dealer C’s gross per 
car $48, making him the highest grosser 
in his area. 

Increased Chevrolet dealer D’s unit vol- 
ume 30% in one year. 

Increased Chevrolet dealer E’s gross per 
car substantially within 30 days. 

Helped increase service business for all 
dealers, by consistent service promotion. 
Increased used car sales for all dealers, 
with unusual promotions. 






















If you are ready to change to this profit- 
proven advertising technique, we are 
ready to go to work for you. Let’s talk 
about it. 























Our fee is 15% of your advertising 
expenditure. (We bear the costs of 
phone calls and travel.) A one year 
contract is required. 










Start your 1962 model year right! 






today. Make it collect. 










“The fresh approach" 





Baltimore 18, Maryland 












mately $12 million since 1945 on air 
pollution control in the Rouge 


manufacturing area. 


J. A. MacAlarney, 
Ford’s Plant Engineering Office, 


Manufacturing Staff, said the $12 
million total represents the amount 
spent for new equipment for air 
pollution control and related main- 
tenance and operation costs. Among 
the projects scheduled to be com- 
pleted shortly is a dust collection 
system on a new cylinder block 


line in the Dearborn Iron Foundry. 
* * * 


Globe Union to Supply 
Batteries for Rambler 


MILWAUKEE. — American Mo- 
tors and Globe Union, Inc., have 


reached an agreement under which 


Globe Union will supply original 
equipment and replacement bat- 


teries for all Ramblers. 
Globe Battery Division has devel- 


oped a Rambler brand-name bat- 
tery which is designed to require 
water additions only three to four 
times a year. AMC has put a two- 
year or 24,000-mile warranty on the 


battery. i 
* 


Dealer Accepts Horse 


As Tradein on Dodge 
NORFOLK. — Gordon Smith, 
Dodge dealer here, isn’t usually a 
horse-trader in a literal sense. 
But he accepted an 11-year-old 
stallion in trade on a $3,250 
Dodge Pioneer. The horse, while 
lacking certain features of the 
Dodge, had some distinctive mer- 
its of his own. He can shake 
hands, roll over and play dead. 
Also, Smith noted, Star had new 
shoes. His mileage was unknown, 
however. Smith sold the horse to 
the sons of one of his salesmen. 
* * * 


Air Freight for Imports 


NEW YORK.—Cargo commodity 


rates are now available to auto im- 


porters on all British Overseas Air- 


ways flights from the United King- 


dom to New York and Montreal. 
* ok * 


Rubber Wear on Tires Set 
At 2 Billion Pounds a Year 


STOCKHOLM, Sweden. — An 
American scientist estimated here 


that the world’s motorists are wear- 
ing rubber off their tires at the 
rate of two billion pounds a year, 
but he stressed that no other ma- 
terial, including metal, could do the 
job as well. 


Dr. S. D. Gehman, manager of 


physics research for Goodyear Tire 
& Rubber Co., Akron, explained 
that in many cases rubber has 


abrasion resistance superior to 


metal and often can outwear metal 
10 to 100 times over. Speaking at 
a@ symposium sponsored by the 


Stockholm Institute of Technology 


Alumni Assn., Gehman pointed out 
that even the tons of rubber left 
annually in the wake of motorists 
are worn off at a rate less than 
1/100th of an inch per thousand 
miles. 
* * ok 

American and German Firms 


Organize New Company 

ANN ARBOR, Mich.—The for- 
mation of Forster/Hoover Elec- 
tronics, Inc., was announced in a 
joint statement by Clifford H. Sim- 
mons, chairman of Hoover Ball & 
Bearing Co., Ann Arbor, and Dr. 
Friedrich Forster, president and di- 
rector of Institut Dr. Forster, Reut- 
lingen, Germany. 

The new company will operate as 


a Hoover subsidiary to manufac-|: 


ture and sell electronic products 
developed by the German company. 
* * * 


Merger Is Announced 


By Two Jersey Firms 

ORANGE, N. J.—Carmen Gian- 
notta, president of Industrial 
Plastic & Engineering Co., and 
Walter McKinley, president of 
Timely Technical Products, an- 
nounced that stockholders of the 
two companies have agreed upon 
@ merger. 

This merger will permit the 
newly formed company to pro- 
vide a complete line of fluorocar- 
bon products and better service 
to meet the increasing need of 
its customers, they said. 

* * ok 


Allis-Chalmers Engine Plant 


Begins Automated Output 


HARVEY, Ill.—Assembly lines at 
Allis-Chalmers new engine plant 
here have started production of 


director of 








a 
both gasoline and diesel ei zines fo 
industrial, farm and construction 
machinery. 

The new 515,000-square-foot 
has four semi-automatic assembly 
lines which are capable of 
ing more than 130 different 
ties of four and six-cylinder qj 
gasoline, butane and natura] gag 
engines. A fifth line is man 
controlled for production of engine 
driven electric sets, Marine e 
and engines for specia! applica. 
tions. Engines currently manuf, 
tured are in the 41-to-350-horge. 
power ranges. 

ok ca 


Rockwell-Standard to Match 


Employe’s Gifts to Schools 

CORAOPOLIS, Pa.—Col. Willard 
F, Rockwell, chairman of Rogk. 
well-Standard Corp., announced 
this company, through the Rogk. 
well-Standard Corp. Charitable 
Trust, will join a growing list of 
companies who are encou 
gifts to colleges and universities, 

Under the Rockwell-Standarg 
Corp. Charitable Trust program, 
gifts of an employe of the com 
or its domestic subsidiaries made 
to any recognized college or uni- 
versity will be matched with an 
equal gift from the Charitable 
Trust. Gifts in any one year are 
limited to $1,000 per employe with 
s0 minimum qualifying gift being 
10. 

i, oe 


Brake-Hose Section Sold 


By Flexonics to Eis 


MIDDLETOWN, Conn. — Bis 
Automotive Corp., manufacturer of 
a brake-parts line, has purchased 
the automotive brake-hose section 
of Flexonics Corp., Memphis, 

All Flexonic equipment has been 
installed in the Middletown plant 
and the department is in full pro- 
duction, an Eis spokesman said, 

* Ok * 


Lubricating Grease Institute 


Meets Oct. 29 in Houston 


HOUSTON. — The 29th annual 
meeting of the National Lubri- 
cating Grease Institute will be held 
at the Rice Hotel here Oct, 29- 
Nov. 1. 

Planned are sessions covering 
technical, manufacturing and mar- 
keting problems, plus social events. 

OK * co 


Windshield Wash Bottles 


Part of AC Promotion 


FLINT. — A special feature in- 
cluded in the fall spark plug sales 
campaign announced by AC Spark 
Plug Division is a plastic wind- 
shield washing squeeze bottle 
shaped to resemble an AC Fire 
Ring spark plug. 

The bottles are 7 inches high and 


‘2% inches in diameter, holding ap- 


proximately 10 ounces of liquid. 
They are black, green and white in 
color and feature a snap-close top 
that folds down for positive closure. 


Tips from an Expert— 


First-hand information about Chrysler 
Corp.'s slant-six engine is directed 10 
13-year-old Eddie DiBenedetto, Bayside, 
N. Y., by his father, Edward sr., owner 
of Ed DiBenedetto, Inc. (Dodge). Young 
Eddie is interested in the facts because 
he is about to begin assembling a work- 
ing one-quarter-scale plastic mode! of the 
engine from a kit prepared by Revell, 
Inc., and Chrysler engineers. Authentic in 
every detail, the model permits hobbyists 
to gain a working knowledge of the a 
sembly techniques employed in producing 
the actual full-sized engine. Battery pow 
ered, the model has moving parts com 
parable to its bigger brother anc can be 
used to demonstrate actual operciion. 


i 
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William A. Kancian has been 
promoted to assistant works man- 
ager of the Milwaukee body plant 
of American Motors. 

Kancian succeeds E, G. Trester, 
who has been appointed director of 
quality at the Milwaukee plant. 
Stanley Seklinski has been named 
to succeed Kancian as superin- 
tendent of the Body Sheet Metal 
and Paint Divisions at Kenosha. 

o* * * 


GMAC Appoints Glover 


Paul L. Glover has been appoint- 
ed branch manager of the General 
Motors Acceptance Corp. office in 
Johnstown, Pa. 

* 















Scholtz Honored— 


frank L. Garard, left, Chrysler-Plymouth 
Syracuse regional manager, presents the 
Quality Dealer Award to James H. Scholtz, 
center, president, Schenectady Plymouth, 
Inc. Schenectady, N. Y., as Charles P. 
Bishop, regional service director, looks 
on. This is the second year Schenectady 
Plymouth has been so honored. 


2 Colors Suit 
Tastes of All, 


* * 
Quinn Retires from McCord 


After 38 Years of Service 


George P. Quinn has retired 
from McCord Corp., after 38 
years with the company. 

Quinn had been active in the 
Replacement Radiator Sales Divi- 
sion since joining McCord in 
1923, and at the fime of his re- 





rsonnel 









research department at Toledo. The 
following year he became chief 
engineer of the division and in 1956 
was named assistant general man- 
ager. Bauer was manager of the 


die casting department of Mahle} ® : 
Works at Stuttgart, Germany, be-| 


fore coming to the United States 


in 1947 as a consultant for the War 


Department. In 1948 he joined Dow 
Chemical Co., 


partment in 1949. 
ok * * 


Ford Credit Names Andrews 


William J. Andrews has been ap- 
pointed manager of Ford Motor 
Credit Cos Columbia (S. C.) 
branch office. 

* * cd 
Moore Named Distributor 


By Superior Coach 

LIMA, O.—Sam Moore has been 
named distributor for school and 
transit buses in North Carolina by 
Superior Coach Corp. 

Moore’s distributorship will op- 


becoming manager : 
of the magnesium die casting de-|j; 





erate under the name of Superior- 
Moore Coach Sales & Service, 401 
E. Henderson, Salisbury, N. C. 

* * * 


Watervliet Tool Names 


Oren Sales Manager 


Harmon Oren jr. has been ap- 
pointed sales manager of Water- 
vliet Tool Co., Inc., a subsidiary 
of CMP Indus- 
tries, Inc. 

Oren comes to 
Watervliet with 
over 12 years ex- 
perience in the 
automotive indus- 
try. His most re- 
cent posts were 
assistant to the 
president of Car 
Corp., Dearborn, 
Harmon Oren Jr, #20 sales man- 

ager of May 

Brothers, Inc., Taylor, Mich. At 
Watervliet, he will direct the mar- 
keting program. 
* * * 


Radke, Van Ness, Fraser 
Promoted by Oldsmobile 


Three personnel changes in the 
home office have been announced 
by Oldsmobile. 


Arthur C. Radke, general super- 


visor of product purchasing, has 
been named assistant director of 
purchases. Seward Van Ness, gen- 
eral supervisor of non-product pur- 
chasing, replaces Radke. Charles R. 
Fraser, director of steel procure- 
ment, replaces Van Ness. 
* * * 


Boehm Named Sales Manager 
Of Black & Decker Unit 


In a modification of its market- 
ing organization, Black & Decker 
Mfg. Co. has named Arthur S. 
Boehm to the newly created posi- 
tion of sales 
manager of its 
Industrial - Auto- 
motive Division, 

Boehm was for- 

merly Eastern re- 
gion sales man- 
ager of the In- 
dustrial - Auto- 
motive Division 
and hag been 
with the com- 
pany since 1934. , ‘ 
In his new posi- AfthurS. Boehm 
tion, he will directly supervise all 
district managers of the Industrial- 
Automotive Division and will re- 
port to Glen H. Treslar, general 
sales manager of the division. 
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Chrysler Says 


DETROIT. — Gay colors for the 
extrovert, subdued blends for the 
conservative owner and chic, high 
fashion colors reflecting the latest 
contemporary taste make up the 
color program for its 1962 pas- 
senger cars, according to Chrysler 
Corp. , ‘ 

The new cars provide exterior 
and interior color combinations de- 
signed to appeal to every possible 
taste range, the company said, and 
interiors feature the highest qual- 
ity fabrics in the company’s history. 

In general, the color emphasis is 
on soft pastels and medium metal- 
lics, with a few dark rich metallic 
colors, a spokesman said. 

“Basically, the colors are more 
subdued. Some fabrics, which are 
three-dimensional in design are 
more flexible, cause less’ wrinkles 
and hug the seats for longer life.” 

There is more body cloth to the 
seating area and added stitching 
to meet the high standards of dur- 
ability in tensile and seam strength 
as well as fadeless quality in all the 
materials, he added. 

The blue family in general has 
been taken to a red-blue range. 
The greens have been softened into 
a Sage-green combination to give 
them increased appeal. 

The beiges, which are extremely 
prominent in all lines this year, 
have been given special treatment 
by taking them into the sandal- 
wood shades. The dark cordovan 
metallic in this family is of spe- 
cial interest along with the pale 
rose-silver metallic carried by Im- 
perial and Dodge. 

In addition, Chrysler and Impe- 
rial are featuring a new caramel 
exterior color with a color-keyed 
saddle tan all-leather interior. 

Whites will be just a little grayer, 
with new emphasis in the off-white 
range achieved with a subtle ala- 
baster shade. There is also a new 
rich dark red for the limousine 
class, 








Alter Appointed 
By U.S. Agency 


DETROIT.—Frank A. Alter, for- 
mer new-car dealer and factory of- 
ficial, has been appointed manager 
of the Detroit field office of the 
United States Department of Com- 
merce. 

Alter was a DeSoto-Plymouth 
dealer here from 1953 to 1958. He 
Was with Lincoln from 1922 to 1934 
and from 1934 to 1942 was sales 
on manager of Ford Motor 

0. 

At the Chrysler Corp. annual 
meeting last April, he voted the 
proxy of ousted president William 
C. Newberg. 


Five Additional Dealers 


Franchised by Jaguar 


NEW YORK.—Five more dealer- 
Ships have been franchised to han- 
dle Jaguar. They are: 

Marion Motor Co., 411 W. Peach- 
tree St., Atlanta; Imported Cars, 
Ine, 833 N. Meridian Ave., Indian- 
apolis; Delta Auto Sales, Patterson, 
N. Y.; Chory’s Sports Cars, Inc. 
2001 Granby St., Norfolk, Va., and 
Marion Motor Co., Ocala, Fla. 
(service dealer). 


































tirement was the inside sales 
supervisor. His successor will be 
Dave Roach, assisted by Carl 
Fritz. 

* * * 
Warner Joins Dytronics 


As V-P, General Manager 


Alex W. Warner has been elected 
vice-president and general man- 
ager of Dytronics, Inc., Rochester, 
Mich., manufacturer of die-stamped 
circuits for elec- 
trical and elec- 
tronic applica- 
tions. He replaces 
Harry L. Hilde- 
brand, who has 
resigned as gen- 
eral manager. 

Warner had 
been manager of 
the Detroit Gas- 
ket & Mfg. Co. 
plant in Belding, 
Mich, Previous to 
joining Detroit Gasket in 1957, 
Warner owned and operated United 
Tool & Die Co., Hialeah, Fla. 

* * * 


Riedl and Poupard 


Promoted by AMC 


Julius A. Riedl has been appoint- 
ed assistant manager of manufac- 
turing for American Motors’ Auto- 
motive Division, J. W. Mueller, 
manager of manufacturing, an- 
nounced. 

Mueller also announced the ap- 
pointment of William F. Poupard 
as works manager of the company’s 
Milwaukee Body plant, succeeding 
Riedl. 





Alex W. Warner 


* * * 
American Enka Reassigns 


Prakke and Ramsey 


American Enka Corp. has as- 
signed new responsibilities at the 
divisional level to Dr. Fritz Prakke 
and Claude S. Ramsey jr. 

Prakke, who has been serving as 
general manager of the Nylon Di- 
vision, has been appointed general 
manager of the Rayon Division. 
Ramsey, formerly Rayon Division 
general manager, becomes general 
manager of the Nylon Division. 

* * * 


Clark Equipment Gives King 


New Engineering Duties 

C. H. King, engineering and sales 
vice-president for the Automotive 
Division, Clark Equipment Co., has 
been appointed to the newly cre- 
ated position of staff officer of the 
company. 

He will have corporate-wide re- 
sponsibilities for engineering and 
related technical activities. 

ES * * 


McCreary Names Scherb 

William I. Scherb has been ap- 
pointed to the newly established 
post of director of marketing for 
McCreary Tire & Rubber Co., Indi- 
ana, Pa., an independent manufac- 
turer of tire products. 

of * * 

Bauer Appointed Manager 


Of Doehler-Jarvis Division 


Alfred F. Bauer has been ap- 
pointed manager of the Doehler- 
Jarvis Division of National Lead 
Co. 

Bauer joined Doehler-Jarvis in 
1951 as assistant chief engineer of 
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Nine modern lifts installed in Chuck Hutton’s new Memphis shop 


The Rotary two-post mechanics’ frame lifts selected 
for this up-to-date shop will play a key role in maintain- 
ing required efficiency. “Swinging arm” construction 
and unique pick-up pad design assure quick, safe lifting 
of all model cars. 

Flexibility of the Rotary Model FP-28 Mark II may 
be seen in the illustration at 
left. Vehicle is picked up by 
frame so that suspension is left 
clear. Center of car is com- 
pletely accessible for transmis- 
sion work, all service and repairs. 

A Lift Selection Guide is 
available to assist you in plan- 
, ning maximum service shop 
efficiency. Helpful suggestions on shop layout are in- 
cluded, too, Use the coupon below to order your free 
copy today. 


Chuck Hutton, Dodge dealer 
for 41 years, has built two 
complete new facilities for 
his Memphis dealerships in 
the past eight years and 
equipped both of them with 
Rotary Lifts . . . a total of 
21 lifts. 

Just completed is a Mem- 
phis suburban location where 
nine Rotary Two-Plunger 
Model FP-28 Frame Pick-Up 
Lifts were installed. Thus, 
his shops, like his big organ- 
ization of nine dealerships 
and four parts warehouses, are geared to efficient, 
volume operation, 





C. E. (Chuck) Hutton 


Dover Corporation, Rotary Lift Division 
1122 Kansas, Memphis 2, Tenn, 





Please send information on Rotary Two-Plunger Model FP-28 
Mark II Frame Lifts and Auto Lift Selection Guide to: 





AUTO LIFTS 
DOVER CORPORATION 


ROTARY LIFT DIVISION 
Memphis, Tenn. * Madison, Ind.* Chatham, Ontario 


First name in oil-hydraulic auto lifts—passenger 
and freight elevators—industrial lifting devices 


Address. 








| | 
| | 
| | 
| | 
| 

| Name | 
| Company. | 
| | 
| 
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Appeal to the Males... 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Auto and gasoline advertisers are 
making record use of television 
programs which attract men — 
sports, news and weather, accord- 
ing to a listing released by the 
Television Bureau of Advertising. 

Three major auto companies 
will use sports this fall. Chrys- 
ler Corp. sponsored the World Se- 
ries broadcasts and will do the 
Rose Bowl and Blue-Gray games 
(NBC); Ford Motor Co. will 
sponsor the National Football 
League regular season games 
(CBS) and championship contest 
(NBC) throughout the country; 
Buick has signed for the Orange 
Bowl game (ABC), and the 
United Motors Service Division 
will sponsor the Pro Bowl, Sugar 
Bowl, Liberty Bowl and Senior 
Bowl on NBC, the Orange Bowl 
on ABC, and the Blue Bonnet, 





Gator Bowl and Cotton Bowl 
games on CBS. 

Petroleum sponsors for the Na- 
tional Football League games in- 
clude the following on a regional 
basis: American Oil Co., Standard 
Oil of Ohio, Sun Oil'Co. and Speed- 
way Petroleum Corp. Phillips Pe- 
troleum Co. and Mobil Oil Co., Inc., 
have signed to sponsor American 
Football League games (ABC) on 
a regional pattern. 

American Oil Co. will sponsor the 
National Football League cham- 
pionship game, and Wynn Oil Co. 
the Sugar Bowl game. Humble Oil 
& Refining Co. has signed for na- 
tional sponsorship of the National 
Collegiate Athletic Assn, schedule 
of games (ABC). 

And starting in January, Shell 
Oil Co. will sponsor international 
golf contests on CBS at a time of 
the year when the football season 
is ended and baseball is yet to 
begin. 

Network news programs spon- 


sored by petroleum companies in- 
clude the widely praised NBC 
Huntley-Brinkley broadcasts for 
Texaco, the NBC news specials for 
Gulf Oil Co. which have drawn the 
acclaim of critics and customers 
and the ABC late evening news 
programs sponsored by the Sun Oil 
Co. 

Major users of local news, 
sports and weather programs in- 
clude the Atlantic Refining Co., 
Humble Oil & Refining Co., Phil- 
lips Petroleum Co., American Oil 
Co., Continental Oil Co. and the 
Sun Oil Co. 

Atlantic Refining Co. devotes its 
major effort to sponsorship of 
weather programs using more than 
40 markets in its area. As part of 
its effort, Atlantic each year sched- 
ules a special training program to 
educate its on-the-air personalities 
in weather forecasting. 

Humble Oil & Refining Co., 
through its multi-marketing divi- 
sions, is a major sponsor of news 
broadcasts. Its “Esso Reporter” 
was one of the first television news 
programs and has been presented 
continuously more than 10 years. 

Phillips Petroleum Co, sponsors 
news, weather and sports shows 
in more than 100 markets. Ameri- 
can Oil Co. has 38 new service 





i 
shows while Sun Oil Co. has local} shows and an expanded radig cam. 
news, weather and sports programs | paign. 
in some 20 markets. Rambler commercials wil] 

Continental Oil Co. is now in 50} seen on “The Tall Man” on 


NBC-TV on Saturda Vs and 
“Frontier Circus” on CB5-TY on 
Thursdays throughout October, 


markets with news, weather and 
sports programs and expects to be 
in 70 within the next few months. 

In a recent purchase, Sinclair 

















, t A pre-announcement campai 
Refining Co. signed for local news, | included two newspaper ads, ty 
sports and weather broadcasts in| ads in Life magazine, and a half. 


a total of 60 markets. 

The presence of the three largest 
automobile companies as sponsors 
of sports broadcasts at the same 
time is a first. Until two years ago, 
when Mercury sponsored a pro- 
football game, sports were little 
used by auto companies. 

Auto and gasoline companies also 
make extensive use of programs 
which attract the family audience, 
and in some instances, have bought 
shows with large appeal to women. 
For example, Chevrolet this sum- 
mer sponsored a number of day- 
time periods on NBC and the Shell 
Oil Co. and Ford Motor Co. sponsor 
the Leonard Bernstein broadcasts 
on CBS. 


hour NBC-TV program featurin 
AMC President George Romney is 
a discussion of the naticn’s econ. 
omy, the auto market and the com. 
pany’s “progress-sharing” Jabor 
settlement. 

E. B. Brogan, Rambler advertis. 
ing manager, said that more than 
2,600 daily and weekly newspapers 
with a combined circulation of 64 
million will be on the AMC aq 
schedule this year. 

The magazine campaign began 
with three-page, four-color ads jp 
Life, Saturday Evening Post, Look 
and the Reader’s Digest, plus fy) 
pages in color in Time, Newsweek 
U. 8. News & World Report ané 
Sports Illustrated. 

Separate magazine campaigns | 
aimed at Rambler features of Spe- 
cial interest to outdoorsmen yjj 
be featured in Field & Stream 
Outdoor Life and Sports Afield. | 
Young families will be the target 


* * * 


AMC Ad Plans Announced 


American Motors continue to em- 
phasize newspapers but is. helping 
introduce its ’62 Ramblers through 
participation in two network 


of another special campaign sched. 
uled for Sports Illustrated ang 
True. 

Rambler also will be featured in 
collegiate ads in 110 college news. 
papers and 49 college magazines, 

In addition to the network tele- 
vision shows, Rambler will be 
featured in six spots a week on 
stations in the 50 largest mar- 
kets all during October. 

Also, for the sixth consecutive 
year, AMC has signed with “Moni- 
tor,” the NBC radio network prn- 
gram, as a sponsor of 20 newscasts 
every weekend. An addition for 
1962 is the contracting with ABC 
radio network as a sponsor of 
“Weekend News” 20 times each Sa- 
turday and Sunday. 

* * 


Now—from G-N Engine Farts... 


FOREIGN CAR 
ENGINE 
PARTS 
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Catalog-Calendar for Dodge 


As a part of its new-mode] pro- 
motion campaign, Dodge is dis- 
tributing through its dealersga 
four-color, 20-page combination cat- | 
alog and calendar. 

In addition to highlighting the 
seasons and holidays of the year, 
the calendar-catalog contains 
full-page, color car illustrations, 
detailed specifications and other 
descriptive text on the full line 
of ’62 Dart and Lancer models, 

Dodge also is distributing the 
Earl Nightingale “Lead the Field’ } 
phonograph records to its entire 
field sales force, and to every retail 
salesman who qualifies for the 
Dodge Key Club. 

Dodge also is supporting Chrys- 
ler Corp.’s announcement sales pro- 
motion campaign—October Open 
House, which offers 180 cars as 
prizes. 
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A COMPLETE ONE-STOP SOURCE FOR 
AUTOMOTIVE WHOLESALERS AND 
ENGINE REBUILDERS 


Simplify your engine parts replacement and motor overhaul 
on foreign made cars by depending on Superior-Arrowhead 
parts from the G-N Engine Parts Division. Superior- 
Arrowhead is the most complete line of foreign car engine 
parts available from one source. 


eh ALG) 


VOLKSWAGEN 





* * * 


Boost for Seat Belt Anchors 


Seat belt anchorages, standard 
equipment on all 1962 American 
cars, are getting an extra boost 
from cigaret manufacturers. 

The cigaret, Parliament, which 
boasts a quarter-inch recessed fil- 
ter that provides “that extra 
margin,” points out in its televis- 
ion commercials that seat belts 
provide “that extra margin” of 





From the little Goggomobil to the luxurious Rolls Royce— These > 
replacement engine parts for all popular import cars are Superior-Arrowhead — * * 
available through Superior-Arrowhead—White Machine Foreign Car Parts Chrysler Answers Questions 


are available: 
PISTONS e PINS 
PISTON RINGS 
CYLINDER SLEEVES 
SLEEVE ASSEMBLIES 
VALVES 
VALVE GUIDES 
SPRINGS AND KEYS 
ENGINE BEARINGS 
BUSHINGS 
THRUST WASHERS 
Distributed from 


WHITE MACHINE WORKS 
Eau Claire, Wisconsin 


Spearheading the advertising 
campaign to launch Chrysler 
Corp.’s 1962 model cars and trucks 
was a statement answering the 
question, “What’s Ahead for Chrys- 
ler?” 

Created to catch the public's 
eye and focus attention on the 
company’s new products, the ad- 
vertisements appeared in 116 
market areas in 179 cities and 239 
newspapers. It also was publish- 
ed in 21 national magazines. 

As an immediate followup, Chrys 
ler released its first 1962 model 
product advertisement, “Looks like 
it’s going to be a Chrysler year, 
a few days before public announce 
ment of the new lines in dealer 
showrooms. 

The advertisement, which gave 


warehouses strategically located across the country. 


Need domestic automotive and heavy engine parts? G-N 
Engine Parts Division has them too. The Division is the 
nation’s largest manufacturer of heavy-duty 

and specialized engine parts. 


Get our new Foreign 

Car Engine Parts 

Cafalog—FREE 
WRITE... 





readers the story on all of the cor 
ENGINE PARTS DIVISION Suma ania ameenee’ 12: 
national magazines. The newsp3 
GOULD-NATIONAL BATTERIES, INC. per and magazine campaign W® 


complemented by Chrysler's ' 
sponsorship of the World Series 
radio and television. 


Saint Paul 1, Minnesota 
Superior-Arrowhead is a trademark of Gould-National Batteries, Inc. 











SOMETHING MISSING ... 


(like California without the Billion-Dollar Valley of the Bees). Your advertising may be going swimmingly 
in the rest of California, but look at inland California before you leap. Here’s a 27-county market with a buying 
income greater than in 25 different states. And the newspapers that cover this inland market in full strength 


are The Bees. The Bees also offer three types of discounts. ° 


Data Source: Sales Management’s 1961 Copyrighted Survey 


McCLATCHY NEWSPAPERS 


NATIONAL REPRESENTATIVES . . . O‘MARA AND ORMSBEE 





*Three types of discounts: The Bees offer national advertisers discounts on va bulk @ frequency; or 4} standard page discounts, 
Check O’Mara and Ormsbee for details. 




















SOLVES 
YOUR PLATE 
PROBLEM! 


A a HURRY! 


Now Available! New, Improved, Foolproof 


DEALER PLATE HOLDERS 


HERE’S WHY EVERY DEALER WILL WANT THEM: 


* PREVENTS LOSS OF PLATES, THEY ARE COMPLETELY SECURE! 
* CLIP ON AND OFF IN A JIFFY! * FIT ANY BUMPER! 

JOBBER INQUIRIES * STURDY! Made of heavy duty galvanized 
INVITED 00 spring wire with aluminum clips. 
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SHELAR CO. 714 65th Street, Brooklyn 20, N. Y. 
; Enclosed herewith our check for $ 





I 
i 
4 
& 
i 
5 
a 
a 
f 


if Please ship us Dealer Plate Holders, 
IN LOTS OF 12 OR MORE PREPAID |W 
$1.25 FOR SMALLER QUANTITIES o aaa 
ress 
Send check with order. City Siete 
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It's No Accident— 


This crackup is on purpose, designed to 
learn the best ways to build a safety 
highway guide rail. The car is operated 
by radio control from another auto and 
is part of the Cornell Aeronautical Labora- 
conducted in 






MCD 
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tory's research program 


Buffalo. 
eee 


Highways & Safety... 


Automobile accidents occur on 
schedule at Cornel] Aeronautical 
Laboratory in Buffalo. 

In the interest of highway safe- 
ty, cars are being cracked up to 
determine how future highway 
guide rails and similar barriers 
should be designed. The research 
program, which has demolished 
four autos in as many tests, is 
sponsored by the New York State 
Department of Public Works with 
financial assistance from the Fed- 
eral Bureau of Public Roads. 

One of the main purposes of the 
program, according to Norris E. 
Shoemaker, project engineer, is to 
obtain a detailed understanding of 
barriers subjected to vehicle im- 
pact that can be applied for de- 
sign purposes. 

“Until now,” he explained, “the 
familiar fences which line our high- 
ways have been designed from ex- 
perience—not true scientific knowl- 
edge.” 

Shoemaker’s preliminary report 
reveals that there are important 
differences in the extent of hazards 
involved in striking barriers of 
various types at sharp angles and 
high speeds. The impact is often 
too sudden, causing occupants of 
the auto to be seriously injured. 

Paradoxically, one of the factors 
which led to the research program 
by New York State was the in- 
creasing use of modern, “safer” 
highways. 

Widespread use of expressways 
and parkways has greatly reduc- 
ed the automobile accident rate, 
but not eliminated it. The period- 
ic occurrence of cars going out 
of control and crossing median 
sections of divided highways has 
contributed to the decision to 
conduct the current research pro- 
gram, Shoemaker said. 

Future barriers, described as con- 
tinuous structures at the edges of 
roads, will undoubtedly be built to 
“protect rather than warn,” he 
added. 

“Now,” he said, “we are expand- 
ing the research previously accom- 
plished in the field, thereby gaining 
a better understanding of the vari- 
ables that influence barrier—vehicle 






Executone 
intercom? 


It’s like having 
an extra man 
in every department 





SHOW 
ROOM 








Hundreds of dealers, service firms, and garages 

are building profits—without adding to their payrolls 
—by putting Executone to work. See for yourself 
how Executone helps increase auto and service 
sales ... keeps mechanics on the job 
... ends bottle-necks... gives you 
more time to manage... 

speeds up deliveries. 

Learn about Executone’s no-cost 
communications survey of your 
operation, and all the other famous 
Executone Extras. Mail this 
coupon today! 
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COMMUNICATION and SOUND SYSTEMS 


LeACUTOME <2" 2710N ona sono svsreus 


Please send me your free booklet on HOW TO INCREASE AUTO SERVICE 
SALES, GOOD-WILL, AND PROFITS. 











Name performance.” 

Firm Once an understanding is reach- 
ed, he believes, it will be possible to 

Address cope with new vehicle and highway 

City Zone State _ developments without continually 





resorting to test programs. 
What does Shoemaker think the 
barrier of the future will be? 
“When impact occurs, a success- 


; (in Canada: 331 Bartlett Avenue, Toronto) 
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Cars Cracked Up 
In Guide-Rail Tests 
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Traffic-Toll Rate 
Sets Record Low 
In First 8 Months 


The nation’s traffic death rate 
for the first eight months of 1961 
fell to a record low of 4.9 deaths 
per 100 million vehicle miles, a de- 
crease of 4 percent from last year, 
the National Safety Council re- 
ported. 

In the same period, the death 
rate on the country’s 20 turnpikes 
was 2.2 deaths per 100 million vehi- 
cle miles. 

The eight-month highway death 
toll was 23,760, a one percent de- 
crease from the 24,090 toll for the 
period in 1960, despite a one percent 
increase in travel, totalling 480 bil- 
lion miles. 

Traffic fatalities in August reach- 
ed 3,470, the same figure recorded 
for the month last year. 

Among 47 states reporting August 
experience, 21 had fewer deaths 
than last August, five reported no 
change and 21 had increases. 

For eight months 23 states 
showed decreases, two reported no 
change and 22 had increases. 

Cities experienced a 5 percent de- 
crease in August, according to re- 
ports from 758 cities of over 10,000 
population. For eight months, these 
cities showed a 6 percent decrease. 

Cities with fewer deaths in Au- 
gust totalled 132, compared with 
121 having more deaths, 505 showed 
no change (mostly perfect records). 


ful barrier will redirect the vehicle 
along a path parallel to the barrier. 
The vehicle will then be stopped 
gradually instead of suddenly—as is 
often the case today. 

“The problem isn’t simply devis- 
ing a means of preventing vehicles 
leaving the highway. The barrier 
should hold or deflect the vehicle 
back onto the roadway with mini- 
mum obstruction to traffic and with 
minimum injury to occupants.” 


Driving Setkoal 





Set Up for Police 
Throughout U. S. 


Police personnel from through- 
out the country are eligible to at- 
tend the newly formed National 
Police Driving School, which was 
developed by the Cook County 
Traffic Safety Commission, 

The school, which was created 
originally for Chicago and Cook 
County police, will be operated with 
equipment and funds supplied by 
the auto industry, said John J. 
Duffy, president, Cook County 
Board of Commissioners. 


He said the purpose of the 
school, for which there is no 
charge, is to train police “in the 
proper and safe use of police ve- 
hicles during the emergencies the 
police encounter daily in the per- 
formance of their duties.” 

The training site is at the Mead- 
owdale International Raceways, an 
auto race track at Carpentersville, 
Tll., 40 miles northwest of Chicago. 

Policemen chosen for the train- 
ing are put through an intensified 
three-day program that includes 
written examinations, lectures by 
police experts and practice on a 
Series of 15 driving events in 
police pursuits loaned to the school 
by the auto makers, Duffy said. 

* ok OK 


North Carolina Licensing 
Rated Tops in Nation 


The American Assn. of Motor 
Vehicle Administrators has report- 
ed the North Carolina Motor Ve- 
hicles Department’s Driver Licens- 
ing Division led the nation last 
year in driver examination, driver 
licensing and driver control. 

It was the sixth such honor in 
a row for the Tar Heel license-men, 
who were rated just a single point 
Short of perfection, 
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Ingenious, miniature electronic 
detector gives audible warning of 
approach to radar-timed speed zones 
and dangerous areas protected 
radar-operated signal lights. ~ 

Every new or used car buyer, 
every service customer is a qualified 
prospect. Banners, window and wall 
signs announce you have it. Intri- 
guing, self-demonstrating display 
sells Radar Sentry on sight . . . gives 
you quick, extra profits without 
extra work (no special installation 
required). 


Precision constructed. Factory guaranteed. 
NATIONALLY ADVERTISED 
Immediate delivery. 


Retails at $39.95 Generous discounts. 
See your jobber or write for details. 
*Patent Pending 


RADATRON, INC., 


2328 Zimmerman St, 
N. Tonawanda, N. Y. 


4 TO KEEP bey d 
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/ 
On Your Customers’ Cars 





Specially treated, highly absorbent 
cotton flannel, overedged. For quick be 
cleaning of cars with the new syn- : 
thetic finishes—all other car finishes, 
too. Fine for household use, !n hand- 
some metal container. 


Sold with success by car dealers 
everywhere, 


Also in the complete Las-stik ine of 
car care products: leather cleaner ° 
wash mitts © tar remover e wiri!shield 
washer solvent © white tire cleaner ® 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 
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BATTERY CHARGER-TESTER—A ‘‘sealed- 
unit” battery charger-tester that will auto- 
matically fast-charge, slow-charge in par- 
allel and test-analyze has been announced 
by Marquette Mfg. Co., 307 E. Hennepin 
Ave., Minneapolis, Minn. The charger- 
tester, Marquette Seal-A-Matic Model 330, 
utilizes electronic semi-conductors, and has 
transformer, silicon rectifier, and control 
relays hermetically sealed in oil for life- 
time protection, it is said. The tank is 
made of cast aluminum and specially de- 
signed to provide efficient heat transfer 
so that all components operate at con- 
servative temperatures, eliminating the 
need for a cooling fan. A high dielectric 
transformer oil protects components against 


contamination or deterioration, it is said. 
Rare oe 





SNOW REMOVER—Development of a 
more efficient snow thrower attachment for 
the Jari Champion self-propelled tractor 
has been announced by Jari Products, Inc., 
2855 Park Ave., Minneapolis 7, Minn. 
The attachment features a fan housing 
of heavy-gauge welded steel whose 20- 
inch scoop is said to take in snow up 
to 24 inches deep. Steel wheels on each 
side of the scoop adjusts to facilitate 
operation on any type of surface. Jari's 
snowplow extensions also fit the Champion 
to enable it to clear a 36-inch swath. 
Designed to throw snow up to 30 feet, 
the Champion, with its rotary fan and 
raker bar, removes any consistency of 
snow without clogging, it is claimed. 

Or Se 





PLASTIC FOR SEAT COVERS — South- 
bridge Plastic Products, Inc., 241 Church 
St., New York 13, N. Y. has introduced a 
vacuum-formed, air-pufted clear plastic for 
seat covers, called Airlift. Airlift's many 
air puffs are permanently vacuum-formed 
into the specially formulated plastic. They 
are said to assure air circulation even 
under the heaviest rider. Tests prove that 
their built-in ‘‘memory” assures that the 
air puffs will retain their cushion shape 
and spring back to their original raised 
form, it is said. = 


* * 
Goodyear Rubber Chemical 


Protects Against Oxidation 


A new, highly improved rubber 
chemical that provides maximum 
protection against oxidation in dry 
rubber compounds, rubber latex 
and rubber foam applications has 
been developed by Chemical Divi- 
sion, Goodyear Tire & Rubber Co., 
Akron, O. 

Called Wing-Stay V, it also is 
recommended as a stabilizer for all 
nonstaining styrene and nitrile 
types of synthetic rubber during 
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NEW PRODUCTS 


their manufacture, according to 
H, R. Thies, division general man- 
ager. 

* 


Asphalt Sealer 


Jennite J-16, an asphalt sealer 
said to prevent damage resulting 
from the use of ice-melting chem- 
icals and salts, is offered by Main- 
tenance, Inc., Wooster, O, 

+ o* * 


* * 


Pressure-Sensitive Tape 
A line of pressure-sensitive tapes 


for use in home and industry has| * 


been announced by Armour Alli- 
ance Industries Division, Armour 
& Co., 16123 Armour St., N.E., Alli- 
ance, O. 





WHEEL ALIGNER — The Hunter Lite-A- 


Line Group 904-ETC Wheel Aligner in- 
cludes 10-door cabinet, adjustable power 
rack, removable runways, rear-end jack 
stand, work stand and fluorescent mer- 
chandising panel. The Line-A-Lift power 
rack also can be used for brake work, 
tires, mufflers, shocks and front-end parts. 
The 16-foot-long rack has a 24-inch height 


and will lift a 7,000-pound vehicle at 150| _ 


pounds air pressure, it is said. Hunter En- 
gineering Co., Hunter Ave. and Ladue 
Rd., St. Louis 24, Mo. 


Hand-Held, Two-Way Radio 
Requires No License 

A hand-held, battery-powered, 
two-way radio has been introduced 
by E. F. Johnson Co., Waseca, 
Minn. 

Called Personal Messenger, it re- 
quires no license for operation. 
However, it has been designed for 
use with licensed Citizens’ Band 
equipment. 


* 


* * * 


Snow Remover 


Flex Melt, a snow remover said 
to have 10 times the melting power 
of calcium chloride, is offered by 
Flexrock Co., 3601 S, Filbert St., 
Philadelphia 1, Pa. 


* * * 


Transmission Sealer 


Automatic Transmission Sealer 
and Conditioner, said to prevent or 
cure leaks in automatic transmis- 
sions, has been announced by War- 
ner-Patterson Co., 600 S. Michigan 
Ave., Chicago 5, Il. 





FRAME LIFT—A swivel-arm, single-post 
frame lift designed by Weaver Mfg. Divi- 
sion, Dura Corp., Springfield, Ill., is said 
to provide for more under-chassis clear- 


ance and additional versatility for all 
types of service work. Adapter height of 
the lift is 3% inches off the floor when 
lowered. Full-floating adapter pads pro- 
vide three height positions: 3% inches, 
5% inches, and 8 inches. Height adapters 
are permanently attached to the lift arms. 
No extra attachments are required. Full 
360-degree rotation of the adapter pads 
allows positioning at any required angle, 
it is said. The short length of the lift is 
60 inches, and the telescoping arms pro- 
vide for extension to 88 inches overall. 
The lift is available in an air oil-operated 
semi-hydraulic type, an air oil-operated 
full hydraulic type, or an electric oil- 
operated type. Capacity of all three mod- 
els is 8,000 pounds, it is claimed. 
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CARBURETOR—A carburetor, lighter in 
weight and engineered to meet the exact- 
ing requirements of compact vehicles, has 
been announced by Holley Carburetor Co., 
Warren, Mich. It weighs half as much as 
the Holley carburetor used previously for 
similar applications. The carburetor, de- 
signated Model 1909, will be used on sev- 
eral 1962 Ford Motor Co. vehicles. These 
include the Falcon and Comet on both 
144 and 170 cubic inch engines, the six- 
cylinder version of the 1962 Fairlane 
and the six-cylinder Mercury Meteor. The 
Model 1909 wil be supplied in both 
hand choke and automatic choke versions. 
A single unit aluminum die casi carburetor 
body and zinc air horn assembly are fea- 
tures of the design. 


DEICER—Polland Products, Inc., 15805 
S. E. 24th St., Bellevue, Wash., has intro- 
duced ‘“Heat-Sweep D-lcer,’’ an electric 
heating element which fits any straight or 
flex blade. The unit is guaranteed to clear 
the windshield of ice or snow under any 
conditions, and prevent build-up on the 
wiper blade. The heating element, which 
clips to the blade unit, can be installed 
in 15 minutes, it is said. A kit consists of 
a heater, wire, grommet, illuminated switch 
and installation instructions. Switches are 


available for both six and 12-volt systems. 
ee 


CORROSION PROTECTOR—Kendall Re- 
fining Co., Bradford, Pa., has announced 
development of a petroleum base under- 
coating for corrosion protection on cars 
and trucks. Called Unda-Gard, the material 
is said to offer positive protection against 
the corrosion effects of salt and water for 
a prolonged period of time, and offers 
a number of advantages over conventional 
asphalt base undercoatings. The petroleum 
base of Unda-Gard allows high penetra- 
tion into metal pores, sealing off the 
metal from air and moisture, it is said. 
Unda-Gard does not dry out, peel or 
crack, thereby providing active corrosion 
protection. 

* 
Lapping Compound Additive 

An additive developed by Wheel 
Trueing Tool Co., 3200 W. Davison, 
Detroit 38, Mich., to extend the life 
of its Trulap lapping compound is 
being introduced at Booth 350, the 
company’s exhibit in the National 
Metal Congress and Exposition in 
Detroit Oct. 23-27. Granulaide, the 
surfactant, evenly disperses small 
particles of diamond dust through- 
out the compound and maintains a 
high degree of activity among the 


*” * 


surface particles, the firm said, and 
keeps the compound from drying 
or draining away. 

ok * 


Brake-Shoe Assortment 


A new brake shoe hold-down as- 
sortment containing 135 fast mov- 
ing parts for passenger cars has 
been introduced by Lee Mfg. Co., 
1527 26th St., Santa Monica, Calif. 


* * * 


Bronze Oil Filter 


An oil filter converter with a 
porous bronze element designed to 
replace throw-away filters is offer- 
ed by Engine Accessories Mfg. Co., 


5809 E. Beverly Blvd., Los Angeles, ; 


Calif. 


* * 


* 











BRAKE HOSE LINE—A line of hydraulic 
brake parts by the Raybestos Division, 
Raybestos - Manhattan, 940 Rayman St., 
Bridgeport 2, Conn., includes brake hose 
lines, which meet or exceed SAE 40R2 
specification. Sixty sizes service all appli- 
cations. Brake hose lines are tested to 
4,000 pounds per square inch for two 
minutes, which far exceeds extreme oper- 
ating pressure, it is claimed. End fittings 
are tested to 325 pounds of pull to assure 


safe, leakproof connections, it is said. 
eS 


Liquid Casting Compound 

A liquid casting compound that 
is said to be shrink-proof and us- 
able for both solid casting and hol- 
low slush molding, has been devel- 
oped by Allen Plastics Corp., 1015 
E. 173rd St., New York 60, N. Y. 

* * * 


Binks Memory Timer 
Designed for Conveyors 


A new electromechanical memory 
timer has been developed by Binks 
Mfg. Co., 3114-44 Carroll Ave., Chi- 
cago 12, Ill. 

The new timer is designed for 
application control of conveyor sys- 
tems, such as spray gun control, 
conveyor transfer, sizing and grad- 
ing, product sorting, and digital 
and analog time delay. 

ES * Ke 





SAFETY BRAKE—Introduction of a Maxi- 
brake Type 30 safety brake with a spring 
that nearly doubles its capacity has been 
announced by Maxibrake, Inc., Pasadena, 
Calif. This automatic, air-release, spring- 
applied safety brake has been certified 
by the California Highway Patrol as a 
standard safety brake under the California 
Vehicle Code, Section 26310. This law re- 
quires that all vehicles with air brakes 
must be equipped with a safety device 
which will automatically apply the brakes 
to the wheels of the vehicle in the event 
of an airline failure, if air pressure is 
lost, or if a diaphragm breaks. In use, the 
Maxibrake will hold 50,000 pounds gross 
vehicle weight on a 20 percent grade. In 
emergency application it will stop a ve- 
hicle 50,000 pounds GVW within 95 feet 
on level ground from 20 miles per hour. 

















































































SHOCK SPRINGS—Two helper springs 
for shock absorber load support—one 
standard length, and one for shorter shoc 
absorbers have been announced by House, 
Engineering & Mfg., Inc., Bluffton, Ing 
The Houser Springs are of heavy-duty, 
heat-treated steel with a special rust rp. 
sistant coating of baked enamel, They 


are said to fit most late model cars ang | ¥ 
station wagons except those with heavy | P 
duty shocks, or shock absorbers not equip- “ 
ped with rock guards. Rubber mounted & 
with rubber cushions at both ends and b 
center, the Houser springs eliminate @ & 

SE 


‘‘metal-to-metal" contact, it is said, 
* * 


JACK STAND — An adjustable safety 
jack stand, which is said to act as a sup 
port base to prevent a car from toppling 
or slipping after a regular jack lifts a car 
for replacement of flat tire or for repairs, 
has been marketed by Automotive Divi- 
sion, Snyder Mfg. Co., 22nd & Ontario 
Sts., Philadelphia, Pa. The Snyder stand, 
Model JS-12, is 13 inches high when 
closed and adjusts to three height posi- 
tions—up to 18 inches. Another model, 
JS-15, is 16 inches when closed and raises 
in four positions to 24 inches. 
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DISPLAY PEDESTAL — Adaptability of 
electric controlled and lighted Auto-liff, 
a portable unit capable of raising sedans 
and pickup trucks to 6% feet and rotating 
the display, is said to be an advantage 


of sales promotion equipment now it 

commercial production by Auto-Lift Corp. ’ 
Corvallis, Ore. Fluorescent backlighting me 
for 16-side panels and four panels of the § me 
rotating platform heighten attention values § of 


of slip-letter sales message. Cars can be 
driven off and on, model changed in 10 
minutes. Platform rotates at 214 revolv- 


tions per minute. 


* * 


Recoiling Nylon Hose 







Marketed by DeVilbiss ( 
Recoiling nylon hose for use with lat 
all air tools in industry, farm : 
shop is now available from DeVi} § 
biss Co., Toledo, O. pre 
The hose is offered in 25-foot § hor 
lengths which recoil to approx 
mately eight inches, providing &§ J 
tremely compact storage. It ; 
lightweight, oil-proof, and will not Co 
deteriorate with age or tangle i 





use, DeVilbiss said. 











Growing Dealerships .. . 


MINNEAPOLIS. — Walser Olds- 
mobile has increased the size of its 
facilities by 30 percent in a move 
from 25 S. 10th St. here to 23 N. 
Ninth St. The new Walser location 
formerly was occupied by Malker- 
gon Oldsmobile and more recently 
Larry’s Loop Service, Now Walser 
has a total of almost 80,000 square 
feet of space with its used-car op- 
eration on adjoining lots. Larry 
Jann, operator of Larry’s Loop 
Service, joined Walser as service 
manager. 

Lester A. Malkerson operated 







































Consumer Credit 









Prings 

ne of 

| | Called Force for 

1 | Future Growth 

tt |" wEW YORK.— Consumer credit 
eT will play an increasingly important 
$ and part in helping America achieve 
heay | ‘the higher living standards and 
~_ greater productivity that have 
untied § een established as our national 
+ and Is.’ a finance industry leader 
ninate goals, 


said. 

Speaking at the 47th annual 
meeting of the National Consumer 
Finance Assn. here, L. Walter 
Lundell, president, CIT Financial 
Corp., declared: 

“A growing living standard and 
increased productivity are built-in 
objectives of our leaders of govern- 
ment, our business community and 
the American people themselves 
.. . Rising expectations are the 
order of the day and rising satis- 
factions are the goals to which our 
energies must be directed.” 


He described the members of the 
consumer credit industry as “mid- 
dlemen of the financial system” 
who make it possible for the sav- 
ings and unemployed funds of tens 
of millions of Americans to be put 
to work to satisfy the needs and 
i desires of tens of millions of other 

Americans. 
It is the added purchasing power 
released by the latter group, he 





fey § said, that enables this country to 
‘up §, maintain our living standards and 
ling § industrial productivity at a level 
1 cor § unmatched elsewhere in the world. 
airs, 

Divi- ss 

e*} 2 Groups in Wash. 
vhen 

| Elect Officers 

del, 

= SEATTLE. — New officers have 


been elected by the Seattle Auto- 
mobile Dealers Assn. and the King 
County Automobile Dealers Assn. 

Elected by the Seattle group were 
Dale Huling (Buick), president; 
Richard E. Dibble (Ford), vice- 
president; G. Brooks Biddle (Olds- 
mobile), secretary, and Richard A. 
Smith (Ford), treasurer. 

For the county association, offic- 
efs are William Hazelett (Oldsmo- 
bile), Renton, president; Howard 
Regan (Ford), Bellevue, vice-presi- 
dent, and Clifford Schmillen (Ram- 
bler-Studebaker), Renton, secre- 
tary-treasurer. 





Ford Va. Plant Opens 


Body Side Panel Annex 


NORFOLK, Va.—Ford has dedi- 
cated a new 58,425-square foot 
building at its Norfolk assembly 
Plant. 

The building, adjacent to the 
main assembly plant, houses equip- 
ment for welding body side panels 
of Ford cars. Body side panels pre- 
viously were assembled in another 
Plant and shipped to Norfolk. Ford 
decided to enlarge the Norfolk 
Plant to handle the operation 
rather than ship the completed 
body side panels. 

Construction of the cement block 
and structural steel building began 
late in April, 1961. 

Some 50 employes currently are 
Producing 22 body side panels an 
our in the new facility. 





Jaguar Adds Ken Rambler 
PARAMUS, N. J.—Ken Rambler 

Corp., 666 Route 17, Paramus, N. J., 

has been appointed a Jaguar dealer. 
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Auto Dealer Expansions 


Malkerson Olds at Walser’s new 
location until he moved his dealer- 
ship to Shakopee, Minn., last year. 
Walser had operated Town’s Edge 
Oldsmobile in suburban Hopkins 
for four years before he shifted 
to a downtown site last year. 
* * * 


Zehe Ford in New Home 


HUNTINGTON, Ind. — Zehe 
Motors, Inc., has opened a new 


t 


vice equipmen 


for the newest in... ... profit-making brake ser 
1s eee NOW 


Here are 4 hig... 


AMMCO eee 


it’s 








... profitable... reasons why... 


Ford dealership on US-24 with 
12,500 square feet of floor space 
under one roof. E. C. Zehe is 
president and R. E. Zay is vice- 


president. 
* 


Bump Shop for Wells 


AVON PARK, Fla.—Wells Motor 
Co. (Dodge-Chrysler), has added a 
modern body and paint shop to its 
facilities, and expects to add more 
display area before the year’s end, 
according to E. Ray Wells, presi- 
dent. Wells has been a Dodge deal- 
er in Avon Park since 1931, 


* * 


There’s news in the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 
for a clue to what is going on. 








Loss of Sight 
Fails to Halt 
34-Year Dealer 


BLOOMER, Wis.—Harry Erick- 
son has been in the auto business 
34 years, handling such details as 
appraising tradeins without the 
benefit of eyesight. 

He started selling cars in 1927, 10 
years after he lost his sight due to 
an infection. Although he turned 
his dealership over to his son five 
years ago, Erickson maintains a 
lively interest in cars. 

Commenting on the auto busi- 






No. 30 AMMCO BRAKE-SHOP-ON- 


WHEELS 


INCLUDES: 
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ness, he said: “Once you get your 
foot in it, you can’t get out. It gets 
into your system.” 

He still assists his son at the 
dealership. 

Erickson said this is the way he 
goes about appraising a tradein: 

“You get someone to drive. You 
step in and take a ride. You get 
your foot on the accelerator. Take 
a hold of the steering wheel. Speed 
her up. Slow down. Get the feel of 
it. Run your hands over the finish 
to see if she’s been done over.” 


Weiner Opens Ford Outlet 

REVERE, Mass.— Abel Ford, 
Inc., has opened at 500 Beach St. 
Sid Weiner is president and gen- 
eral manager. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
(Continued from Page 26) 


correction and customer reception. 
Three and four-week courses allow 
additional emphasis on type of 
equipment in the shop where stu- 
dent igs employed, 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 


BENDIX AUTOMOTIVE SERV- 
ICE, South Bend—Training is made 
available through schools sponsored 
by authorized Bendix distributors 
on power brakes, hydraulic brakes, 
wheel brakes, power steering, 
Stromberg Carburetors, Zenith 
Carburetors and Zenith LP Fuel 
Systems. The schools provide both 
service and sales training for auto- 
motive service and sales personnel. 


Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 36 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 
Oct. 16. 

JOHN BEAN DIVISION, Lan- 
sing—Classes being offered in Big 
Rapids, Mich., are as follows: (A) 
Wheel alignment, wheel balance, 
steering systems, Oct. 23, Nov. 13; 
(B) Advanced wheel alignment, 
steering gear service, collision serv- 
ice, suspension systems, and minor 
body-frame alignment, Oct. 30. Col- 
lision service of suspension body 
alignment, Nov. 6. Combined 
courses are also offered. (AB), Oct. 
23-Nov. 3; (ABC), Oct, 23-Nov. 10; 
(BC), Oct. 30-Nov. 10. Classes being 
offered in Los Angeles are as fol- 
lows: (A) Wheel alignment, wheel 
balance, steering systems, Nov. 6; 
(B) Advanced wheel alignment, 
steering gear service, suspension 
correction, Nov. 13; (D) Brake 
servicing, Oct. 30. Combined courses 
are also offered. (AB), Nov. 6-17; 
(DA), Oct. 30-Nov. 10; (DAB), Oct. 
30-Nov. 17. 

BEAR MFG. CO., Rock Island, 
Il.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in manual and pow- 
er steering adjustment, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 


John Bean Moves 
Barrett School to 


New Locations 


LANSING.—Barrett Brake Serv- 
ice Training School, formerly held 
at the Barrett Equipment Co. fac- 
tory in St. Louis, has been trans- 
ferred to Big Rapids, Mich. and 
Los Angeles, it was announced by 
Harry Schaefer, John Bean-Bar- 
rett Automotive. 

The change in location of the 
school follows the purchase of Bar- 
rett by the John Bean Division of 
FMC Corp. (formerly Food Ma- 
chinery & Chemical Corp.) and the 
announcement that Barrett produc- 
tion facilities in St. Louis would 
be transferred to the John Bean 
factory in Lansing. 

Week-long courses in front-end 
service offered at Ferris Institute 
in Big Rapids include: Course A— 
Wheel alignment, balancing and 
steering systems. Course B— Ad- 
vanced wheel alignment, steering 
gear service and suspension cor- 
rection. Course C—Frame straight- 
ening, body alignment and collision 
service of suspension systems. 
Course D—Brake servicing. 

Fee for each course is $70, which 
includes tuition, room, board, use 
of testbooks and shopcoat. Com- 
bined programs of two or more 
courses are available and encour- 
aged. 

The California training school is 
held at the expanded John Bean- 
Barrett facilities at 1830 Flower St., 
Los Angeles. Courses A, B and D 
described above are available at 
this school, and arrangements are 
being made to include Course C in 
the future. 

John Bean-Barrett maintains a 
service center, warehouse and clinic 
center at the same address, and 
students are encouraged to tour 
these various automotive service 
operations. Fee for each Los An- 
geles school course is $50, which 
includes the same items as the Big 
Rapids school except room and 

































































School subjects for each product 
line include theory, operation, over- 
haul, specifications, service analy- 
sis, use of service literature, and 
basic sales training. The length of 
an individual course is one to two 
full days depending on the product 
and the type of training, Classes 
are scheduled by each distributor 
to meet local needs. No tuition fee 
is charged. In addition, factory 
schools are conducted for instruc- 
tor personnel who are responsible 
for scheduling and handling train- 
ing programs for servicemen. Ad- 
ditional information may be obtain- 
ed by contacting a Bendix 
distributor or writing to the Bendix 
training director, Bendix Automo- 
tive Service, South Bend, Ind. 
BINKS MEG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Contact J. R. Adams, instructor. 
DeVILBISS CO., Toledo—At fac- 
tory and at field schools, company 
instructors are conducting two 
classes. A five-day auto refinishing 
class is being held at the Toledo 
factory school. Following this ses- 
sion, regional field schools are hold- 
ing classes for jobbers in Los An- 
geles and Seattle in October. At- 
tendance at the factory school is 
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without charge for instruction or 
equipment. However, a nominal 
charge is made for attendance at 
field schools. 

ELECTRIC AUTOLITE CO., To- 
ledo — Specialized electronic semi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technol- 
ogy upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., To- 
ledo, O. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 


Jaguar Adds 3 Outlets 


NEW YORK.— Appointment of 
three more dealers in Canada has 
been announced by Jaguar Cars, 
Ince. They are H. & H. Motors, 850 
Colborne St. Brantford, Ont.; 
Otonabee Motors, Ltd., 330 McDon- 
nel St., Peterborough, Ont., and 
Ric’s Motor Sales, 1537 Dufferin 
Ave., Wallaceburg, Ont. 





ee 
partment TS-20, 1108 Jackson 
Omaha 2, Neb., for additional jg 
formation. 

OKLAHOMA STATE TECH, 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air 
ditioning is being offereg 
course will include both theory and 
practical experience on the 
lation and repairing of the 


equipment, George Mitchel] wij rs 


the instructor. 

RAYBESTOS DIVISION, Bridge. 
port—A complete brake ge 
course will be held at the Ray 
Brake Service School and w, 
Shop located at Stratford, 

This course will consist of five 
consecutive daily sessions, 
session going from 8 a.m. to 4 P.m, 
All phases of brake service wor, 
such as major adjustments, 
adjustments, and complete brake 
overhauls of all types of both new 
and old brake systems Will be 
covered, Personal instruction jg 
augmented by a technica] go 
color, motion picture showing aq. 
justment procedure and trouble 
shooting procedure as well gg 
changes made in 1961 brakes, Ip. 
dividuals who successfully complete 
the course will receive a certificate 
showing that they are qualifieg 
to work on all types of auto. 
(Continued on Page 47, Col. 3) 
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Home of the Speedway...is Always Racing Ahead! 
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motive brakes, The course will be 


s*| conducted by A. D’Andrea, director 


Conference for Jobbers— 


Jobbers from 26 states and the District of Columbia attend Bear Mfg. Co.'s two-day 
National Jobber Conference to exchange sales methods, learn more about unitized- 
body straightening procedures and equipment, and to view demonstrations of new 
machines like the No. 162 Power Rack shown here. 


of service training. For further in- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport, 
Conn. 

SUN ELECTRIC CORP., Chica- 
go—Four-hour evening sessions on 
test equipment operation and tune- 
up procedure are being offered Oct. 
30 and 31, Each class is completed 
in three days. A $40 tuition fee is 
required, For further information on 
various branch schools, contact any 
regional sales manager at the fol- 
lowing Sun branch offices. Chicago; 
Passaic (New York), N. J.; Arling- 
ton (Boston), Mass.; Buffalo; Pitts- 
burgh; Philadelphia; University 
City (St. Louis), Mo.; Memphis; 
New Orleans; Atlanta; Minneapolis; 
Kansas City; Oklahoma City; Hous- 
ton; Portland, Ore.; Dallas; Los 
Angeles; New Berin (Milwaukee), 
Wis.; Indianapolis; Detroit; Cleve- 
land; Cincinnati; Washington; 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 46) 










Charlotte (Atlanta), Ga.; Jackson- 
ville, Fla.; Omaha; Denver; Oak- 
land, Calif.; Seattle and Spokane. 
SUNNEN PRODUCTS ©CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 


Dimmit Shows Them 


CLEARWATER, Fla, — Larry 
Dimmitt, Inc. (Chevrolet-Cadillac), 
to acquaint customers with work 
of two new frame-contact lifts and 
new high-pressure equipment in 
the lubrication department, charg- 
ed only 99 cents for a lube job in 
a two-day promotion, 





DURING THE YEAR... 


65,300" Families 


PLAN TO BUY CARS IN 


INDIANAPOLIS 


*According to the 1961 Consumer Analysis, 
but this may be a conservative estimate be- 
cause records of the Indianapolis Auto Trade 
Association show more than 72,000 cars pur- 
chased last year in this auto-conscious market. 


In Indianapolis—automotive minded all year 
and proud of its distinction as the world’s racing capital—impulse is a 
major reason and the best persuader continues to be The Indianapolis 


Star and The Indianapolis News. 


‘These growing, 


community-accepted newspapers sell convincingly in 


Indiana's rich 45-county central area. In this bountiful region, boasting 


an effective buying income of 


$4,300,000,000 


Advertising in Indiana’s largest morning and evening newspapers reach 
53.1% of all families. Six days a week 377,867 copies of The Star and The 
News are read by above-national-average-income families. 


And on Sundays The Star almost triples the circulation of its nearest 
Hoosier competitor, The South Bend Tribune. Only The Sunday Star goes 


into 336,125 Indiana homes. 


Youre in...in Indiana 


with The STAR and The NEWS 


Morning & Sunday 


The Indianapolis Star and The Indianapolis News «+ Kelly-Smith Co., National Representatives 
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Co., 7910 Manchester, St. Louis, Mo. 
THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-M atic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MEG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, DIL, offers 
a complete wheel-alignment in- 
struction course, Classes will be 
conducted in the company’s labora- 
tory garage. A one-week advance 
notice is required. Address all in- 
quiries to 2171 S. Ninth St., Spring- 
field, Ill. 


Canadian Offers 
Repair Fenders 


Of Fiberglass 


TORONTO, — Adam Citron is 
probably the one motorist in Can- 
ada who doesn’t mind how much 
salt is used on slushy roads. He’s 
building coast-to-coast sales on re- 
placement fenders that won’t rust 
or corrode under any conditions, 
are stronger than metal and cost 
about half the price. 

The fenders are made of fiber- 
glass and Citron still can’t under- 
stand why he was among the first 
in Canada and the United States 
to develop them in the auto parts 
business. 

Eight years ago, Citron and his 
wife arrived in Toronto as Euro- 
pean immigrants with $5 in cash. 
His wife had studied English in 
Poland for three months, but Adam 
didn’t understand or speak one 
word of it. Eventually, he built a 
gas station into a supplier of re- 
built hoods and fenders. 

Today, as owner of Plaza Auto 
Parts and Plaza Fiberglass Mfg., 
and with interests in two other 
companies, he employs 50 people 
and has sales in the neighborhood 
of $750,000 a year. 

A little over two years ago he 
felt there was a “need” for a fen- 
der that wouldn’t rust and would 
make an economical replacement 
for ones damaged by collisions or 
driving conditions. The physical 
characteristics of fiberglass made 
it the only material for the purpose. 

But development of the fender 
was a difficult do-it-yourself project 
for the man who had mended so 
many hundreds in metal. He spent 
almost $10,000 on it. 

Finally, he found that fiberglass 
mat with a reinforcing and harden- 
ing agent that he “mixed up” gave 
him a fender that satisfied him. 

At the moment, he is developing 
fiberglass car hoods and has molds 
for 16 different car models. 





Inflates to 20-30 feet. Use vacuum cleaner 
or gas—fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas watiens, ann 
store openings. Cost U. 

uine neoprene. While they Inst #, “pus 
50 cents post. and handling. 

postpaid. Send check or M.O. to: 


PRESTON’S, 106-A Main St., ol N. Y. 
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July and 2,067 in August a Year 
ago. 

By makes, registrations 
Chevrolet, 324; Ford, 217; 





Sales Conditions in Various Areas... 
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Auto Market Reports 


Norfolk 


New-car registrations in the 
Norfolk - Portsmouth metropolitan 
area during August topped the 
previous month last year to raise 
hopes that 1961 might yet top 1960. 

Registrations of 1,630 in August 
boosted the year-to-date total to 


1; Imperial, 1; Willys, 1; Jaguar, 
1; MG, 1; Morris, 1; Opel, 1; 
Taunus, 1; Volvo, 1. 

New-truck registrations: Ford, 
62; Chevrolet, 47; GMC, 26; Inter- 
national, 9; Dodge, 5; Falcon- 
Ranchero, 2; Willys, 1; miscellane- 
ous, 6. 

—KeENn BALDWIN 

* 


with 304 and Oldsmobile with 185. 
A breakdown of other U. S. makes 
follows: 

Buick, 113; Special, 86; Cadil- 
lac, 42; Corvair, 95; Chrysler, 52; 
Comet, 69; Dodge, 7; Dart, 66; 
Lancer, 21; Falcon, 152; Imperial, 
2; Lincoln, 8; Mercury, 44; F-85, 
31; Plymouth, 102; Pontiac, 81; 





210; Rambler, 105; Corvair, gg. 
Valiant, 75; Plymouth, 72; Pop. 
tiac, 71; Comet, 69; Oldsm 
67; Volkswagen, 52; Cadiliac, 59. 
Mercury, 49; Tempest, 49; : 
47; Chrysler, 46; Dodge, 46; F-85, 
35, and Buick Special, 28. 
Lancer, 24; Renault, 24; Stude. 
baker, 21; Fiat, 16; Mercedes-Benz, 
15; Volvo, 11; Triumph, 10; Austip. 
Healey, 8; Lincoln, 8; MG, 8; Poy. 
geot, 8; English Ford, 7; Imperial, 
5; Simca, 4; Hillman, 3; Metropojj. 
tan, 3; Jaguar, 2; Saab, 2; Vayy. 





11,717, compared to 1,530 a year <6 hall, 2, and miscellaneous, 12 

ee A . Tempest, 38; Rambler, 134; Stude- ye a : 
— the like 1960 Minneapolis baker, 19; Valiant, 97. . Ss New-truck registrations  totalleg | 
period. Would you mind high-pressur- | 167 in August, compared with 1 


Chevrolet continued the leader 
with 277 for the month, Other 
makes: Ford, 189; Falcon, 163; 
Renault, 154; Pontiac, 112; Ram- 
bler, 97; Corvair, 95; Dodge, 72; 
Buick, 69; Comet, 65; Plymouth, 
58; Oldsmobile, 46; Volkswagen, 
46; Valiant, 36; Chrysler, 31; 
Cadillac, 28; Mercury, 18; Stude- 
baker, 16; Peugeot, 10, 

Hillman Rover-Sunbeam, 6; Mer- 
cedes-Benz, 5; Simca, 5; Lincoln, 
4; Austin, 3; Fiat, 3; Metropolitan, 
3; Porsche, 2; Triumph, 2; DeSoto, 





New cars delivered in Hennepin 
County (Minneapolis) totalled 2,285 
in August, down from the 2,987 cars 
delivered in August, 1960, according 
to Finance and Commerce, busi- 
ness newspaper. 

This dropped the eight-month 
total farther behind last year’s 
pace, from 29,608 to 25,126. Deliver- 
ies have lagged behind 1960 totals 
every month this year. 

Among domestic makes, Chevro- 
let took the lead in August with 
407 cars delivered, followed by Ford 


A breakdown of foreign-car de- 
liveries by makes follows: Austin- ; * 
Healey, 11; English Ford, 2; Fiat,| %0”- 
4; Mercedes-Benz, 2; MG, 4; Mor- 
ris, 8; Peugeot, 1; Renault, 2; Tri- 
umph, 24; Volkswagen, 52; Volvo, 
7; miscellaneous, 13. 

New trucks delivered during 
August totalled 227, as compared 
with 251 in August, 1960. A break- 
down by makes follows: 


Chevrolet, 75; Divco, 1; Dodge, 


The Free Press 


offers you the current and continuing 
study of the ever-changing profile of 
the Greater Detroit Market. 


The second annual Top Ten Brands 
study now enables you to make com- 


ing me? I hate to make deci- 





wagen, 5; White, 2; Willys, 2; mis- 
cellaneous, 5. 
—Donatp M. Lyons 


Washington, D. C. 


New-car registrations in the Na- 


15; Ford, 89; GMC, 6; International, | tional Capital area totalled 1,900 in 
37; Mack, 1; Studebaker, 13; Volks-| August, compared with 1,982 in 










a month earlier and 187 a yoegp 
earlier, 

By makes, they were: Ford, 7%. 
Chevrolet, 52; GMC, 17; Interna. 
tional, 11; White, 4; Dodge 2 
Willys, 2; Divco, 1; Mack, 1, ang 
miscellaneous, 1. 

* * * 


Providence 


New-car registrations in Proyj. 
dence totalled 1,170 during August, 
compared with 1,328 the previous 
month. 

By makes, they were: Ford, 
306; Chevrolet, 264; Rambler, 1%; 
Plymouth, 93; Comet, 45; Pon- 
tiac, 43; Dodge, 39; Oldsmobile, 
36; Buick, 33; Volkswagen, 23; 

Renault, 22; Cadillac, 20; Volvo, 
18; Chrysler, 16; Mercury, 10; 
Studebaker, 6; Lincoln, 5; Hill- 
man, 2; Saab, 2, and miscellane- 
ous, 63. 

New-truck registrations amount- 
ed to 104, compared with 122 a 
month earlier. By makes: Ford, 32; 
Chevrolet, 26; International, 25; 
GMC, 8; Volkswagen, 5; Dodge, 2; 
Mack, 1, and miscellaneous, 5, 

—THoMAS L, Forses 
* * * 


Charlotte, N. C. 
New-car sales in Mecklenburg 
County (Charlotte), N. C., totalled 
821 in August, while the new-truck 
count was 135. 
Car registrations were: Chey- 


a 


woe--.- ee ~ 


A 


rolet, 169; Falcon, 151; Ford, 143; t 
. : . ‘ Corvair, 61; Oldsmobile, 41; S 
parisons with last year. It provides basic Buick, 33; Rambler,. 32; Pontiac, V 
y = 31; Plymouth, 26; Dodge, 23; s 
data about current incomes, buying Cadillac, 18; Comet, 15; Chrysler, 
12; Valiant, 12; Mercury, 6; a 
power and brand preferences in the Studebaker, 4; Lincoln, 2, and y 
miscellaneous, 42. 0 
combined ABC City and Retail Trading Truck registrations were: Ford, 
50; Chevrolet, 38; International, 24; e 
Zones GMC, 11; White, 4; Dodge, ]; i 
5 Mack, 1, and miscellaneous, 6. c 
* * * 
’ 1 ° ° di 
You'll find consumer preferences in Sioux City, Ia. : 
j j Only 186 new-car registrations A 
this market for Foods, Automobiles, wate Pencrded ierian Haaneaee 
‘ “ : ‘ Woodbury County (Sioux City), Ia 
Cosmetics, Toiletries, Appliances, That figure competed. wiki 
: th earli d 282 a year 
a UV Tobaccos, as well as data on buying a " s 
: ‘ . . B k Septembe -gistra- 8a 
locations and retail shopping habits. tiene weme! Chevrolet, 03; GE Un 
33; Oldsmobile, 14; Pontiac, 14; ti 


TOP TEN BRANDS 
STUDY 





This current and continuing research 
gives profitable direction to your 


Detroit marketing. 






Rambler, 13; Dodge, 12; Plym- 
outh, 11; Buick, 9; Cadillac, 9; 
Volkswagen, 8; Comet, 3; Stude- 
baker, 3; Imperial, 1; Lincoln, 1; 
Mercury, 1, and miscellaneous, 2. 
The new-truck count was 32, 





compared with 35 both in August mi 
and in September, 1960. By makes: ue 
A ee Ford, 14; Chevrolet, 11; Interna- M 
tional, 4; Dodge, 1; GMC, 1, and wi 
PRIMARY Willys, 1. z 
TOOL FO To arrange for your Top Ten Brands study eisai = 
R clinic, or get additional information, call A total of 1,709 new cars were J 2° 
j j i Z registered in the Dayton area in 
SOUND or write Cyril Brown, National Sales Man Fert igpe er men rapes 
MARKETING ager—or our National Representatives. July. , 
Registrations by makes were: ing 
AND Chevrolet, 407; Ford, 242; Cor- co 
vair, 196; Falcon, 131; Rambler, = 
87; Pontiac, 15; Buick, 72; Olds- 
PLANNING mobile, 54; Dodge, 52; Comet, 44; $| 
Volkswagen, 34; Plymouth, 33; 
IN THE Tempest, 32; Cadillac, 27; Val- 
iant, 27; Renault, 26; Chrysler, 
GREATER p¢ 22; Lancer, 22; Mercury, 21; F-3, 
g ie LOT ree C$ 19; Fiat, 19; Buick Special, 1; 
DETROIT Studebaker, 10; Lincoln, 3; Im- 
MICHIGAN'S ONLY MORNING NEWSPAPER perial, 6; Mercedes-Benz, 5; MG, 
NATIONAL REPRESENTATIVES: STORY, BROOKS & FINLEY 3; Triumph, 3; English Ford, 3 
MARKET Opel, 2; Willys, 1, and miscellane- Mili 
ous, 12. a 
Truck registrations numbered 115 on 
in August, compared with 118 4 
month earlier. By makes, they toa 
were: Ford, 49; Chevrolet, 31; GMC, cust 
15; International, 9; Dodge, 4 ma 


Willys, 1, and miscellaneous, 6. 
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ws New. ee 





in Parts and Accessory Distribution 


vyORK.—The credit de- 


v 
ieeen: of the Motor & Equip- 
ment Manufacturers Assn. has 
completed a survey and analysis of 
the com! arative operations of 24 
representative independent ware- 
house distributors for 1958-60. 


The survey also shows average 
comparative figures on 410 jobbers- 
redistributors for 1960. 

Total sales of the warehouse 

distributors in 1960 amounted to 

$23,853,832, a gain of 6.46 percent 

over 1959 sales of $22,406,017, 
MA said. 

Tease 1960 warehouse sales of 
$993,910 exceeded the average sales 
of the jobbers-redistributors’ $463,- 
673 by more than 100 percent for 
the second straight year. 

The gross profit trend for ware- 
house distributors continued up- 
ward, the survey showed, increas- 
ing from 20.7 percent in 1959 to 
91.4 percent in 1960. : 

At the same time, expenses in- 
creased to 18.3 percent of sales in 
1960, compared with 17.5 percent in 
1959, MEMA said. 

Net profit on sales fell from 
2.5 percent to 2.3 percent and net 
profit to net worth declined from 
15.7 percent in 1959 to 11.9 per- 
cent in 1960, MEMA said. 

Average collection period for re- 
ceivables increased from 43 days 
in 1959 to 45 days in 1960. Monthly 
income of $83,356 compared with 
$80,227 average monthly cost, made 
up of $65,059 in cost of goods sold 
and $15,168 operating expenses, 
MEMA said. 


Pacific ise Plans 
Three Seminars 


On Management 


PORTLAND, Ore.—A new fea- 
ture of the 1962 Pacific Automotive 
Show, to be held here March 21-25 
will be a series of management 
seminars. 

Called ‘“New Dimensions in Man- 
agement,” the three-hour seminars 
will be held before the show opens 
on the first three mornings. 

The discussions will cover gen- 
eral management, finance, market- 
ing, labor relations, business psy- 
chology and human relations, 

Plans for the seminar were 
drawn up by a special committee 
headed by R. D. Wootten, Berkeley 
Automotive Center, Berkeley, Calif. 

oe. 


Accessory Line to Bow 


NORWALK, Conn.—A line of 
auto accessories, including side- 
view mirrors, seat belts and other 
safety products will be introduced 
this winter by Brite-Vue Automo- 
tive Products. 


Autolite Offers 


Transmission Kits 


DEARBORN.—Motorcraft trans- 
mission repair parts and kits, prod- 
ucts of Autolite Division of Ford 
Motor Co., will be available through 
wholesale distributors according to 
E, R. Stroh, Autolite general sales 
manager. 

Autolite-trained instructors are 
now schooling garage and fleet me- 
chanics in the use of these kits, 
which are for use on all Ford auto- 
matic transmissions from 1951 on. 
_ Stroh said that Autolite is mak- 
ng available a diagnosis reference 


SELL 4x4 VEHICLES? 
_Se// the best!... 


USKY 
HUB! 


Millions of customer proven miles have made Trade 
nds the largest manufacturer of free-wheeling hubs. 
@ Husky is self-engaging, never requires rocking 
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wheel which provides a quick guide 
to the repair parts needed for each 
transmission job. Transmission cat- 
alogs and wall charts are also fur- 
nished for part identification and 
service. 


o* om 

Wolf’s Head Oil Is Cited 

OIL CITY, Pa.—Wolf’s Head Oil 
Refining Co. has been honored by 
the Automotive Service Industry 
Assn. in recognition of “exemplary 
and enduring service” to the auto- 
motive industry and as a respected 
industrial citizen of its community 
for 82 years. 


* 


* * * 
Weatherhead Begins Series 


Of Import Parts Meetings 


CLEVELAND. — The first in a 
series of meetings by Weatherhead 
Co. to familiarize jobber and ware- 
house salesmen with its imported 
car parts line was held in Phila- 





delphia by C. W. Stoneburg, sales 
manager for this automotive line. 

The meeting was attended by 
about 25 imported car parts dis- 
tributors and salesmen in the 
Philadelphia area. A manufacturer 
of original equipment parts for 
every United States manufactured 
automobile, Weatherhead, through 
recent domestic and overseas diver- 
sification moves, has arranged to 
supply imported car parts on a 
nationwide basis. 

* * * 


Bosch Merchandising Kit 


NEW YORK.—Robert Bosch is 
offering to dealers of Robert 
Bosch Thermo-elastic Spark Plugs 
a complete new kit of merchandis- 
ing aids. Included in the kit is a 
participation in the Robert Bosch 
Thermo-elastic Spark Plug Wide- 
Range Gift Program, a free gift 
catalog, a spark plug technical 
book, spark plug catalog, folders, 


stuffers, a cooperative good will 
promotion, details on a_ special 
spark plug assortment, and a com- 
plete insert explaining all the sales 
aids and point of purchase mate- 
rial, 


x * * 
ASIA’s Young Executives 


Issue Membership List 


CHICAGO, — More than 300 
wholesaler, manufacturer, ware- 
house distributor and rebuilder 
young executives are listed in a 
membership directory published by 
the Young Executives Forum of 
the Automotive Service Industry 
Assn. 

The directory lists members al- 
phabetically by states and com- 
panies. Information includes com- 
pany names, addresses, young 
executive representatives and their 
titles. 


* * * 


New Rubber Compound 


Used for Brake Parts 


ST. MARYS, O—A new rubber 
compound is being used in the 
manufacture of brake cylinder cups 
to end corrosion damage in auto- 
motive brake replacement kits dur- 
ing shelf storage in auto supply 
houses. 

The new cylinder cups are being 


49 


made in Goodyear Tire & Rubber 
Co.’s molded and extruded goods 


department here. 
* * *” 


Calif. Convention Nov. 17-19 


SAN DIEGO, Calif—The fourth 
annual convention of the California 
Automotive Wholesalers Assn. will 
be held Nov. 17-19 in the Stardust 
Motor Hotel here. 

oe a * 


New East Coast Office 


Opened by Hennessy 


WEST PATERSON, N. J.—East 
Coast Division headquarters for 
Jack P, Hennessy Co., Inc., and the 
affiliated Three Star Sales Corp., 
sales and sales-promotion special- 
ists in automotive service and 
merchandising equipment, an- 
nounces the completion of their 
new Office building here at 110 
Lackawanna Ave. 

The firms also have offices in 
Los Angeles and Chicago. 

* * * 


New Line of Heads 


GARLAND, Tex.—Mustang Divi- 
sion of Rebuilders, Inc., has an- 
nounced a new line of exchange 
cylinder heads that come either 
stripped or fully equipped and 
ready to install. 





“Our sales increased by 170,000 gallons last year, givingus 20 years’ association with Texaco we've enjoyed steady 


a total of 1,536,000,” says Melvin Moritz, National Petro- . 
leum Products Co., Wentsville and Troy, Missouri. “In many ways. We know it pays to sell the best... TEXACO. 


6 reasons why you can grow with Texaco 


1. The best retailer policy — 


credit card honored under one 


growth. And Texaco is really jobber-minded—helps us in 


TUNE IN TO 


THE HUNTLEY - BRINKLEY 





orrolling. Unlike others, the Husky can’t bind through 
. Never requires tools, just a twist of the fingers 

jj Because its engineered with all operating condi- 
Hons in mind. Model for any vehicle. Keep your 
jaauomers happy with his 4x4... sell the best! Write 
m literature and name of nearest representative to: 
RADE WINDS, INC., Box 9764, Boulder, Colorado 


Texaco helps its Dealers. 22,502 
Dealers have been with us for 
more than 10 years. 

2. Texaco is jobber-minded. 
Proof: 842 Consignees and Dis- 
tributors have been with us over 
20 years, some over 45 years. 

8. The best opportunity to cash 
in on “touring” business—because 
when Texaco customers are tour- 
ing they stop at Texaco stations. 
4. The best customer credit card 
~—in fact, the only petroleum 


sign in all 50 states, and in 
Canada, too. 

5. The best national advertising 
program, year after year...con- 
stantly selling Texaco Products 
and Dealer service. The best sales 
promotional material to help 
build customers. 

6. The best petroleum products, 
known and accepted nation-wide. 
Continuous research and develop- 
ment insure that Texaco will al- 
ways have outstanding products. 


REPORT, MONDAY THRU FRIDAY, NBC -TV 


SALES MANAGER, TEXACO INC AN-10 
135 EAST 42nd STREET, NEW YORK 17, N.Y. 


| would like to get complete information about the pos- 
sibility of teaming up with Texaco as a C] Distributor 
[-] Consignee [_] Dealer. Some investment is required. 


COAT ecenct se rseenesyresenicicinassnninnagpecnmeemeeneananmenaeniintinaeseeiines-& 
STREET 

CITY. 

OO, 


PRIN Essien serene peeeerereeeapstnensnenieieeisterRSESinemEED 
on an onan an oman t AACO inc. 
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"59 °60 59°60 "59 + °60 
Oct. Nov. Dec. 
Prices of 





Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. aoe 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct. 3. Despite 
inclement weather activity still good, How- 
ever a higher degree of selectivity shown. 
Sold 204 cars from 270 consignments. 


BUICK—’59 LeSabre 2-dr. hardtop, $1,495* 
(ps). 


58 Century 4-dr., $1,020* (ps); RM 
conv., $990* (ps). 

’57 Super 4-dr. Riviera, $690* (ps); 
Special 2-dr, Riviera, $485*; 4-dr., 
$420*. 


°56 Super 4-dr, Riviera, $440* 
dr. Riviera, $130* (ps); 
$380* (ps); conv., $310* (ps); 

r., $300* (ps). 

’55 Special 4-dr, Riviera, $325*; Century 
2-dr, Riviera, $325* (ps); Super 2-dr. 
Riviera, $105* (ps), $110* (ps). 

°54 Special 2-dr., $120*, 

*52 Special 2-dr. Riviera, $100*. 

CADILLAC—’60 de Ville 2-dr. hardtop, 
$3,560* (ps); Eldorado conv., $2,550* 


(ps). 
"59 (62) 2-dr. hardtop, $2,770* (ps). 
’5T (62) 4-dr., $1,165* (ps). 
CHEVROLET—’61 Bel Air (8) 4-dr., $1,- 
860* (ps). 
60 Corvette (8) conv., $2,300; 
(8) sport coupe, $1,950* (ps), 


(ps); 2- 
Special 4-dr., 
RM 4- 


Impala 
$1,680*; 


Average Price of Used Cars Sold at Auction 


RAMBLER—'59 American (8) station wag- 


(Compiled by Automotive News from Auction Reports.) 



















» » » 61 760 «°61 760 «7°61 760 +61 "60 «61 "60 =|’61 760 «+61 760 «61 "60 =’61 
_ Fen. April May dune duly Aug. Sept. ou 
°61ls added and ’53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
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(ps); (88) Super 4-dr., $780* (ps). ’56 Fairlane (8) 4-dr., $250. Commuter 4-dr., $2,175*. 
57 (98) 4-dr., $790* (ps); (88) Super 2- 55 Thunderbird (8) conv., $900; Custom ’60 Monterey 2-dr., $1,600*. 

dr. Holiday, $600* (ps); 4-dr., $560* (8) 4-dr., $310. *59 Commuter 4-dr., $1,400* (ps). 

(ps). ’54 Custom (8) 4-dr., $280. "57 Commuter 4-dr. (9 pass.), $650* 
56 (88) Super 4-dr., $585* (ps); 2-dr. | LENCOLN—’60 Continental 2-dr, hardtop, (ps); Monterey 2-dr., $515*. 

Holiday, $450* (ps), $250* (ps); (88) $3,275* (ps). OLDSMOBILE—’60 (88) Super 4-dr. Holi- 

4-dr., $475* (ps); 2-dr, Holiday, $250* ’58 Premiere 2-dr. hardtop, $1,120* (ps). day, $2,140* (ps). 

(ps). MERCURY—’61 Meteor 4-dr., $2,250* (ps); ’59 (88) 2-dr. Holiday, $1,800* (ps); 4- 


’54 (88) 2-dr. Holiday, $100* (ps), 
PACKARD—’55 Clipper 2-dr., $435* (ps); 
2-dr, hardtop, $140* (ps); 4-dr., $130*. 
PLYMOUTH—’61 Fury (8) conv., 2 at 
$2,000* (ps), 2 at $1,810* (ps), $1,- 
780* (ps); Valiant (6) 4-dr., $1,575* 
(ps), $1,565* (ps). 
’60 Fury (8) 4-dr. hardtop, $1,525* (ps); 


2-dr, hardtop, $1,500* (ps); Valiant 
(6) 4-dr., $1,210*, $1,030*. 

’59 Belvedere (8) 4-dr., $1,050* (ps), 
$1,020*, $900*. 


’58 Belvedere (8) 4-dr, hardtop, $590*. 





’57 Plaza (6) 2-dr., $250, $150; Belve- 
dere (8) 4-dr, hardtop, $150*. 

’55 Suburban (6) 4-dr. Custom, $200*; ALABAMA MICHIGAN 
Belvedere (6) 2-dr. hardtop, $150; Sa- —_—_—_—_—_—_——_—_—_—K—K—K—K—r«<—<—xKxK—sa___ 
voy (8) 4-dr., ae tH ws ee, "i 

PONTIAC—’60 Bonnevil 4-dr. sta, A 

025" (ps); Catalina Safari 4dr $1,.| JOHNSON AUTO ptco 
760* (ps). 

’59 Chieftain sport coupe, $010°. DETROIT'S 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 


"58 Star Chief 4-dr., $' 
57 Super Chief 2-ar. 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 1/2 mile from Detroit City Limits 


$740* 
(ps). 
’56 Chieftain 4-dr. Catalina, $420*; 2-dr., 


$240*. 
’55 Star Chief 4-dr., $330* (ps); Chief- 
$100* 
$140*, 


Catalina, 


tain 4-dr., $170*, 
54 Star Chief 24s 
$100* (ps); 4-dr., 








Catalina, 


nae COLORADO 





on 2-dr., $590*. 





conv., $1,840* (ps); sport sedan, $1,- ’ 
; ? 58 Super (6) Cross Country 4-dr., $950*. 
soso ee eee fees. es “ ’55 Deluxe (6) Cross Country 4-dr., Colorado Auto Auction MELVINDALE, MICHIGAN 
(3) 4-dr., 2 at $1,520*, ont ae evel a are aS (8) 4-08 4285 So. Santa Fe, Ltetes, Colorado PHONE: DUnkirk 3-0150 
*, $1,485*, $1,445*, $1,440* (ps); - Phone: - 

Bel ‘Air’ (6) 4-dr., $1,475, $1,460°, | wasGELLANEOUS — °ST Chevrolet 1-ton A ae) 
ee es ae ge a. hee | ee oe SALE EVERY TUESDAY y 
235;' Corvair (6) 4-dr.. $1,215*, $1,-| ‘91 Ford pickup, $200. 11:00 A.M. 
060. 

’59 Impala (8) conv., $1,430* (ps), $1,- DETROIT George A. Lamb Norman Early NEW JERSEY 
380*; Bel Air (6) 4-dr., $1,130*, $1,- Owners & Operators 
100*' (ps), $1,090*, $1 040: o-ar.. $1.- Aptco Auto Auction, Prices are for sale pe 











040, $995, 2 at $940, $925, $880; Bel 


Air (8) 4-dr., $1,070*; Parkwood (6) 
4-dr., 2 at $1,100, $1,050; Biscayne 
(6) 2-dr., $930. 


"58 Nomad (8) 4-dr., $850*, $725*; Bis- 
cayne (6) 4-dr., $850* (ps); Brook- 
wood (8) 4-dr., $845*; Delray (6) 4- 
dr. taxi, $235. 

57 Bel Air (8) sport sedan, $825* (ps); 
One-fifty (6) 2-dr., $385; Two-ten (8) 
2-dr., $245*. 

56 Bel Air (8) 2-dr., $435*; 4-dr., $220*. 

55 Two-ten (6) 2-dr., $210*, $150. 

’54 Two-ten (6) 4-dr., 2 at $100*. 

CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,535* (ps); NY 4-dr., $1,305* (ps). 

"57 NY 4-dr., $820* (ps). 

*56 NY 2-dr. hardtop, $640* (ps). 

DeSOTO—’57 Fireflite 4-dr. hardtop, $400* 
(ps). 
53 Powermaster (6) 4-dr., $100*. 
DODGE—’60 Phoenix (8) 4-dr. hardtop, 


of Oct. 4. Sale every Wednesday. 
BUICK—’60 LeSabre 


CADILLAC—’61 (62) conv., $4,290* (ps). 


). 
CHEVROLET—’61 Impala (8) conv., $2,- 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market 


2-dr., $1,725* (ps). 
’57 RM 4-dr., $675* (ps), $550* (ps). 
’56 Century 2-dr. , $365* (ps). 


Minutes from New York City 

















’60 de Ville 2-dr. hardtop, $3,510* (ps), 
$3,260* (ps). 

°57 (60) Special 4-dr. hardtop, $1,400* 
(ps 


CONNECTICUT 









NEW ENGLAND'S OLDEST 


AUTO AUCTION 


400* (ps); sport coupe, $2,165* (ps), 


$2,160* (ps), $2,160* (ps); sport AND BEST 
sedan (8), $2,165", $2,150": Gintons Dealers Auto age in = ISth Year of 
(6) 4-dr., $1,710. Continuous Operation. 


*60 Impala (8) sport coupe, $1,830* (ps), DUAL LANE SALE 





$1,685*; conv., $1,795* (ps), $1,725* 

(ps); 4-dr., $1,700*; Brookwood (8) 4- Sales every Wed.—I11:30 A.M. 
dr., $1,600*; Biscayne (6) 4-dr., $1,- Southern Auto Sales, Inc. 
500*; 2-dr., $1,375*; Bel Air (6) ‘4-dr. ‘ Warehouse Point, Conn. 


EXCLUSIVELY FOR AUTO DEALERS 
INSURED PICKUP AND 


$1,400* (ps). 
59 Impala (8) conv., $1,440* (ps), $1,- 
425* (ps); sport coupe, $1,395* (ps). 





FLORIDA 


$1,525° (ps). rockwool 6) far’ sues, So. | DELIVERY SERVICE 
, * rookw -dr., ’ ’ ; * 
a ate cae ene,” wena Ae. Biscayne (6) 4-dr., $990 (ps); Biscayne DAYTONA BEACH — Florida Auto 
56 Custom Royal (8) 4-dr, hardtop, Sr ee $950*; Delray (6) 2-dr.,{ Auction. City Airport. Tues. 10 MINIMUM RATES 
270°. . Deal , 
oe Coronet (6) 2-dr., $100. ’57 Bel Air (8) sport coupe, $1,020* (ps), A.M. er-owned. Dealers only. We issue auction checks— 
FORD—’61 Falcon (6) 2-dr., $1,460. tor: <a); wien gTeee'¢ a Weltthen Guarantee titles. 
60 Fairlane 500 (8) 4-dr., $1,750*, $1,- ps); sport sedan, ps); Two-ten Ce od . 
300* (ps), $1,275*, $1,250*; 2-dr., $1,-| | (6) station wagon 4-dr., $700*. WEST PALM BEACH — Florida’s Dual Lane Sal Auctioneers 
230*; Country Squire (8) 4-dr., $1,475*| "56 Bel Air (8) 2-dr., $350*, Insured By 
(ps); Falcon (6) 4-dr., $1,200*; 2-dr.,| ’55 Bel Air (8) sport coupe, $400*, big, quality auction. Thursdays. AUCTION INSURANCE AGENCY, 
$1,070: Galaxie (8) starliner, $1,200*; sees oycipii Windsor 4-dr., $1,320* W. Palm Beach Fairgrounds. Birmingham, Alabama 
Fairlane (8) 4-dr., $1,200*, ps). 
'59 Country Sedan (6) 4-dr., $1,200*;| "56 NY 2-dr. hardtop, $600* (ps). EVERY TUESDAY AT NOONI 
Galaxie (8) conv., $1,170*, $1,035" | COMET—'61 Comet 2-dr., $1,500. MARYLAND 
(ps); Fairlane (8) 2-dr., $1,000*; 4- 60 Comet 4-68 > $1;245*,.91,525¢, $1,280; | ON ROUTE 46 
dr., '$925*; Fairlane 500 (8) conv., station wagon 2-dr., $1,300, BEL AIR—Bel Air — Auction. Ti- CALDWELL TOWNSHIP, N. J. 
$690* (ps); Custom 300 (8) 4-dr., DeSOTO — ’57 Firesweep 2-dr. hardtop, tles, checks guaranteed. Cars oy 4 . 
$510°*. $470* (ps). ed. Th 12 a Establish CApitol 8-0100 for Reservations 
57 Fairlane 500 (8) 2-dr., $480*; 2-dr,| DODGE—’61 Phoenix (8) 4-dr., $1,825*; lur., 2 noon. 


Victoria, $480*, $320°*; Custom 300 (8) 
4-dr., $300* (ps). 

°56 Main (8) 2-dr., $360; Fairlane (8) 
conv., $245*; 2-dr. hardtop, $230* (ps); 


Custom (8) 4-dr., $200*, 


54 Crest (8) 2-dr. Victoria, $180*; 4-dr., 
$150; Main (8) 2-dr., $125, 
53 Custom (6) conv., $100*; Ranch 
Wagon (6) 2-dr., $100. 
LINCOLN—’61 Continental 4-dr., $3,900* 
(ps). 
"59 Premiere 4-dr., $1,920* (ps). 
"57 Premiere conv., $660* (ps). 
MERCURY—’59 Monterey 2-dr. hardtop, 


$1.300* (ps); Park Lane 4-dr. hardtop, 
$950* (ps). 
57 Montclair 4-dr., $570* (ps); 2-dr. 
hardtop, $450*. 

56 Medalist 2-dr., $285. 

55 Montclair 4- dr., $225*. 


OLDSMOBILE—’ 60 (88) Super 4-dr., $2,- 
125* (ps); 4-dr. Holiday, $2,025* (ps). 
"59 (88) 4-dr. Holiday, $1,690* (ps), 
$1,110* (ps); Super (88) 4-dr. Holiday, 
$1,620* (ps). 
"58 (88) 4-dr. Holiday, $950*; 
dr., $910* (ps); (98) 4-dr., 


Fiesta 4- 
$950* 





FORD—’61 Galaxie (8) 2-dr. Victoria, $2,- 


Lancer (6) 2-dr, hardtop, $1,755; 4-dr., 
$1,485. 
’60 Pioneer (8) station wagon 4-dr., $1,- 
600* (ps); 2-dr. hardtop, $1,525* (ps); 
*59 Coronet (6) 4-dr., $1,060*. 


_ Ga ree iAP en RUC Sc RN 
MICHIGAN 








LUCA D, the Dealers’ Directory 


Flint Auto Auction, Inc. to Leading Auto Auctions. 


FLINT, MICHIGAN 
Exclusively for Dealers 


000* (ps). 
60 Thunderbird (8) conv., 
Country Sedan (8) 4-dr., 


$2,515* (ps); 
$1,635* (ps); 


Galaxie (8) 4-dr., $1,590* (ps); star- | ® “DUAL RING" 2 lines running simultane- 
liner, $1,560*, $1,435*, $1,400*; conv., ously, 
$1,500* (ps); 4-dr., $1,300*; Galaxie | @ Conveniently located in the heart of the 
(6) 2-dr., $1,420; Custom 300 (8) 4-dr., automobile world 
$80" =), $1,145; Custom (6) 2-| © Ten acres of completely fenced parking 
59 Galaxie (8) conv., $2,100* (ps);| _ 2"? 3 
Country Sedan (8) 4-dr., $1,225*;| © Always a fine selection of sharp cars, 
Custom ate - 2-dr., $925*; Custom | @ Friendly relations prevail at all times, 
(8) 2-dr., 2 at $900*. ec : 
’58 Fairlane 500 (8) conv., $750*; Coun- Congonial euctionsers. 
@ Fair management, 


try Sedan (8) 4-dr., $725; Custom 300 





(6) 2-dr., $525. MICHIGAN'S FINEST SALE 

’57 Fairlane 500 (8) 2-dr., $875*; conv., - 
$620* (ps), $615* (ps); Country Sedan 12:c0 LE EVERY WEDNESDAY 12:00 
(8) 4-dr., $570, $555; 2-dr., $425; Cus- | M. D. McCollum, Vice-President and Manager 
tom 300 ) 4-dr., $385*; Custom (8) | 3711 Western Road Phone Cédar 2-318! 
2-dr., $375. 











$$ 
Super 4-dr, 


dr., $1,800* 
$1,500* (ps). 


(ps); (88) 


’58 (98) 4-dr. Holiday, $970* (ps): 
4-dr, Holiday, $850*. * (88) 
PLYMOUTH—’61 Savoy (6) dP. $15 
’59 Savoy (8) 4-dr., $810* (ps). 510, 
’57 Suburban (6) Deluxe 2-¢.,, $400, 
PONTIAC—’ 61 Tempest (4) . 4-dr., $17 
Catalina 4-dr. Vista, $2,755" (ps), gy" 
355* (ps); Bonneville sport coupe, . 
650* (ps). 2. 
’60 Catalina Safari 4-dr., £2,150 (a); 
sport coupe, $1,935* (pe), Ss 
4-dr, Vista, $1,955*, tar Chiet 
’59 Catalina 4-dr. Vista, 41,665+ (pa); 
Safari 4-dr., $1,600* (ps): 8 
$1,250*. Port coup, 
58 Star Chief 2-dr. Cata lina, 
(ps). $1 1060* 


’57 Super Chief 2-dr. Catalina, $559 
’56 Star Chief 4-dr., $325* (ps), 
RAMBLER—’60 Rebel (8) stom station 
wagon 4-dr., $1,330*. 
*58 Custom (6) station wagon 4-dr, + th 
010*; Super (6) 4-dr., $5u5, 


FLINT 


Flint Auto Auction, Sale a Wednes. 
day. Prices are for sale of Oct. . Bold 196 166 
cars from 257 consignments. 


BUIOCK—’61 Invicta 4-dr. hardtop, $2; 
(ps); LeSabre 4-dr. hardtop, #2. 
(ps), $2,460* (ps), $2,455* (ps); Spe. 
cial Estate Wagon 4-dr., $2,315*' (ps), 

’60 LeSabre conv., $2, 230* (ps), $2,135¢ 
(ps); 4-dr., $2, 065* (ps), $1,965* ( 

’59 Electra de dr, hardtop, $1,565* ( 
LeSabre 4-dr. hardtop, $1,550*, $1,. 
375*, $1,525* (ps), $1,515* (ps), $1. 
505* (ps); 2-dr. hardtop, $1,525* (pg) 
$1,475*; conv., $1,500* (ps), $1,375 


$1,010*; 4-dr. Rivie 
$865*; Super 4-dr. Riviera, $1,o99s 
(ps). 


’57 Super 4-dr. Riviera, $765* (ps); Cep. 
tury 4-dr., $685* (ps); Special 2dr 
2-dr., $400, 

$280*; RM 4-dr., g2q50 


(ps). 
’58 Special 4-dr., 


Riviera, $650*; 

"56 Special 2-dr., 
(ps). 

(Continued on Page 51, Col. 1) 





NEW JERSEY 


N-A-D-E 
Every WEDNESDAY 11 A.M 
oa 


RT ma 


EVERY WEEK LANES 


Insured Checks and Titles 
EVERY WEDNESDAY at NOON 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 

Dealer Aute Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 

All Titles and Checks Guaranteed 


Eve 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guarat- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 


ALLENTOWN, PA. (In Kuhnsville) 
EVERY MONDAY AT NOON 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 
Consult this page each week for the nation's top auto auctions. 








ds) 
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$560*; 4-dr., $530; sport coupe, $400; 
Two-ten (6) 4-dr., $500; Delray, $485; 
z © * 2-dr., $445*, $440; One-fifty (6) 4-dr., 
g e $480. 
U se sar aor uc ion rices ’55 Bel Air (6) sport coupe, $675*; Bel 
# Air (8) sport coupe, $535*; conv., 
$435*; 4-dr.,, $355*; Two-ten (6) sta- 
5. tion wagon, $580*; 4-dr., $460; Two- 
D! ten (8) 4-dr., $555*, $410*; station 
_ (Continued from Page 50) wagon, $485*. 
; ’54 One-fifty station wagon, $295; Bel 
): 155 Spe 4-dr, Riviera, $175*. $1,955*; Brookwood (8) 4-dr., $1,700*; Air conv., $185*. 
ef LLAC—'61 (62) 2-dr. hardtop, $4,- Corvair 700 (6) 2-dr., $1,400*; 4-dr.,/| 53 Bel Air 4-dr., $110*. 
oars 0* ( 4-dr. hardtop, $4,035* (ps). $1,350*, $1,335, $1,200; Biscayne (6) 2- "52 Deluxe 4-dr., $155*. 
); 160 (62) conv., $3,420* (ps). dr., $1,325. ’51 Deluxe 4-dr.. $175*. 
i, 159 (62 - hardtop, $2,750* (ps). ’59 Corvette (8) conv., $2,285; Impala | CHRYSLER—’61 ‘Newport 2-dr, hardtop, 
: (6: Sedan de Ville, $1,290* (ps). (8) sport coupe, $1,720*, $1,535*, $1,- $2,560. 
oe — (62) r., $475* (ps). 520; Impala (6) 4-dr., $1,385; Brook- ’58 Windsor 4-dr. hardtop, $935. 
VROLI r—'61 Corvair (6) Monza 2- wood (8) 4-dr., $1,410*; Bel Air (8) "55 NY Town & Country, $775; 4-dr., 
CHE < 5: Corvair (6) 700 station 4-dr., $1,350*; Biscayne (8) 2-dr., $1,- $350* (ps); Windsor 4-dr., $200* (ps). 
an ir., $1,775. 135*; 4-dr., $1,010; Biscayne (6) 2- | DeSOTO—’57 Firesweep station wagon 4-dr. 
199 Imp: , (8) sport sedan, $1,810* (ps), dr., $1,115, $1,075*. (9 pass.), $785* (ps); 2-dr, hardtop, 
’ $1,760, $1,735%; sport coupe, $1,690; ’58 Impala (8) conv., $1,325* (ps); Del- 8635". 
. conv., $1,430; Parkwood (6) 4-dr., $1,- ray (8) 2-dr., $910, $800. 55 Firedome 4-dr., $280* (ps). 
, 505; Be! Air (6) 2-dr., $1,490 ; Bel Air ’57 Two-ten (8) station wagon, $775*; | DODGE—’60 Pioneer (6) 2-dr. hardtop, 
(8) 2-d1 $1,450*; Biscayne (6) 2-dr., 2-dr., $660*; 4-dr., $585*; Two-ten (6) $1,400; Seneca (6) 4-dr., $1,260. 
$1,415; Corvair (6) ata | 4-dr., $590; Bel Air (8) sport sedan, "59 Coronet (8) 2-dr. hardtop, $1,430* 
"325: Corvair (6) 500 4-dr., ’ . * . * ili (ps). 
ise Nomad (8) 4-dr., $1,575*; Impala a ae. (he); One-tsty (6) wtity sedan, | oo ’msren (8) d-0t., 01,000" (ps). 
6 “(8) sport coupe, $1,315*; sport sedan, ’56 Bel Air (8) sport sedan, $685*, $650*, 56 Custom Royal (8) 4-dr., $360*, 
$1,310 (ps), $1,265*; 4-dr., $1,195*; $560*; sport coupe, $660*; 2-dr., $585*: 53 Sierra (8) 2-dr., $100*. 
2 conv., $1,300* (ps); Bel Syd (8) a=" conv., $430*; Two-ten (8) station wag- | FORD—’61 Thunderbird (8) 2-dr. hardtop, 
‘ $1,275*; Bel Air (6) 2-dr., “o on 4-dr. (9 pass.), $635*; (6 pass.), $3,885* (ps); conv., $3,800* (ps); 
. Biscayne (6) 2-dr., $1,010; 4-dr., $985, 2 at $585*; sport sedan, $560*; 2-dr., Country Squire (8) 4-dr., $2,730* (ps). 
. Ss a (8) conv., $950* (ps), $785*; 
* "Brookwood (6) 4-dr., $940*, $710*; 
). Bel Air (8) sport sedan, $895* (ps); 
i Biscayne (8) 2-dr., $876* (ps); Bis- 
° cayne (6) 4-dr., $850*; Yeoman (8) 4- 
dr., $710* 
fl 157 Two-ten (8) station wagon 4-dr., 
: 


$770*, $560; Delray, $475*. 
56 Bel Air (8) 4-dr., $630*, $555*; Two- 
; ten (8) 2-dr., $360*. 
ey 55 Two-ten (8) 2-dr., $100* (ps). 
50 Custom (8) conv., $500*. 


° peSOTO—'57 Firedome 4-dr., $285*. 
poDGE—'56 Coronet (8) 4-dr., $175. 
p EDSEL—’59 Corsair (8) 4-dr., $1,050*. 


5S acer 4-dr., $395*. 

snp-61 Galaxie (8) 4-dr. Victoria, $2,- 
% 00* (ps). 

, Galaxie (8) 4-dr., $1,475*; 2-dr., $1,- 
265; Falcon (6) station wagon 4-dr., 
$1,415; 2-dr., $940; Fairlane (6) 2- 
dr., $1,260, $1,140, $1,115. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
050* (ps); Fairlane 500 (8) 4-dr., $1,- 
035; Ranch Wagon (6) 4-dr., $950; 
Custom 300 (6) 2-dr., $925; Custom 
300 (8) 4-dr., $885. 

58 Custom (8) 4-dr., $755*; Custom (6) 
9-dr., $525*; Fairlane 500 (8) 2-dr., 
: $735*; Custom 300 (6) 2-dr., $730, 
‘ $505 < 

'57 Fairlane 500 (8) 4-dr., $680*; Fair- 
lane (8) 2-dr., $530*; Custom (8) 2- 
dr., $350; Custom (6) 4-dr., $280. 

'56 Fairlane (8) 2-dr. Victoria, $335*. 
55 Fairlane (8) 4-dr., $180; Main (8) 
2-dr., $100. 
IMPERIAL—’60 Custom 2-dr. hardtop, $2,- 

705* (ps), $2,640* (ps). 

MERCURY — ’57 Montclair 2-dr., $540* 
(ps); Monterey 2-dr. hardtop, $255*. 
OLDSMOBILE—’61 Starfire conv., $3,280* 
(ps); (98) 2-dr., $2,810* (ps). 

60 (98) 2-dr., $2,255* (ps); 4-dr., $1,- 
980* (ps); (88) Super 2-dr. Holiday, 
$2,230* (ps); 4-dr., $1,980* (ps); (88) 
2-dr., $1,605*. 

"59 (88) 4-dr. Holiday, $1,650* (ps). 

°58 (88) 4-dr., $950* (ps), $875*; 2-dr., 
$915* (ps); (88) Super 4-dr. Holiday, 
$950* (ps). 

°57 (88) Super 2-dr., $400* (ps). 

55 (88) 2-dr. Holiday, $135*; 2-dr., 
$125". 

PLYMOUTH—’ 59 Belvedere (8) 4-dr., $570. 

’58 Suburban (8) Custom 4-dr., $660*; 
Savoy (8) 2-dr., $540*. 

"57 Belvedere (8) 2-dr., $460* (ps); Sa- 
voy (6) 2-dr., $460* (ps). 

’56 Belvedere (8) 4-dr., $225*. 

PONTIAC—’61 Bonneville 4-dr. Vista, $2,- 

605* (ps), $2,485* (ps). 

’60 Bonneville conv., $2,235* (ps), $2,- 
200* (ps); Catalina Safari 4-dr., $2,- 

| 050* (ps), $1,750* (ps); 4-dr., $1,910* 

(ps). 

’59 Star Chief 4-dr. Vista, $1,540* (ps), 
$1,490* (ps); Catalina 4-dr, Vista, $1,- 
425* (ps); 4-dr., $1,230; conv., $1,- 
420* (ps); 2-dr., $1,270*. 

58 Chieftain 4-dr. Catalina, $650*. 

’56 Chieftain 2-dr. Catalina, $365*; 4-dr. 
Catalina, $160*. 

RAMBLER—’60 Ambassador (8) Deluxe 4- 
dr., $1,650* (ps). 
STUDEBAKER—’59 Lark (6) Deluxe 2-dr., 
$530. 
MISCELLANEOUS—’61 Chevrolet (8) %- 
ton pickup, $1,425. 

’60 Dodge (8) 1-ton pickup, $870, 

"59 Ford %-ton pickup, $830, 

"57 Ford %-ton pickup, $570. 

’56 Ford panel, $100*, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday, Prices are 
for sale of Oct. 3. 


BUICK—’60 LeSabre 2-dr., $1,650. 

59 LeSabre 2-dr. hardtop, $1,475*, 

‘58 Century 2-dr, Riviera, $885* (ps). 

57 Century 2-dr. Riviera, $835* (ps); 4- 
dr. Riviera, $700* (ps). 

55 Century Estate Wagon, $560* (ps); 
4-dr. Riviera, $505* (ps); 2-dr. Rivi- 
era, $490* (ps); Special 4-dr. Riviera, 
$400*; 4-dr., $395* (ps); Super 2-dr. 
Rivietra, $335* (ps). 

CADILLAC—’60 de Ville 2-dr. hardtop, 
$4,250* (ps), $3,920* (ps); 4-dr. hard- 
top, $4,200* (ps); (62) conv., $4,035* 
(ps), $3,990* (ps), $3,700* (ps); 4-dr. 
hardtop, $3,765* (ps). 





"59 (60) Special 4-dr. hardtop, $3,370* 
(ps); de Ville 4-dr, hardtop, $3,265* 
(ps); (62) 2-dr. hardtop, 2 at $3,100* 
(ps), $2,925* (ps). 

‘38 (62) Sedan de Ville, $2,180* (ps), 
$1,665* (ps); 2-dr. hardtop, $1,935* 
(ps). 


‘37 (62) 4-dr. hardtop, $1,700* (ps), $1,- 
385* (ps); conv., $1,390* (ps). 

"56 (62) Coupe de Ville, $1,125* (ps); 2- 
dr. hardtop, $985* (ps); Eldorado Se- 
Ville, $985* (ps); conv., $675* (ps). 

"55 (62) Coupe de Ville, $905* (ps), $845* 
(ps); 2-dr., $805* (ps); conv., $600* 
(Ps); (60) Special 4-dr., $550* (ps). 
"4 (62) 4-dr., $410* (ps); conv., $385* 
(ps). 

‘53 (60) Special 4-dr., $360, $225; (62) 
2-dr. hardtop, $255; conv., $235. 

"52 (62) 4-dr., $285, $165, $120, 

"49 (61) 2-dr., $135*. 

CHEVROLET — °61 Parkwood (8) 4-dr., 
$2,735* (ps); Impala (8) 2-dr., $2,- 
350* (ps); Corvair 700 (6) station 
1e.¥280N, $1,650". 

60 Impala (8) sport coupe, $2,200, $2,- 
100* (ps), $2,085* (ps), $2,050* (ps), 









SHOCK 
ZsorBERS 


ee 


Shock absorber sales incromsed 70% 











with the Monroe Demonswetor, reports Frank Gottman, E. Dearborn, 


385*, $1,240* (ps), $1,200* (ps); Fair- 


lane 500 (8) 4-dr., $1,110* (ps); 2-dr., 

Model Breakdown $1,110* (ps); Custom 300 (6) 2-dr., 

Of A é A $1,000*; Custom 300 (8) 4-dr., $975*, 
$900*, $750*. 

uction verages ’58 Thunderbird (8) 2-dr. hardtop, $2,- 

Oct., 1961 Sept., Aug., 135* (ps), 2 at $1,985* (ps); Country 

Model To Date 1961 1961 Sedan (8) 4-dr., Seno 4 a 

Sedan (6) 4-dr., $9 : ‘airlane 

1961............ $2,389 $2,291 $2,378 (8) 2-dr., $810* (ps); Custom 300 (8) 
ee 1,740 1,829 1,797 2-dr., $800*. 

"57 Thunderbird (8) conv., $1,770* (ps); 

oo ‘eee — _ a 4 Fairlane 500 (8) 2-dr, Victoria, $960* 

oer (ps), $830*, $605* (ps), $650*; 2-dr., 

BEG cisicocccse 631 612 641 $710*, $600*; conv., $660; Country Se- 

Be ishacsdints 398 432 421 dan (8) 4-dr. (9 pass.), $935* (ps), 

1955 348 310 320 $810*; Fairlane (8) 2-dr, Victoria, 

heeds $775* (ps); Custom 300 (8) 4-dr., 

RE .svederinee 209 220 205 $630*; 2-dr., $580*, $535*, $485*; Cus- 

Overall tom (6) 4-dr., $420. 





56 Country Sedan (8) 4-dr. (9 pass.), 
Average $ 999 $1,008 $1,021 $625* (ps), $535* (ps); (6 pass.), 


$455* (ps); Fairlane (8) conv., $525* 
(ps), $410* (ps); 4-dr., $435*, $335*; 


’60 Thunderbird (8) conv., $3,035* (ps); Parklane (8) 4-dr., $495* (ps); Ranch 
Country Squire (8) 4-dr., $1,930* (ps); Wagon (6) 2-dr.,, $310; Ranch Wagon 
Ranch Wagon (8) 2-dr., $1,510; Fair- (8) 2-dr., $300*; Custom (8) 2-dr., 
lane 500 (8) 4-dr., $1,500* (ps); Fal- $300*, $280; 4-dr., $260*. 
con (6) 2-dr., $1,410*, $1,275*. 55 Country Squire (8) 4-dr., $540* dd 

’59 Thunderbird (8) 2-dr, hardtop, §$2,- Fairlane (8) 2-dr., $375*; 4-dr., $375*; 
300* (ps); Country Sedan (8) 4-dr. (9 Country Sedan (8) 4-dr., $260*; Cus- 
pass.), $1,500* (ps); Galaxie (8) conv., tom (8) 4-dr., $260*; 2-dr., $210*; 
$1,435* (ps); 2-dr, Victoria, $1,375* Main (8) 2-dr., $185, 

(ps); Ranch Wagon (8) 4-dr., $1,- (Continued on Page 52, Col. 3) 






































































Michigan. He is one of thousands of dealers cashing in heavily on the Monroe “Barrel of Profits.“ 


SELL Ie SHOCKS BY THE BARREL! 


JOIN THOUSANDS OF DEALERS WHO ARE 
PUTTING THIS NEW FREE DEMONSTRATOR TO WORK! 


Dealers across the country are happily discovering the 
Monroe BD-18 “‘barrel of profits” deal to be one of the 
best money-makers in years. Packed in a steel barrel that 
doubles as an eye-catching display piece are 14 of the most 
popular Monro-Matic shocks and 4 Super Load-Leveler® 
stabilizing units. Fastened to the underside of the barrel 
lid is a shock absorber demonstrator. Flip the lid, weight 
the barrel with sand or water, and the comparison demon- 
strator is set to sell shocks like you’ve never sold them 
before! The experience of thousands of dealers shows that 
customers just can’t resist trying the demonstrator. And 
once they compare for themselves the action of a worn 
shock with a new Monro-Matic, the sale is a cinch! 


Monro-Matics get a mighty push from a sweeping adver- 
tising campaign that hits month after month in Lirr, THE 
SATURDAY EVENING Post, LooK, HOLIDAY and Sports 
ILLUSTRATED; POPULAR MECHANICS, POPULAR SCIENCE 
and MECHANIX ILLUSTRATED; FIELD & STREAM, OUTDOOR 
LIFE and SPoRTS AFIELD . . . and Bill Stern’s ‘““Monroe 


Sportsreel” on more than 375 stations of the Mutual 
radio network. 


THIS IS ONE DEAL YOU CAN’T PASS BY! 


See your Monroe jobber today! 


BD-18 ASSORTMENT FREE! 
14 Monro-Matic shock absorbers $10 Shock Demonstrator 


4 Super Load-Levelers 2 Shock Absorber Window Banners 

Your selling price. . . . . $228.20 $5 Painted Barrel Test Stand 
Cost... 140.90 10 ft. Plastic Outdoor Banner 

YOUR PROFIT ... . $87.30 100 Handout Leaflets 





MONROE AUTO EQUIPMENT CO. 
MONROE, MICHIGAN 

World’s largest maker of ride control products, 

including SUPER LOAD-LEVELER® stabilizing 

units e In Canada, MonroE-Acmg, Ltd., Toronto, 

Ontario. In Mexico, Mex-Par, Box 28154, 

Mexico City. 


Si 












| Used-Car Auction Prices 
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. Century 2-dr, Riviera, $610*. 
‘cin 4-dr., $460* (ps). 


CADILLAC ‘60 (62) 4-dr, hardtop, $3,- 
: y * (ns) 
a v © 2-dr. hardtop, $2,510** (ps). 
156 (62) ~-dr. hardtop, $725* (ps), $450* 
154 (62) dr. hardtop, $425* (ps). 
VROLET—'61 Impala (8) sport sedan, 
$2,135; 4-dr., $2,100°; sport coupe, $1,- 


, mpals (8) sport sedan, $1,985* (ps), 
41,950" (ps), $1,785* (ps), $1,670*; 4- 
dr., $1,710*; Parkwood (8) 4-dr., $1,- 
685%; Bel Air (8) 2-dr., $1,405; Bel 
Air (6) 4-dr., $1,400*. 

159 Impala (8) sport sedan, $1,515* (ps), 
$1,500* (ps), $1,475* (ps), $1,425; 4- 
dr., $1,505*; conv., $1,360* (ps), $1,- 
300* (ps); Bel Air (8) sport sedan, $1,- 
425; 2-dr., $1,285*, $1,140, $1,115*, 
$1,115; 4-dr., $1,150*, $1,060* (ps); 
Biscayne (6) 4-dr., $1,150. 

158 Nomad (8) 4-dr., $950* (ps); Im- 
pala (8) conv., $850° (ps). 

57 Bel Air (8) sport sedan, $800* (ps), 
$760*; Two-ten (8) sport coupe, $685*; 
One-fifty (8) 4-dr., $600*. 

56 Bel Air (8) 2-dr., $645*, $480*; sport 
sedan, $550*; sport coupe, $430*; Bel 
Air (6) 4-dr., $490*; Two-ten (8) 2- 
dr., $495; 4-dr., $335* 


CHRYSLER — '55 Windsor 4-dr., $295* 
(mo — ’ST Firedome 4-dr, hardtop, 
$435 (ps) 


DGE—’60 Polara (8) conv., $1,975* 
nies (ps); Phoenix (8) 2-dr, hardtop, $1,- 
430* (ps); Pioneer (8) 2-dr., $1,250°*. 
58 Sierra (8) 4-dr. (6 pass.), $680* (ps); 
(9 pass.), $735* (ps). 

57 Coronet (8) 4-dr. hardtop, $575*. 
EDSEL—’58 Ranger 2-dr. hardtop, $420*. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 

$3,390* (ps); Galaxie (8) 4-dr., $2,- 
100* (ps); 2-dr. Victoria, $2,025*; Star- 
liner, $1,950. 

160 Country Sedan (8) 4-dr., $1,505*; 
Falcon (6) station wagon, $1,460; 4- 
dr., $1,290; 2-dr., $1,270, $1,250; Fair- 
lane 500 (8) 4-dr., $1,360*; 2-dr., 
$1,315*; Fairlane (8) 4-dr., $1,260. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
315* (ps), $2,150* (ps); Galaxie (8) 
4-dr., Victoria, $1,390* (ps), $1,320* 


(ps); 2-dr., $1,335; conv., $1,275*; 
Galaxie (6) 2-dr., $1,180*; Country 
Sedan (8) 4-dr., $1,350; (9 pass.), 


$1,100*; Fairlane 500 (8) 4-dr. Vic- 
toria, $1,235* (ps); 2-dr., $1,200*; 
Fairlane (8) 4-dr., $1,175; 2-dr., $1,- 
140*; Custom 300 (8) 2-dr., $1,075*, 
$990*, $975; Custom 300 (6) 2-dr., 
$930*, 

’58 Thunderbird (8) 2-dr. hardtop, 2 at 
$1,700* (ps); Fairlane 500 (8) 4-dr., 
$885* (ps), $825*; 2-dr, Victoria, 
$770*, $745*; conv., $695 (ps); Fair- 


lane (8) 4-dr., $690*; Fairlane (6) 
2-dr., $500; Custom 300 (8) 4-dr., 
$560". 


’57 Thunderbird (8) conv., $1,705*; Fair- 
lane 500 (8) 4-dr. Victoria, $705*; 
conv., $625, $610*; 4-dr., $615*; Coun- 
try Sedan (8) 4-dr., $625* (ps); (9 
pass.), $610*, $525; Custom 300 (8) 
2-dr. Victoria, $385*. 

‘56 Thunderbird (8) conv., $1,000; Fair- 
lane (8) 2-dr. Victoria, $415*, $410*; 
2-dr., $350*. 

‘55 Main (8) 4-dr., $300. 

IMPERIAL—’60 Crown 4-dr., $2,675* (ps). 

’55 Imperial 4-dr., $235* (ps). 

MERCURY—’61 Comet station wagon, $2,- 
010°. 

60 Comet 4-dr., $1,475*; 2-dr., $1,470*, 
$1,430; Monterey 2-dr., $1,390. 

‘59 Monterey 2-dr., $1,300* (ps); Park 
Lane 2-dr. hardtop, $1,260* (ps), 

‘58 Monterey 4-dr., $780* (ps). 

’57 Monterey 4-dr. hardtop, $585* (ps); 
2-dr., $540; Montclair 4-dr. hardtop, 
$480*. 

‘56 Montclair 2-dr. hardtop, $220* (ps). 

*55 Monterey 4-dr., $280*, $200* (ps). 

OLDSMOBILE — ’61 (88) 4-dr. Holiday, 
$2,585* (ps). 

"60 (98) 4-dr. Holiday, $2,265* (ps); 
(88) Super 2-dr. Holiday, $2,250* (ps); 
4-dr. Holiday, $2,235* (ps); (88) conv., 
$2,020* (ps). 

"59 (98) 4-dr. Holiday, $1,800* (ps); 2- 
dr, Holiday, $1,750* (ps); 4-dr., $1,- 
625* (ps); (88) 4-dr. Holiday, $1,650* 
(ps); 4-dr., $1,625* (ps); 2-dr., $1,- 
550* (ps); 2-dr. Holiday, $1,540* (ps); 
(88) Super 2-dr. Holiday, $1,625* (ps). 

"58 (88) 4-dr., $1,050* (ps). 

57 (88) 2-dr. Holiday, $800* (ps), $670*; 
4-dr., $705*. 

‘55 (88) 2-dr. Holiday, $280*. 

"54 (98) 2-dr. Holiday, $285*. 

PLYMOUTH—’61 Fury (8) 2-dr. hardtop, 
$2,210* (ps). 

’60 Belvedere (8) 4-dr., $1,350*; Valiant 
(6) Suburban 4-dr., $1,340*; Plaza (6) 
4-dr., $1,050. 

57 Suburban (8) Custom 4-dr., $520; Sa- 
voy (8) 4-dr., $495*; Plaza (8) 4-dr., 
$320. 

"56 Belvedere (8) 4-dr., $260*, 

’55 Savoy (6) 4-dr., $200*. 

PONTIAC—’61 Bonneville 4-dr. Vista, $2,- 
890* (ps); Catalina Safari 4-dr. (9 
Pass.), $2,600* (ps). 

’60 Bonneville Safari 4-dr., $2,500* (ps); 
4-dr. Vista, $2,345* (ps); Catalina Sa- 
fari 4-dr., $2,200* (ps); 4-dr., $2,- 
020* (ps), $1,700*; Ventura sport 
coupe, $2,040* (ps). 

"59 Bonneville conv., $1,735* (ps); Cata- 
lina conv., $1,575* (ps); 4-dr., $1,380*; 
2-dr., $1,235*. 

"57 Chieftain 2-dr., $530*. 

"56 Star Chief 4-dr. Catalina, $475*, 

RAMBLER—’61 American (6) station wag- 
on, $1,630. 

"59 Super (8) 4-dr., $1.025, $1,010; Cus- 
tom (6) 4-dr., $1,000*, 

*57 Custom (8) 4-dr. hardtop, $415* (ps). 

MISCELLANEOUS—’59 Chevrolet %-ton 
Pickup, $950, 

"56 Chevrolet %-ton pickup, $630; 1-ton 

Panel, $260. 


SALT LAKE CITY 


Salt Lake Auto Auction. Sale every 
Thursday, Prices are for sale of Oct. 5. 
sen 59 Electra conv., $1,620*; 4-dr., 

»395*, 

56 Special 4-dr. Riviera, $450*. 

CADILLAC — ’60 de Ville 2-dr, hardtop, 
$3,750* (ps); 4-dr. hardtop, $3,130* 
we fPS); (62) 4-dr., $3,500* (ps). 

58 (62) 4-dr., $1,680* (ps). 








"56 (62) 4-dr., $1,080* (ps). 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,400* (ps), $2,385* (ps), $2,380* 
(ps); conv., $2,390* (ps); sport sedan, 
3 at $2,385* (ps); 2-dr., $2,385* (ps). 

’60 Impala (8) sport coupe, $1,865; 4-dr., 
$1,720* (ps); Parkwood (8) 4-dr., $1,- 
830° (ps); Biscayne (8) 2-dr., $1,- 
485*; Corvair (6) 2-dr., $1,340, $1,- 
245; 4-dr., $1,335. 

"59 Corvette (8) conv., $2,085; Impala 
(8) 4-dr., $1,405; Bel Air (8) 4-dr., 
$1,300*, $1,200*; Biscayne (6) 4-dr., 
$990; 2-dr., $880. 

*58 Bel Air (8) sport coupe, $1,025* (ps); 
sport sedan, $940* (ps); 2-dr., $765. 

’57 Two-ten (6) 2-dr., $695. 

’56 Two-ten (6) 2-dr., $435*. 

’55 Bel Air (8) 4-dr., $295*. 

54 2-dr., $180°*. 

CHRYSLER — ’59 Windsor 4-dr., $1,125* 
(ps). 

"55 Windsor 4-dr., $375*. 

*55 Firedome 2-dr. hardtop, $420. 

DODGE—’60 Phoenix (8) 4-dr. hardtop, 
$1,740* (ps); Seneca (6) 2-dr., $1,270; 
4-dr., $1,200* (ps). 

*57 Coronet (8) 4-dr., $590*,- 

*56 Custom Royal (8) 4-dr., $600* (ps). 

55 Coronet (8) 2-dr. hardtop, $400* 
(ps); 4-dr., $305*. 

*54 Coronet (8) 4-dr., $140* (ps). 

EDSEL—’58 Villager 4-dr. (9 pass.), $495* 
(ps). : 

FORD—'61 Thunderbird (8) 2-dr. hardtop, 
$3,550* (ps), $3,490* (ps); Country 
Sedan (8) 4-dr. (9 pass.), $2,435* 
(ps); Galaxie (8) 4-dr. Victoria, 3 at 
$2,310* (ps); 2-dr., $2,310* (ps); 2-dr. 
Victoria, 2 at $2,310* (ps); conv., $2,- 
300° (ps); 4-dr., $2,285, 

"60 Galaxie (8) 4-dr. Victoria, $1,650* 
(ps); 4-dr., 2 at $1,595* (ps); Fair- 
lane 500 (8) 4-dr., $1,500* (ps); Fal- 
con (6) 4-dr., $1,385; 2-dr., $1,095. 

"57 Custom (6) 2-dr., $350*. 

56 Fairlane (8) 2-dr. Victoria, $400*; 
Custom (6) 4-dr., $380 (ps); Custom 
(8) 2-dr., $380. 

55 Country Sedan (8) 4-dr, (9 pass.), 
$395* (ps); Ranch Wagon (8) 4-dr., 
$395*; Fairlane (8) 2-dr., $350*, $295; 
Custom (8) 4-dr., $280. 

IMPERIAL—’59 Crown 4-dr., 
(ps). 

*57 4-dr., $1,255* (ps). 

LINCOLN — '58 Premiere 4-dr., $1,580* 


$2,270* 


(ps). 
MERCURY—’61 Colony Park 4-dr., $2,235. 
"58 Commuter 4-dr., $880* (ps). 
°56 Monterey 2-dr. hardtop, $325* (ps). 
OLDSMOBILE—’59 (98) conv., $1,930* 


(ps). 
’57 (88) Super 4-dr. Holiday, $760* (ps). 
"56 (88) 4-dr., $455. 
"55 (88) 4-dr. Holiday, $260*. 

PLYMOUTH—’60 Valiant (6) station wag- 
on 4-dr., $1,450. 

PONTIAC—’60 Ventura 4-dr. Vista, $2,- 
250* (ps); sport coupe, $2,225* (ps); 
Star Chief 4-dr. Vista, $2,200* (ps); 
Bonneville conv., $2,200* (ps); Cata- 
lina 4-dr., $1,775*. 

’56 Chieftain station wagon 4-dr., $380*. 
’55 Chieftain 4-dr., $200*. 

RAMBLER — ’60 Ambassador (8) 4-dr., 

$870. 


STUDEBAKER—’56 President (8) 4-dr., 
$420* (ps). 
’55 Champion 2-dr., $275. 
MISCELLANEOUS—’62 Ford (8) %-ton 


pickup, $2,145. 

"60 Ford (8) 1%-ton stake, $1,650; In- 
ternational %-ton pickup, $1,225; 
Dodge (8) 1%-ton stake, $1,200. 

°59 International 180 AC, $1,350; Chev- 
rolet (6) %-ton pickup, $1,150; %-ton 
pickup, $1,005; Ford (8) %-ton pickup, 
$1,075, $967, $905, $800; (6) %-ton 
pickup, $1,060; Jeep pickup, 2 at $967. 

’58 Ford (6) %-ton pickup, $945; Stude- 
baker %-ton pickup, $500. 

’57 Jeep station wagon, $1,155; pickup, 
$850; Chevrolet (8) 2-ton stake, $825; 
%-ton pickup, $800; Ford (8) %-ton 
pickup, $675; (6) %-ton panel, $455; 
Dodge (8) 2-ton stake, $825. 

’56 Jeep station wagon, $975; Ford (8) 
¥%-ton pickup, $475. 

’54 Chevrolet (6) %-ton pickup, $500. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct. 3, Late 
models showing softness due to ’62 model 
showings. Sold 171 cars from 286 consign- 
ments. 

BUICK—’60 LeSabre 2-dr. 
235*. 

"58 RM 4-dr. Riviera, $1,060* (ps); Spe- 
cial 4-dr., $880* (ps). 

’57 Special 4-dr. Riviera, $610*; RM 4- 
dr. Riviera, $555* (ps); 2-dr. Riviera, 
$525* (ps). 

’56 Super 4-dr. Riviera, $500*. 

’55 Super 2-dr. Riviera, $325*. 

CADILLAC—’57 (60) Special 4-dr. hard- 
top, $1,410* (ps); (62) 2-dr. hardtop, 
$1,285* (ps). 

’55 (62) Coupe de Ville, $675* 
$590* (ps). 

CHEVROLET—’60 Impala (8) sport sedan, 
$1,850* (ps); Parkwood (6) 4-dr., $1,- 
570; Bel Air (8) 4-dr., $1,405*; Cor- 
vair (6) 4-dr., 2 at $1,240*. 

59 Impala (8) sport sedan, $1,420* (ps); 
4-dr., $1,380* (ps); Biscayne (6) 2-dr., 
$1,100. 

’58 Bel Air (8) sport coupe, $990* (ps); 
Biscayne (8) 4-dr., $850; Biscayne (6) 
4-dr., $770* (ps); Delray (6) 2-dr., 
$840*, $770* (ps). 

’57 Bel Air (6) sport coupe, $845* (ps); 
Bel Air (8) sport coupe, $825*; Two- 
ten (8) station wagon 4-dr., $750*; 
sport coupe, $700*; Two-ten (6) 4-dr., 
$650*. 

’56 Two-ten (8) sport coupe, $590*; 4-dr., 
$490*, $335*; Two-ten (6) 4-dr., $465*; 
2-dr., $430*; Bel Air (8) sport coupe, 
$400*; One-fifty (6) 2-dr., $380* 

755 Two-ten (6) station wagon, $595*; 4- 
dr., $290; Two-ten (8) 2-dr., $360*; 
4-dr., $340*, $310*; One-fifty (6) 2-dr., 


hardtop, $2,- 


(ps), 


$275. 

DODGE—’59 Coronet (8) conv., $1,035* 
(ps). 

"55 Custom Royal (8) 2-dr. hardtop, 
$280*. 


FORD—’60 Custom (6) 2-dr., $1,240*; Fal- 
con (6) 2-dr., $1,180*; Fairlane (6) 
4-dr., $1,130*. 

’59 Fairlane (8) 2-dr, Victoria, $1,435*; 
2-dr., $930*. 
’58 Country Sedan (8) 4-dr., $800*, $800* 


(ps), $785*; Country Sedan (6) 4-dr., 
$790; Fairlane (8) 2-dr, Victoria, $600* 
(ps), $595* (ps). 

’57 Fairlane (6) 2-dr. Victoria, $410*; 
Custom (6) 4-dr., $300. 

’56 Custom (6) 4-dr., $340; Custom (8) 
2-dr., $300*; Country Sedan (8) 4-dr., 
$320. 

’55 Country Squire (6) 4-dr., $405*; 
Country Squire (8) 4-dr., $405*; Fair- 
lane (8) 4-dr., $405*; Country Sedan 
(8) 4-dr., $365*; Custom (8) 2-dr., 
$230*. 

MERCURY—’61 Monterey 4-dr., $1,785. 

*60 Montclair 4-dr., $1,625* (ps). 

’57 Montclair 2-dr, hardtop, $660* (ps). 

’56 Montclair 4-dr., $430* (ps); Monterey 
2-dr. hardtop, $365*. 

OLDSMOBILE — ’62 F-85 Cutlass 2-dr. 
hardtop, $2,697*. 

’61 (88) 4-dr. Holiday, $2,700* (ps). 

’60 (98) 2-dr. Holiday, $2,100* (ps). 

’58 (98) 4-dr., $1,220* (ps); (88) Fiesta 
4-dr., $1,080*. 

"57 (88) 4-dr., $790*, $675*; 4-dr. Holi- 
day, $725*. 

PLYMOUTH—’60 Belvedere (8) 4-dr. hard- 
top, $1,515*. 

’59 Belvedere (8) 4-dr., $945*. 

58 Suburban (8) Custom 4-dr., $700*; 
Savoy (8) 4-dr., $610*; Plaza (8) 4- 
dr., $390*. 


MACKE RAR 
MOTORS 






“A 
3 


’57 Belvedere (8) 4-dr., $545*, $415* 
(ps). - 
PONTIAC — ’61 Catalina 4-dr., $2,490*| their orders?” 


(ps). 

60 Catalina conv., $2,290* (ps), §$2,- 
280* (ps). 

’59 Bonneville 4-dr., $1,580*. 

’58 Chieftain 4-dr., $900* (ps). 

’57 Chieftain 4-dr. Catalina, $775* (ps); 
2-dr. Catalina, $610*;. Suptr Chief 
2-dr. Catalina, $675*. 

’56 Chieftain 4-dr., $405*, $325*. 

’55 Chieftain station wagon 4-dr., $365*. 

RAMBLER—’60 Custom (6) station wagon 
4-dr., $1,350. 

’59 Rebel Custom (8) 4-dr., $1,075* (ps); 
American (6) station wagon 4-dr., 


$640* (ps); 


4-dr., $260. 


$975*. ’54 Super 4-dr., $150* (ps). 
’58 American (6) 2-dr., $750*; 4-dr., ’53 Special 2-dr. Riviera, $135. 
$650*. CADILLAC—’61 (62) conv., $4,300* (ps); 


’57 Custom (6) station wagon 4-dr., 2-dr, hardtop, 
$705*. (ps). 
‘55 Custom (6) station wagon 4-dr., 
$425*. 

ee Chevrolet %-ton, 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday, Prices are for sale of 
Oct. 4, Prices firming up on late model 
cars, Increasing demand and scarcity of 
earlier model cars keep prices exception- 
ally high, Sold 76 percent of 458 consign- 
ments. 

BUICK—’61 LeSabre 2-dr. hardtop, $2,450* 


040* (ps) 
400*. 


(ps). 
60 LeSabre 2-dr., $1,710*, 2-dr., $1,180. 


It’s colossal, Mr. H! 
it's astonishing! 
And it’s all ours! 


Air Conditioning Service Unit 


Complete servicing Station: 
purging, evacuating, charg- 
ing, testing. Exclusive fea- 
ture: controlled heat of 
refrigerant. 


era, $280* (ps); 
Special 
$600*; 4-dr., $400*. 
’56 Special 2-dr., $250*. 
’55 Super 2-dr. Riviera, $310*; RM conv., 
$280* (ps); 4-dr., $100* (ps); Special 


$4,125* 


60 (62) conv., $3,585* 
"59 de Ville 2-dr. hardtop, $2,830* (ps). 
’57 (62) 4-dr., $1,200* 


°61 Impala (8) conv., 
dr., $2,000* (ps); Corvair 700 (6) sta- 
tion wagon, $1,650, $1,550*. 

°60 Impala (8) sport coupe, $1,950* (ps), 
$1,670* (ps); sport sedan, $1,885* 
(ps); 4-dr., $1,670* 
600* (ps); Bel Air (6) 4-dr., $1,475; 
Bel Air (8) 2-dr., $1,380, $1,335*; Bis- 
cayne (6) 2-dr., $1,430*, 2 at $1,190; 
Corvair 500 (6) 4-dr., $1,320*, $1,180; 


conv., 









“Do you think it would be best 
to follow up these leads or are 
you expecting them to phone in 





"59 Electra 2-dr. hardtop, $1,600* (ps); 
Invicta conv., $1,480* (ps), 

’58 Special 4-dr. Riviera, $860*. 

’57 Century Estate Wagon, $860*; 
2-dr. Riviera, $790* (ps); 4-dr. Rivi- 

Super 4-dr. Riviera, 

Estate Wagon, 


$3,885* 


(ps); conv., $1,- 


CHEVROLET—’62 Bel Air (8) 4-dr., $2,- 


(ps) ; 


53 


"59 Impala (8) sport sedan, $1,455* 
(ps), $1,440* (ps), $1,335* (ps); sport 
coupe, $1,455* (ps); Impala (6) conv., 
$1,075*; Brookwood (8) 4-dr., $1,435* 
(ps), $1,105*; Bel Air (8) sport sedan, 
$1,250*; 4-dr., $1,250*, $1,150* (ps); 
2-dr., $1,130*; Biscayne (6) 4-dr., $1,- 
075*; Biscayne (8) 2-dr., $1,065, 

"58 Impala (6) conv., $975* (ps); Bis- 
cayne (8) 2-dr., $900; 4-dr., $825*. 
’57 Bel Air (8) sport sedan, $890* (ps); 
Bel Air (6) sport sedan, $850*; One- 





62 fifty (6) station wagon, $260 


’56 Two-ten (8) 2-dr., $520; 4-dr., $300*. 

'55 Two-ten (6) 4-dr., $135*. 

*54 Bel Air 4-dr., $240*, $220*, 

*53 Two-ten 2-dr., $165*; Bel Air 4-dr., 
$140; 2-dr., $110. 

*51 Deluxe 2-dr., $225. 

CHRYSLER—’57 Saratoga 2-dr. hardtop, 
$740* (ps). 

DeSOTO—’57 Adventurer 2-dr. hardtop, 
$810* (ps); Fireflite conv., $610* (ps); 
4-dr., $580*; Firedome 2-dr, hardtop, 
$545* (ps); 4-dr., $485* (ps). 

DODGE—’60 Pioneer (6) 4-dr., $1,140* 
(ps); Seneca (6) 4-dr., $500. 

*59 Custom Royal (8) 2-dr, hardtop, $1,- 
290* (ps); Coronet (8) 4-dr., $875*; 
Coronet (6) 4-dr., $800* (ps), 

°58 Royal (8) 4-dr., $705*, 

EDSEL—’58 Corsair 4-dr. hardtop, $535* 


(ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,300* (ps), $3,110* (ps); Country 
Sedan (8) 4-dr., $2,485* (ps); Galaxie 
(8) 2-dr. Victoria, $1,925* (ps), $1,900* 


(ps). 
°60 Falcon (6) station wagon, $1,300; 4- 
dr., $1,125*; Fairlane (8) 2-dr., $1,- 


RM 140*, $1,100*; Fairlane (6) 2-dr., $1,- 


130*, $1,090. 

59 Galaxie (8) conv., $1,300* (ps); Gal- 
axie (6) 2-dr. Victoria, $1,025* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
230*; Ranch Wagon (8) 2-dr., $1,110*; 
Ranch Wagon (6) 4-dr., $700*; 2-dr., 
$680; Custom 300 (6) 4-dr., $700*, 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
725* (ps); Country Sedan (8) 4-dr., 
$955* (ps), $865* (ps); Fairlane 500 
(8) 4-dr., $850*; Fairlane (8) 4-dr. 
Victoria, $780* (ps); 2-dr., $650*; 
Ranch Wagon (6) 4-dr., $540*; Custom 
300 (8) 4-dr., $500*; Custom 300 (6) 
2-dr., $410. 

’57 Thunderbird (8) conv., $1,820* (ps); 
Country Sedan (8) 4-dr., $660* (ps), 
$650* (ps); Country Sedan (6) 4-dr., 
$415* (ps); Ranch Wagon (8) 2-dr., 

4- $560* (ps); Ranch Wagon (6) 2-dr., 
$275* (ps); Fairlane (8) 4-dr., $555*; 
2-dr., $540; Fairlane 500 (6) conv., 
$400* (ps). 

*56 Thunderbird (8) conv., $1,600* (ps); 


$1,- Fairlane (8) 2-dr., $400* (ps); Coun- 


try Sedan (8) 4-dr., $380, $360*, $300°*, 
$270*; Custom (6) 4-dr., $250. 
’55 Fairlane (8) 2-dr. Victoria, $335*; 
Fairlane (6) 4-dr., $160*; Ranch Wag- 
(Continued on Page 54, Col. 3) 


It’s the first and 
only one of its kind! 
We've done the incredible! 


Pe iw 


~ 


Hang-Over Tune-up Hoist 


Slides you over the 
engine for close work. 
Adjustable, lightweight. 
Easy to store. No more 
damaged fenders. 
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Fitzgerald L-M Organized 

ANN ARBOR, Mich. — Burke| purchased by Mr. and Mrs. Fred 
Fitzgerald, president of Fifzgerald,| C. Otto and Mr. and Mrs. John W. 
Inc. (Lincoln-Mercury-Comet-Eng-| Fidler. Douglas Gregory, formerly 
lish Ford), announced that the in-| a Ford dealer in Saline, Mich., has 
terest of William P. Kusina, for-| joined the firm as Lincoln sales 
mer general manager, has been| manager. 








$170. 


050* (ps); Imperial 4-dr., $900* (ps) 
LINCOLN — ’59 Premiere 2-dr. hardtop 
$850* (ps). ‘ 
’56 Premiere 2-dr. hardtop, $535* (ps). 


MERCURY—’60 Monterey 4-dr., 
(ps); Comet 4-dr., $1,280. 


’58 Monterey conv., $775* (ps). 


hardtop, $570*; 4-dr., $460* (ps). 

’56 Monterey 2-dr, hardtop, $225* (ps). 

’55 Monterey 2-dr., $315*. 

’54 Monterey 4-dr., $325*, 

OLDSMOBILE—’61 (88) 4-dr., $2,175*. 

"60 (88) 4-dr. Holiday, $2,150* (ps). 

’59 (88) 4-dr., $1,425* (ps). 

"58 (88) 4-dr. Holiday, $1,140* (ps), 
$950* (ps); 2-dr., $775* (ps); (98) 
4-dr. Holiday, $910* (ps), $875* (ps). 

’57 (88) 2-dr. Holiday, $810* (ps), $640* 
(ps). 

’55 (88) 2-dr. Holiday, $375* (ps). 

'63 (88) 2-dr., $125* (ps). 

PLYMOUTH—’61 Valiant (6) $1,- 

750* (ps). 

’60 Suburban (8) Custom 4-dr., $1,450* 
(ps); Suburban (6) Custom 2-dr., $1,- 
350* (ps); Fury (8) 2-dr. hardtop, $1,- 
385* (ps); Valiant (6) 4-dr., $1,130, 
$1,100*. 

’59 Fury (8) conv., $1,110* (ps); Savoy 

4-dr., $900*; Savoy (6) 4-dr., 
$575*; Suburban (6) Deluxe 4-dr., 


$575. 
’58 Suburban (8) Custom 4-dr., $735* 
(ps); Suburban (6) Custom 4-dr., 


Economist Warns 
Of New Dip if 
Expansion Ebbs 


NEW YORK.—Failure to keep 
the present economic expansion on 
an orderly and vigorous basis be- 
yond the next few months could 
lead to another business downturn, 
a University of Michigan professor 
of business conditions says. 

“The vitality of the economy 
needs to be strengthened for the 
long pull,” said Prof. Paul W. Mc- 
Cracken, of the School of Business 
Administration in a paper present- 
ed to the National Consumer Fi- 


ODD- 
SHAPED 
PARTS ? 


... like automotive mouldings? No 
need to stack them in a corner and hope 
they won’t be damaged. Rack ’em up in 
Republic Automotive Moulding Racks! 
Makes it easy to see what you have, and 
where it is. Keeps bright-finished trim 
in perfect shape. Rack sizes are practi- 
cal, too, for storage of all moulding 
stock in minimum space. Ask your 
Republic distributor to show you how 







4-dr., 


r) 
eZ, 


Stron 7 : 7 
hse easily you can equip yourself with this nance Assn. 

time-saving, parts-savi i : Three inter-related problems, he 

— & P 5 hie agis aaaamatas said, need immediate attention to 


convert the present recovery cycle 
into an orderly, sustained expansion 
of the economy. They are: 

1. Basic strengthening of our in- 
ternational balance of payments. 

2. The problem of finding the 
proper ratio between government 
spending and our national income 
should be faced squarely — with 
budgeting procedures set-up as 
guide posts to head the economy in 
the direction that, in the longer 
run, we want it to go. 


3. Be alert for a resumption of 
price inflation, 

He stated that the United States 
has been unable to achieve a sur- 
plus in the treasury large enough 
to offset the large drains on the 
dollar while U. S. exports continue 
to exceed imports. 

“The blunt and painful truth is 
that a reduction in the flow of dol- 
lars to the rest of the world through 
capital movements, foreign aid and 
military operations must also be 
part of remedial action, as well as 
expansion of foreign tourist travel 
in the U. S. and promoting exports 
through trade fairs abroad,” he 
added. 


REPUBLIC STEEL 


BERGER DIVISION 


1078 BELDEN AVENUE — CANTON 5, OHIO 


EY, VOLK'S/ 


Polland’s HEAT-SWEEP De-Icer 
Heats Swipe, Melts Snow and Ice 


Here's a hot idea for ‘‘Volksmasters”’ . , . or 
owners of any little car with a flat windshield. 
Snap on a HEAT-SWEEP De-Icer. It heats the 
blade to melt away snow, sleet or freezing rain 
for safe, clear seeing. Prevents build-up of slush 
and ice so the wiper blade remains free to 

work efficiently . . . adds blade life. Ideal for 
Volkswagen cars, vans, and panels, With 
easy-to-follow instructions, anyone can install 
the HEAT-SWEEP De-Icer in 15 minutes. - 














Used-Car Tax Takes 


Effect in Alabama 


MONTGOMERY, Ala.—All used 
cars are to be taxed in Alabama 
under a new law passed in 1959 
and made effective Oct. 1, unless 
a dealer provides the owner with 
a certificate showing that the 
dealer brought the car into the 
state as part of his stock. The 
certificate must show the state 
where purchased and the date of 
purchase. 


State officials have ruled also 
that all vehicles in the state dur- 
ing the year ending Sept. 30 will 
be taxed except new cars bought 
during that period from an Ala- 
bama dealer and the used cars 
brought in from another state. 
Dealers must, when necessary, 
provide customers with a bill of 
sale showing invoice number and 
date of purchase. 
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VALLE, 
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15805 S.E. 24th St., Bellevue, Washington * SHerwood 6-2306 








Used-Car Auction Prices 


on (6) 2-dr., $190*; Custom (8) 4-dr., 


IMPERIAL—’ 57 Crown 2-dr. hardtop, $1,- 


$1,590* 


’57 Monterey 2-dr. hardtop, $700*; 4-dr. 





(Continued from Page 53) 


$500*; Savoy (8) 4-dr., $580*; 


dere (8) conv., $475* 


. dr., $425*; Savoy (6) 4-dr., 
PONTIAC—’61 Bonneville conv., 


(ps); Tempest (4) 4-dr., $1,665. 
conv., $2,150* (ps); 


(ps) 


59 Star Chief 4-dr, Vista, $1,485* (ps); 


4-dr., $1,430* (ps). 


’58 Chieftain 2-dr. Catalina, $930*, $920* 


(ps), $795* (ps), $785* (ps), 
’57 Star Chief 4-dr., $500*, 


RAMBLER—’61 American (6) Custom sta- 
tion wagon, $1,675; Classic (6) Super 





Fury 
(8) 2-dr. hardtop, $575* (ps); Belve- 


’57 Savoy (8) 2-dr, hardtop, $500*; 4- e * 
$320*; 
, Suburban (6) Custom 4-dr., $270*. 

$2,785* 


’60 Bonneville sport coupe, $2,450* (ps); 
Star Chief sport 
coupe, $1,950* (ps); 4-dr., $1,810* 


station wagon, $1,640*, 
’60 Super (6) 4-dr., $1,190. 


’59 Super (6) Cross Country, $989+.- Cy. 
tom (6) 4-dr., $905. . 
’56 Custom Cross Country, $34(*, $235, 
’55 Custom 2-dr, hardtop, $160*. 3 
’54 Deluxe Suburban 2-dr., $19: 
STUDEBAKER—’60 Lark (8) cony,, $1. 


210; 4-dr., $1,025*, 
MISCELLANEOUS — ’59 Chevrolet Ye toy 
pickup, $895*; International panel 
$600. 
’58 Dodge %-ton, $540. 
’48 Ford 2-ton truck, $260. 
* 


— Auctions in Brief — 


CHICAGO : 
Greater Chicago Auto Auction, Sale every 
Thursday (Oct, 5). Volume strong—peq 
centage good. Sold 407 cars from 581 con. 
signments. 
* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fy. 
day (Oct. 6). Weather: Clear. Sold 71 Der. 
cent of 846 consignments. 


Used Import Car Prices 





Albany 
Renault—’59 Dauphine 4-dr., $350. 
Singer—’60 Gazelle 4-dr., $500. 


Vauxhall—’60 Super Victor 4-dr., $750. 


Bordentown, N. J. 


Mercedes-Benz—’55 4-dr., $1,235. 
Renault—’60 conv., $1,260; 4-dr., 
59 Dauphine 4-dr., $420. 
Simca—’ 61 4-dr., $650. 
Taunus—’ 60 2-dr., $570. 
Volkswagen—’61 2-dr., $1,485. 
’59 2-dr., $490. 


Caldwell, N. J. 


Ford (English)—’55 Zodiac 2-dr., $150. 
Lloyd—’ 57 2-dr., $100. 
Volkswagen—’60 2-dr., $975. 


$620. 


Chicago 
Austin-Healey—’60 Sprite, $790. 
MG—’59 2-dr., $1,120. 
Mercedes-Benz—’59 conv., 

’56 190SL conv., $1,735. 
Opel—’ 59 station wagon, $425. 
Simca—’59 4-dr., $295. 
Triumph—’ 61 conv., $1,840 


$2,710, 


Volkswagen—’ 61 Microbus, $1,630; 2-dr., | 


$1,300. 

’60 Karmann-Ghia, 
dr., $1,145, 

’*59 Karmann-Ghia, $1,365. 


Daytona Beach, Fla. 


Jaguar—’61 4-dr., $1,900* (ps). 
MG—’57 MGA roadster, $1,010. 
Metropolitan—’59 2-dr., $625. 
Opel—’59 station wagon 2-dr., $410. 
Volkswagen—’61 2-dr., $1,470. 
Volvo—’58 2-dr., $605. 


Detroit 


MG—’58 conv., $835. 
Metropolitan—’58 2-dr. hardtop, $390. 
Vauxhall—’60 Super 4-dr., $490. 
$885. 


$1,350; sunroof 2- 


Volkswagen—’59 2-dr., 


Flint 
MG—’60 MGA roadster, $1,365. 
*59 roadster, $1,090. 
Volkswagen—’60 2-dr., $1,100. 


Fontana, Wis. 


Opel—’ 59 station wagon, $860. 
Renault—’58 4-dr., $275. 
Volkswagen—’59 Microbus, $905. 


Kansas City 
MG—’ 57 conv., $700*. 
Volkswagen—’57 2-dr., $595. 


Los Angeles 
Austin-Healey—’61 roadster, 
’59 roadster, $1,675, 
’58 Sprite, $1,010. 
Fiat—’58 4-dr., $460. 
’57 2-dr., $235. 
Hillman—’60 Minx 4-dr., $700; Husky 4- 
dr., $625. 
Porsche—’55 1500 2-dr., $900. 
Renault—’60 Dauphine 4-dr., $655, $645. 
59 4-dr., $550. 
Taunus—’60 station wagon 2-dr., $735. 
Volkswagen—’55 2-dr., $485. 
Volvo—’ 59 2-dr., $955. 


Manheim, Pa. 
Alfa-Romeo—’60 2-dr., $1,210. 
Austin—’60 2-dr. hardtop, $1,285. 


Ky. to Collect 
3-Pct. Use Tax 
On List Prices 


FRANKFORT, Ky. — Kentucky’s 
3-percent use tax should be levied 
on 90 percent of the list price of 
cars, not the amount for which the 
cars sell, according to Assistant At- 
torney General William Riley. 

He said that the cost of accesso- 
ries and the destination charge 
should be included in computing 
the list price and the tax should be 
levied on 90 percent of the total. 

“No discount should be allowed,” 
he said. 

Observers felt that the ruling 
would be tested in court. 


Corbitt Sells Deal 


AINSWORTH, Neb. — F. A. 
Corbitt, a Ford dealer since 1911, 
has sold Corbitt Motor Co. (Ford- 
Mercury), here. He lacked three 
months of completing 50 years 
with Ford. 


$2,590. 


’55 conv., $645, 
Austin-Healey—-’60 roadster, $1,700, 
’56 roadster, $600. 
Citroen—’ 59 4-dr., $800. 
Ford (English)—’60 station wagon, $959: 
2-dr., $615. : 
’59 Consul 
$620. 
Jaguar—’59 4-dr., $1,550*. 
’58 4-dr., $1,020*, $800*, 
MG—’61 conv., $1,720. 
’60 roadster, $1,175. 


Mercedes-Benz—’60 roadster, 
’59 190 4-dr., $1,550. 
’58 190SL conv., $2,310, 
Renault—’61 Caravelle conv., $1,285; 2-dr, 
hardtop, $1,225; Dauphine 4-dr., $1, 
005, 2 at $990, $645. 
’60 2-dr. hardtop, $1,410. 
’59 4-dr., $490; Dauphine 4-dr., $260, 


Simca—’61 4-dr., $1,100. 


Volkswagen—’62 sunroof 2-dr., $1,710; 2 
dr., $1,710. 
, $1,510, $1,480, $1,390, $1,289; 


conv., $680; Consul 4-dr,, 


$5,030, 


sunroof 2-dr., $1,480; station wagon, 
$1,360. 
°60 2-dr., $1,250; Karmann-Ghia, $1, 


210. 
’59 2-dr., $1,050. 
’57 conv., $660. 
’55 2-dr., $510. 


Volvo—’61 Sport 2-dr., $1,475; 2-dr., $1, 
420 


59 2-dr., $725. 
58 2-dr., $630. 


Minneapolis, Minn. 
Renault—’59 4-dr., $495. 


Syracuse 


Metropolitan—’55 conv., $200. 
Simca—’59 2-dr. hardtop, $490. 


Salt Lake City 


Volkswagen—’ 59 conv., $1,095. 
’58 Microbus, $710. 


Hillman Debuts 
e * 

1600 Series with 

Alpine Engine 

NEW YORK.—The Hillman 160 
has been introduced for the United 
States market. 

The 1600 features a bigger engine 
for faster pickup and higher top 
speeds without any loss of fue 
economy, plus a number of styling, 
mechanical and interior refine 


ments, said John T. Panks, Rootes 
managing director. 


The new model replaces the old 
Hillman Deluxe and Special models, 
both of which are being discontin- 
ued, according to Panks. 

Price of the Hillman 1600 sedan 
remains at $1,699 (East Coast 
ports), he added. 

The new Hillman is available 
with the fully automatic Rootes 
transmission, which Panks said 
provides the convenience of auto 
matic shifting without any increasé 
in fuel consumption. 


The engine has a displacement 
of 97.1 cubic inches and is based on 
the design used in the Rootes 
sports car, the Sunbeam Alpine. 
The previous Hillman engine had 
a displacement of 91.2 cubic inches. 

Additional improvements include 
a new deluxe type interior with an 
improved grade of vinyl for the 
seat covers. A “1600” badge is fitted 
to the front door. 

Mechanical changes include & 
new hypoid rear axle which allows 
for a lower driveshaft tunnel giving 
more passenger room. Both front 
and rear suspensions have beet 
improved and a number of greasing 
points have been eliminated in the 
steering mechanism for simplet 
maintenance. Safety seat-belt fas 
tenings are standard equipment. 

The Hillman 1600 is available 
both as a four-door sedan and as 4 
convertible priced at $2,099. Fully 
automatic transmission is available 
at $199 extra, Panks said. 
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Dodge's Motor Home— 


rsons, 


is available. 
2 


Dodge Unveils Motor Home... 
2 eee EEE 









This 26-foot Dodge Motor Home, which weighs 8,000 pounds and can sleep eight 
is classified as a car and boasts pushbutton transmission and 10 miles per 
alion. With standard equipment, the unit retails for about $7,500. A smaller version 


* * * 


A Home on Wheels 


By Ed Brown 
Staff Correspondent 


NEW YORK.—Dodge has pre- 
viewed here a 26-foot-long, 1962 
Dodge Motor Home. The vehicle 
drives like a car, has the chassis of 


a truck and functions as a home. 
The Motor Home is licensed as 
a car, lighted like a truck and 
meets building code regulations 
in states that consider it a resi- 
dential dwelling. It can even be 
driven into a subbasement ga- 
rage and serve as a bomb fallout 
shelter, according to Dodge. 


The 1962 model, sold through 
Dodge dealers will be available in 
October, although orders are being 
taken now. Deliveries are currently 
being made of 1961 models, it was 


said. i 
Motor Homes have been available 


to the public for several years, ac- 


cording to Ray Frank, president, 
Frank Motor Homes, Inc., Brown 
City, Mich., the company which 
builds the bodies for Dodge on a 
special P-300 forward-control truck 
chassis, with pushbutton transmis- 


ion. 
; “From 1957 through 1961, though,” 
he said, “we built only six to 10 a 
year and these were virtually cus- 
tom jobs. The motor home concept 
did not really catch on until the 
1961 Dodge model was displayed in 
Chicago early this year.” 

Since then, Frank reports, he 
has sold nearly 100 units and has 
a two-month backlog of orders. 
He anticipates building “four or 
five units a day” during 1961, or 
1,200 units. 

The Motor Home displayed was 
a 26-foot-long, 8%4-foot-high, 7%4- 
foot-wide, 8,000 pound vehicle with 
an aluminum body that can sleep 
eight persons while under way. It 
is designed to retail in this area 
for under $7,500, with standard 
equipment. 

If all optional equipment were 


SBA Catalog Lists 
Foreign-Owned 


Automotive Items 


WASHINGTON.—A device to il- 
luminate instruments on the panels 
of autos is one of a number of for- 
eign-owned inventions in a catalog 
published by the Small Business 
Administration. 

A hermetically sealed housing for 
a lamp is constructed to channel 
light rays toward the instrument 
with no losses. Light from the lamp 
is gathered by a pointer and is 
channelled along its entire length. 

Another lighting device, prefer- 
ably installed in the rear of the 
car, identifies the make and model. 
During daylight hours the lights 
wil be connected to stoplight 
switches and at night to the regu- 
lar light switch. 

A fuel-supply system for an in- 
ternal combustion engine is said 
to increase greatly the economy of 
engine operations. The device util- 
wes the intake manifold to con- 
trol the amount of fuel bypassed 
across the fuel pump. 

Other automotive inventions in- 
clude a system to warn of a close- 
following vehicle, a combination 
lock, safety brake, a door-operated 
Vehicle-brake mechanism,.and a re- 
flectorized highway marker. 













ordered, including a one horsepower 
air conditioner, it would up the 
price $1,500. 

The Dodge unit is equipped with 
a 200-horsepower, eight-cylinder en- 
gine, with a three-speed, pushbut- 
ton transmission. Average mileage, 
fully loaded, is reportedly 10 miles 
to the gallon. 

Other standard equipment items 
include power brakes, 12 and 110- 
volt lighting systems, bottled gas 
heating unit, combination gas stove 
and ice refrigerator (electric re- 
frigerator optional), 30-gallon fiber- 
glass water tank, 30-gallon septic 
tank, electric windshield wipers, 
kitchen cupboards, sink and storage 
drawers, dinette, day beds or bunk- 
ettes, 12-volt electric water pressure 
system, window screens and electric 
clock. 

Optional equipment include gas 
or electric hot water heaters; up to 
3,500-watt, 110-volt electric system; 
air conditioner, and radio. 


New Commercial-Car Registrations, 
30 States for August, 1961-1960 


Truck 

released 
by R. L. Polk 
state capitals. 





istrations by states are 
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26 States Previously Reported ‘él | 4| 7832 3 1397 53 2077 Bd 369| 82 370 tes 1086| 27676 
For August *60 il 8837 90 1274 7938 2493 3300 366) 176 394 866 1145| 26890 
Alabama “él | éil 3| 7 | 75 170 3| H 16 18 35| 1428 
*60 610 2 77 452 114 116 34 13 16 16 4| 1491 
Arizona ‘él 410 i 63 430 68 140 12 l 26 4l 1192 
"60 | 415 2 $3 331 147 100 | 12 2| 31 82 1210 

Arkansas ‘él | 596 ‘| rr 531 136 173 3 3| 17 23 37 
"60 598 48 496 152 142 8 10 32 lt 24 1521 
California ‘él | | 19 498| 3546 556| 1072 13 89 | 33! 7 9813 
‘60 3123 14 421 3049 781 682 27 71 56 197 782 9203 
Georgia ‘él | aH | 50 7% 143 241 7 3 i} 28 70| 2168 
*60 418 2 il 519 139 121 7 2 3 16 51| 1389 
Indiana ‘él 39 14 109 543 149 mal 16 | 22 55 75| 2003 
*60) 639 13 82 549 162 278 23 30 4l 34 110} 1961 
Kansas ‘él | 525 l 77 552 128 200 i| 3| ;| 15 25|. 1530 
*60} 517 4 52 523 165 123 | 12 6 21 23 1447 
Kentucky ‘él | 305 | 25 335 69! 138 "I 4| 3| 23 28 957 
ee *60 370 2 35 297 92| 113 6 4 5 28 27 979 
Louisiana ‘6l| | 629 | 40 697 $3 133 s| | 10) 29 re 1682 
"60! 625 4 43 630 133 134; 5 6 9| 30 68 1687 
Maine ‘él i 93 | 15 69 il 51 | | ;| 21 2i 285 
‘60 | 102 9 115 39 146 2 8 13 45 480 
Massachusetts ‘él 5 247 2 46 389 136 210 30 5 17 101 159 1344 
*60| 3 235 I 62 3% 150 194 38 10 32 66 18! 1368 

Michigan ‘él H| 753 3 150 1022 208 306 9 H 19 i 110 
"60 | 835 2 128 946 430 303 23 15 36 114 180 3015 
Minnesota ‘él | 325 I 46 rr 107 208 4 7 36 4l 1146 
"60 420 3 69 440 124 228| 10 21 2 16 45 1378 

Mississippi ‘él | pr | 21 xa! 98| 122 ;| 4 4 15 | 
*60 444 37 408 82) 122 7 7 ! 10 25 1143 
Missouri ‘él | 638 14 67 634 166 276 1] 3 19 2 76 1942 
‘60 1013 9 172 796 317 374 4 24 44 35 52 2840 
Montana *6l | 258 8 45 329 76 175 4 7 4 | 26 958 
‘60 214 4 30 197 , 83 66 4 4 4 47 36 689 
Nevada ‘él | 65 13 142 19 57 | 5 0 306 
‘60 83 16 113 44 45 5 4 | 13 20 344 
New Jersey ‘él 30 440 24 120 622 235 285 57 5 26 118 152 2115 
‘60 15 422 7 83 464 260 250 él 8 85 68 160 1883 
New York ‘él 35 1057 3 171 1139 477 763 75 10 133 341 263 4482 
*60| 28 1088 19 198 1363 463 847 118 18 133 221 331 4827 
Oklahoma ‘él | 642 " 38 559 i 181 8 3 14 17 29 1603 
‘60 | 914 68 728 | 159 204 10 20 13 13 22 2151 
Oregon ‘él 381 I 56! 343 99) 209 9 16 49 37 73 1273 
See "60 | 372 | 23 293 154] 127 tl 31 26 39 77 1155 
Pennsylvania ‘él 22| 1044 17 192| 1063 264) 839 63) 21 7I\ 238 150 3984 
*60 12); ll 63 284 895 347) 524 132 36 80} 297 185 3966 
Texas ‘él | 2763 4 203 2028 | 424!) 43 21 17 122 49 138; 6512 
‘60! 2743 3 194 1951} 422| 39 16 37) 46 103 135] 6189 
Washington ‘él | | | 108 367 172} 268 7 8 17 17 69 1432 
‘60 | 435 I 42 474 222) 243 3 16} 6 34 54 I 531 
50 States Reported ‘él 94| 25011 162 3634| 2688! 6089| 11319 769 326 1131 | 3244| 81190 
For August ‘60 72| 26583 245 3648| 24363 7674 9321 921 589 1081 | 2339 3901| 80737 
Year ‘él 617| 198961 1247| 26671| 192434 44640) 72543 5917 3627 8895; 18312| 23027| 596891 
To Date "60 767\ 219224 1873| 29307] 193964} 56103; 76504] 7782|  3576| 10478] 18965| 30523] 649066 


























*—Connecticut not reported for second quarter. 





New Passenger-Car Registrations, 50 States for August, 1961-1960 


Car registrations as 
compiled by R. L. Polk 
& Co. 





TOTAL 


Comet | FORD | Buick | Cadil- 




































































































































































tates Previous! ‘él 8| 1977 175 5391| 8034| 15577| 33890| 461 2958| 4898] 42207] 6484]  2305| 36503| 6403| 7536| 59231| 1015] 8213) 135481 
eeied tor Asoc "60 an aA 273 404] 8779 ova 21321] 33609 3741 3170 sass qe38 5858} 2961] 44905] 7674) ~—- 9979-71377) —-2371| 11214] 159917 
Alabama 6l 341 73 6 171 284) 534) + =1443 i! 108] 225 | 1787| 265 4 1702} 277) S271 aa 35] 418) +~=—«+5729 
60] 307 54 15 nl 285| 331 707| — 1450 II 114] = 200!—«1775 228 79| 2018] 276 379| 2980 73 573| 6415 

i él 227 38 6 113 133 290; «671 20 64 157) 912 88 421 740 117 128) 1115 2 199| 2765 
Arizona %0| 320 46 17 s| 199] 266 533 629 17| 74 103 823 84 102| 986 157 230} 1559 A 343| 3670 
Arkansas ‘1; 2i7 4l 2 5 132) 270) 953 7 58 TEED 137 49| 1027 164 167| 1544] 15 190| 3367 
60! 206 29 6 14 160| 217 426| 969 6 90 120} 1185 143 64) 1239 199 254| 1899] 53 236| 4005 

California él) 3307| 655 82 1747| 2016]  4500| 9960) 396! 953| 1796| 13105|1915|1259/ 10224| 2052/2384) 17834 = 5409| 44580 
60! 3592] 458 146 123} 2600] 3671) 6998] 9955 129 966| 1534) 12584|—1142|_—1515]_ 10727; _—«1917|_—«2365| 17666] 898} _—«6297| 48035 

Colorado él 354 87 8 201 344, 640) ~—«:1292/ 27) 130 158} 1607) 242 85, 1610) 271 258! 2466 47|-368| ~—~+5482 
"60! 415] 53 101 14| 213| 286 576| — 1000 16 161 123} 1300) 152 79| 1458 260 312| 2261) ‘118 300} 4970 

Florida él 985 165 41 | @58| 1683) 3929 101) 285| 684 «4999 = 635| 403 +«3483| += 648] = 783 I 106] 1675| 15380 
60' 1015] «149 48 44| 669} 1064) 1974] 3425 64 264 548} 4301 500 512| 37441 719] 798). 6273 191] 2558} 16312 

Georgia ‘él| 471 76 3 243| 478) + +800) + 2186 16} 100; 313) 2615) 264 136] 2174) 302) 528| 3404 45-956) «8291 
601 331 43 6 24 277| 444 794| 1734) 26| 103 216| 2079 178 98| 2249} 296]  487| 3308 72| 677| ~—«*7261 

Hawaii “él! 61 19 66] «177| = 262) 445 8 13 74) 540) 86 6| 334 74 74, «=574| 5 199| 1641 
"60 69 9 I 1 8i| 193} 285} ~—-28! I 10 32 324 50 23) 423] 37 35} 568 19 305} 1570 

Indiana "él! 820 184 15] 582) 683) 1464] 3200] 43 270; ——«317|—«3830| S731 241! 3921) +~—«920 757; 6570| = 213| ~=—875| (13772 
'60| 667 % 24 42 594, 538] 1294] 2384 27 211 289| 2911 Sil] = 222) «= 3049!-—S «729 729| 5240|_—390)_——588|_11090 

Kansas "6l| 428) 94 5 317, 412) 828) 1741 12 163 199/ 2115) 35! 98] 2187|  364|  321| 332i 49| 426) ~—«7167 
60! 493 67 12 21 371| 422) 893] «+1710 18 163 168| 2059 326 97| 2243 383 393| 3442 128 354| 7369 

Kentucky él 310 51 4 132) 311 498) 1325 8 75 113) ‘152! 211 75] 1202) + 214{ 255] +1957] 16] 323! 4625 
'60| 408 39 12 16 241 397 705| 1232! 5 116 151| 1504 232 91/1549 281; 329) + 2482) 56 369| 5524 

Louisiana 6! 383 126] 10] 207; «254 597| 1788 21] 128 237! «2174 ~=S««246) ~=«'14)~=—«o2004] +~=S434 321; 3119 44{ 396) 6713 
601 359 64 14 14 259| 286 637| 1713 14 153 239| 2119] 253 134] 2518 436 560| 390! 7% 521| 7613 

Maine él 126 15 5 71 108 199| 371 2) 34 50| 4571 49) 9| +378 39 54) «529 24 142| 1477 
"60 171 13 2 7 80 129 231 448 ! 38 50 537| 48 30} 502 64 97| —-74l 46 236| 1962 

Massachusetts "ell 14% 226 17 585| 975) 1803) 3416 46 245, —«513|  +«4220!:~=S «#540 202; 3166 590 605; 5103) 147| 974) 13743 
60] 1480 153 19 50} 747; 992| 1961| 3157 48 221 475| 390! 434| _244| 3508 686 595| 5467] —-253|_—«*1289|—«*14351 

Michigan el) 1262) +29! 30 993| 1713) 3027) 7592 85 797| 1256| 9730) 1545 605/834) «1295! ~—«11673| «11952 124) 1466| 27564 
'60| 1548 288 37 76} 1657| 1994) 4052} 7801} 140 764; 1554] 10259] 1398 594| 8482| 1662/2082) 14218] —-283|_—«*1987|_ 32347 

Minnesota "6ll 634 186 10 307| 576] 1079) 1872 19 213 265| 2369, +394 119! 2114) 604 374! 3605 73|  497|~—«8257 
60! 892 137 27| 37| 533] 752] 1486] 2440 56 247 371; 3114 442 146] 3014 739| 678) 5019} 226 554] 11291 

Mississippi ‘el, +128 36 84 126] 246) 685 5 52 75| 817 157 31 885 144 +(147| +1364 12) (147) +2714 
60! «169 33 7| 10} 106 193 349; 731 6| 58 76| 87} 158} 50/ 1201} 208 233| _1850/ 43 219| 3501 

Missouri "ell 564 97 2 408] 528) 1041) 2429 28 166] 273| 28961 446 163) 3207| 575 531| 4922 44 804) 10271 
'60i 1159 128 17 46} 1110] 901] 2202} 3393] 27 223 369| 4012 513} 304) 4922] 780] ~—*1007|_—-7526 152| 800] ‘15851 

Sincteae eI +157 42 4| 126 89 261 500 8 70 70| «648 121 32). 454) ~—=«S 77 99| «823 24 138| 2051 
"60 159 20 4 10 152 115} 30! 408 5 64 60 537 83 32 499 108 114 836 29 133] 1995 

Nevada él 42 7 26 32 65 120 3 12 17 152 15] 24 106 34 50 229 6| 46 540 
"60 80 21| 4 2 64 7I 162 207 10 36 43 296 32 35 199] 50 91 407 16 173} 1134 

New Jersey 6l| 1764] 437 45 809 1169) 2460) 4970 92! 357, +773) + +6192| + ~+#«778 471| 4183 764 917, 7113 153; 1497| 19179 
60] 1884 36! 53 80} 1283] 1484] —3261| 4089! 71 321 801]. 5282| 607 6l1| 5187] -936|_—«*4153]_— 8494] ~—318] 1820] 21059 

New Mexico él | 151 33) 5] 80 169 287 568 8 55 | él 692) 86 54 606 136 109 991 42|—*167|~—«2330 
60} —«175] 33 5 12 99 168 317| 624 7 57| 5! 739 78 64 723| ‘112 134) I 4\ 175! 2558 

New York "él| 3661 846 63 1797| 3301| 6007) 10644 168 975| 1976] 13763| 1989) 1121] 10459) 2024) 2200/ 17793 341) 4022) 45587 
'60| 4477) 844 133 164] 3156] 3964) 8261] 10423 162 830] 2130) 13545| 1653] 1386! 12640)  2604| 28468] 2115! 996| 5308] 53738 

Oklahoma él 430 64 12 186] 208) 470) 1681 22 133 195) 2031 329 104) 2019 +425) ~=S«393) +3270 23) -249| +~=—«6473 
60| 395 55 7 12 256] 255 585| 1478 8 120 128| 1734 199 105} 1967|_—347|_—421| +3039 7% 255| 6084 

Oregon él 520 66! 8 | 188) 252 514) 96! 24 79 164) 1228) 252! 8I| 1363 208] —«253| ~—«2157 67 530| 5016 
60} 382 17 4 6| _-223| 242 492| 558 8 68} 106 740 114 54 889 118 192] 1367 95 412| 3488 

Pennsylvania "6l| 2451 577 54] 1703} 2037) 4371) +4777 84 537| 1292) 8690) 1270 505} 7420] 1283) 1551/ 12029) 409] 2103) 30053 
601 2617] 448] 64 205} 2647| 2486] 5850] 6283 64| 545} 1109} 8001} 1134) 679/ 8241/1336) ~—*1697| 13087} 750/ +—2097) «32402 

Texas el] 1310) 313 40 | 838] 1148) 2339/ 7278 93] 350 849| 8570! ‘1401 552| . 8143] 1730/1511) 13337 147| 1554) 27257 
60] 1371 197 53 52} 979] 1394} += 2675| +5568 53 381 608} 6610) 934 590| 8688) 1704) 1749} 13665] 281} —«*1463| 26265 

Washington ‘él 402 77| 9 | 258 265 609) «+1174 21 115 191] 1501 250 72 404) ~—«-281)~=S«322| +~—«-2029 55 654| 5250 
60; 565 4l 8 14 302| 374 739| 1179 10} 122 203| 1514 211] 95| 1065! 205} 324] ~—«*1900 99 738| 5555 

50 States Reported "6l| 32240| 6899| 667 | 18343} 26812) 52721| 113861{  1839/ 9495] 17304] 142499; 21277] 9057) 119552|) 22489| 24552) 196927) 3728) 34637) 462752 
For August '60| 36702} 5529} 1028} 1527] 28122] 33861] 70067| 108878] 1384 9690| _17342| 137294] 17695] 10996] 138985] 25023 30285} 222834] 8241| 42194) 517332 
Year "6l| 237926| 58974| 6834 | 149887| 200556] 416251| 881770; 18747) 78743| 123585|1102845| 184581| 91058|1039873| 200100| 233317|1748929| 44609) 2150313812063 
To Date ‘0| 2971800| 52094] 10379/ 18065] 254049| 308235| 642822| 935468| 14470| 101519] 85723|1137180| 171321| 97436!1164%18| 227723] 268975|1929573| 75186| 357529| 4434090 


*—Connecticut not reported for second quarter. 
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Ed Bailey Rambler Opens 
In Royal Oak, Mich. 


opened here at 818 N. Main St. 
Ed Bailey, a 14-year veteran of| dealership for six months. 


the auto industry, is president, 
general manager and sales man- 
ager. For the past four years he 

ROYAL OAK, Mich.—A new|was general manager of Bob’s 
dealership, Ed Bailey Rambler, has| Rambler on Livernois in Detroit. 
Royal Oak had not had a Rambler 







tation of my product, 

I was referred to an amazed 
young telephone secretary, who 
didn’t know just how to handle 
such a request, to calmly efficiént 
but amused Mrs. Smith, who knew 
exactly how to handle it. 

On Friday, Aug. 18, I called again 
—this time directly to Mrs, Smith 
—recalling her attention to my re- 
quest for an appointment with you 
and restating its purpose. Mrs. 
Smith, efficient and competent 
guardian of at least one set of 
inner doors, gently impressed me 
with the fact that my chance of 
talking with you face-to-face was 
slim indeed. 

Not having been naive enough 
to have really thought that I 
would be able to see you in the 
first place, I confessed to her that 
I was irritated that you chose 
to single out the automobile busi- 
ness to illustrate your point re- 
garding salesmen not approach- 
ing people to buy. 
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In the Letterbox 








(Continued from Page 10) 


pose, which was to make a presen-| many customers know I am still 


living and doing business. 

I have just bought another 
block here (Schenectady, N. Y.) 
and have opened another big lot 
of used cars. Also have a Fiat 
new-car dealership which is 
doing very well. 


I advise all my used-car dealer 
friends to do the same. Not neces- 
sarily the Fiat but any kind of 
new-car dealership, since the used- 


car business alone is finished. 


The auto auction took the busi- 
ness away from the big used-car 
dealer. Before the auction started, 
we had a chance to buy our used 
cars from new-car dealers, banks, 
finance companies, fleet owners, etc. 

Today everything goes to the auc- 
tion, and even the public knows 
the price of used cars. 


The used-car dealer has no 
chance, and I don’t care how 
much money he has, he will use 
it up. 


Buy a car at the auction, take it 
home and two days later it won’t 




























mal, 
I say at this point that we 40 not 
pick our deals. We take thoge 


$100 deals, too. Last year we sold 
over 1,100 new Dodges and 2500 
used cars. 

Our yearly earnings av 
about $8,700 per salesmen, not 
counting the generous 
given to each employe at the eng 
of the year. We do not feel We 
are prostituting ourselves 
starving either. True, this yeq 
our earnings are off, but 9 
with the same percentage that 
the market is off, 

Nathan Nelson asks if you 
blame salesmen for not follo 
up a prospect, In a competi 
market, any salesman that doesnt 
follow-up is a damn fool. On 
followup deals, my gross is hi 
than on the shopper that I sejj on 
first contact. The elusive, tric, 
and reluctant buyer that you hear 
about is none other than the 
guy who wants to buy an automo. 
bile and has had the fear of God 
put in him by what he hears aboyt 
our business. 

This gentleman is a customer, 
my bread and butter. Now you can 
treat him any way you want, but 
we have a special place in oy 
hearts for him, He wants to be 
sold. So sell him. Why sit aroung 
and try to figure out if he’s a shop- 








It is obvious that an automobile 
salesman could no more approach 
you in routine fashion than some 
obscure precinct chairman could 
solicit the support of Henry Ford 
c: a 

You state that American business 
feels that all that is needed to sell 
is an acceptable advertising cam- 
paign and fancy pictures. One 
might paraphrase this to read that 
all one needs to be elected to high 
public office is an acceptable adver- 
tising campaign and fancy pictures. 
Neither statement is entirely true. 

Each area—both auto selling and 
politics—has a noisy, boisterous 
fringe that attracts a lot of atten- 
tion but gets little accomplished. 
American business has no more 


ARTS? 


Have to change bin sizes? Easy! With 
Republic Automotive Bins and Tapered 
Boltless Dividers, you can make any 
adjustment fast—height or width— 
without taking anything apart, and 
without disturbing any other shelves! 


To change shelf height, just lift and 


per? What if he is; he still wants 
to buy a car. He wants the 
deal, so show him and sell him 
that the best deal is not always the 
least amount of dollars he hag to 
pay. 

Now about the factory. Who 
says that the factories do not 
have training programs for the 
retail salesmen? Open up those 
boxes of training films that come 
in fellows. You will be surprised 
at the quality training that is in- 
side them. Hell, those training 
films are Only a composite of 
what successful dealers and sales- 
men around the country are 
doing. 

How can you beat that? New, 
fresh approaches to this business of 

















run. A week later you take it to 
another auction and lose $50, $100 
or $150. The end result: They try 
to get a job with the auction be- 
cause they run out of money. — 
Steve Parente, Parente Motor 
Sales, Stop. 5, Albany-Schenectady 
Rd., Schenectady 5, N. Y. 
x * ok 


A ‘Pro’ Salesman Speaks 


I have read with interest Kohn’s 
letter and the resulting answers, 
both pro and con. There has been 
so much discussion about the auto- 
mobile salesmen that I thought you 
might like to hear from one of the 
thousands of “professional automo- 
bile salesmen” that you are all talk- 
ing about. 


pull! To change bin widths, just tip the 
tapered divider and lift! No tools, bolts, 
or tricky fasteners. Could anything be 
simpler? Ask your Republic distributor 


aN 
pe) 


St : 
ee to show you bins that change as fast 
Dependable as your needs! 


REPUBLIC STEEL 


BERGER DIVISION 


( (REPUBLIC 


forgotten how to sell than Amer- 
ican political leaders have forgot- 
ten statesmanship. 

The automobile industry provides 
our country with a great portion 
of its industrial might and gross 
national product, as I am sure you 
are already well advised, Unfor- 
tunately, it has become a whipping- 
boy to be used as an example of 
the ills of selling. There have been 
several recent comments by per- 
sons in public life pointing us out 
as examples of sleepy-eyed sales- 
men with weak initiative and 
doubtful energy. 

If we are aggressive, we are 







First of all, let me say that I 
work for the largest Dodge dealer 
in the State of Missouri. All of us 
salesmen are married, have at 
least two children, been at this 
dealership from two to six years, 
and 80 percent of us OWn our 
homes. Last year four of the five 
top Dodge salesmen in our region 
worked at this dealership, It 
looks like we will keep this same 
ratio this year. Now to the point. 

There is no question about our 


business suffering from a case of 
“bad reputation,” but this is caused 
by all the articles on what is wrong 
with the automobile business. True, 
there are some “bad actors” in our 










ours all wrapped up and mailed to 
you. All it takes is the guts to want 
to learn and to work. Yes, there are 
some old ideas in there that have 
been working for years—cold phone 
calls, post cards, etc. But it works 
for the salesmen that use them, I 
don’t like some of that detail work 
any more than the rest of you, and 
believe me I cuss it every Friday 
on the way to the bank with an 
above average check. 

So, come on in to our dealership 
Kohn, but remember, bring your 
title and checkbook, because you 
will have met your “Waterloo” at 
Metro Motors, Inc. — Marvin D. 
FarGHER, salesman PHD, Metro 





damned for lack of dignity and 
unprofessional attitude. If we use 
restraint and reserve in our ap- 
proach, we are damned for lack 
of enterprise. Where lies the opti- 
mum situation? 

Somewhere between the two ex- 
treme positions, I suspect, and it 
is here that you will find most of 
those engaged in our business— 
selling all we can on a day-to-day 
basis, but not kidding ourselves that 
Wwe can approach the unapproach- 
able.—S. H. Harris, Wilson Pontiac, 
Inc., 7925 Georgia Ave., Silver 
Spring, Md. 


* 
Used-Car View 
I’ve been in the used-car business 
since 1926, and during the war 
years, I sold numerous cars all over 
the country. I would like to let my 


1078 BELDEN AVENUE — CANTON 5, OHIO 













NEW: NSU PRINZ 4 
compect NSU SPORT PRINZ 


Compact 
for Americans 

WANTED—DEALERS AND DISTRIBUTORS 
U. S. IMPORTER 
TRANSCONTINENTAL MOTORS, INC. 
230 Park Avenue 
New York 17, N. Y. 


SPARE PARTS. CENTER: 
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LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 


CHROBE 


@ Triple-plated 
@ Custom Design 








Coming Events 


(Continued from Page 10) 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 






la tes General 
Oct. 19-20—lIéth Midwest Conference of 
the American Society’ for Quality Con- 
, " a . trol, Chase-Park Plaza Hotel, St. Louis. 
: , | Oct. 23-26—Fleet Maintenance Exposition, 
. ‘ Private Truck Council of America, Inc., 
New York Coliseum, New York, ‘ 
Oct, 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 
Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 
Dec. 9-11—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 


geles. 
1962 





@ Prompt Delivery 





Now you can buy a triple-plated 
custom designed dealer identifi- 


cation name plate at factory- 





direct prices without a die Jan. 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
charge! Send today for your CHARGE 4 Tuller, Detroit. Anas fe 
an. 29-31—Automoti cessori anu- 
FREE sample and brochure. Pieces taotereiioe 


PS: exclusive territories available for established active dealers 






facturers of America, McCormick Place, 
Chicago. 

Feb, 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 





cago. 

March 21-25 — Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April 11-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. 


dealer ads, inc. 


P.O. Box 52, Wyncote, Pa. 















business. But this same percent is 
in other fields, too. Drifters, alco- 
holics, maladjusted, bums??? They 
are in the minority. This business 
attracted the “fast-buck” crowd 
after the war, but they are slowly 
filtering out. They are not automo- 
bile salesmen, and cannot survive 
in today’s competitive market. I can 
spot them just as I can spot a 
“stroker” (Midwest term for the 
time-wasting shopper). 

At our dealership the salesmen 
are trained. Trained in every phase 
of selling automobiles. Our man- 
agement is the best. They must 
know what they are doing before 
they can train others. We keep a 
complete file system up-to-date at 
all time, we follow-up on our own- 
ers and get prospects from them 
... and pay bird dogs promptly. 

Money? There is plenty of 

money in this business for the 
professional salesmen. I can’t un- 
derstand dealers not being able 
to pay salesmen because of thin 
profits. We work on a percentage 
of the profits. If the commission 
is small, it’s because we the sales- 
men are not working the deal the 
way we have been taught. 

I feel that if the dealers would 
give a really good incentive plan to 
their sales organization, they would 
be able to attract the better sales- 
men into the automobile business. 
We sell our product and sell it hard 
at our dealership. It is not uncom- 
mon for us to spend an hour or so 
with a customer selling our prod- 
uct, dealership and the service and 
parts department, and not mention 
price until the customer is ready to 
buy. And this goes for the customer 
that absolutely will not buy on the 
first visit to a dealership. 

We have made $400 grosses on 
shoppers, and I mean clean deals 
that the customer understands. No 
padded finance charges, etc., are 
tolerated by our management. May 


Motors, Inc., Kirkwood, Mo. 


Hill Buys Wheeler Ford 


FREMONT, O.—Marvin Hill, who 
had been with a Ford outlet in 
Towson, Md., has purchased the 
Ford dealership in Fremont from 
Lorance D. Wheeler, who is retir- 
ing after 30 years in the auto busi- 
ness. The firm now is known as 
Hill Ford Sales, Inc., and is at 524 
W. State St. 


New Brake Block— 


World Bestos, New Castle, Ind., has de 
veloped a new metallic brake block for 
heavy-duty trucking service that provides 
more braking friction, greater safety and 
up to 25 percent longer service, according 
to J. W. Greenen, company president. 
Greenen, left, and D. E. Lucid, laboratory 
manager, examine the brake material, 
called Met-L-Loy, after completion of 4 
laboratory test. The test on the dyna 
mometer was equivalent to bring a 40-ton 
rig to a complete stop from a speed of 
60 miles per hour—every 10 seconds— 
for 120 stops in succession, According 10 
Greenen, the material showed no visible 
wear. 
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Milwaukee Opens 
Abbreviated Show 


Three More Events 
Slated This Week 


By John E. Walsh 
Staff Writer 


HE show season’s second major 
r dealer-sponsored exposition 
opened last Saturday (Oct. 14) in 
Milwaukee with more than 30 do- 
mestic and imported makes on dis- 
play. The show closes Wednesday 
(Oct. 18). 

Shows will open this week in 
Boston (Oct. 18-22), Long Beach, 
Calif. (Oct. 19-21) and Pasadena, 
Calif. (Oct. 19-21). The 45th 
Texas State Fair Automobile 
Show, presented by the Author- 
jzed New Car Dealers of Dallas, 
will close Sunday (Oct. 22). 

The Milwaukee show was held in 
February for a number of years, 
put the Milwaukee County Automo- 
pile Dealers Assn. decided to sched- 
ule this year’s event, the 42nd, 
closer to dealer announcement days. 


In the past the show has run for 
eight days, but this year’s exhibit 
was limited to five days because 
Milwaukee Auditorium Arena fa- 
cilities were not available, accord- 
ing to Ed Wehe, chairman, 

The all-time attendance record 
was set in 1957 when 134,194 persons 
attended the eight-day show. The 
single-day mark of 30,813 visitors 
was set in 1960. 

* od * 

HREE cars—a Chrysler, Ford 

and Lark—are being given away 
this year, Wehe said. The drawing 
is open to all persons 18 or older 
and the winner does not need to be 
present for the drawing, he added. 

No 1961-model show was held be- 
cause of a conflict in Arena dates 
and with the Chicago show, Wehe 
said. 

Members of the Long Beach 
Motor Car Dealers Assn. are co- 
operating with the Downtown 
Long Beach Associates in staging 
a three-day outdoor show. 


A spokesman for the dealer as- 
sociation said members are being 
queried on the possibility of staging 
their own show next year in the 
city’s new auditorium. 

The five-day New England In- 
ternational Auto Show will be held 
in Boston’s Commonwealth Armory, 
and the three-day Pasadena show 
is being staged in a parking area 
at the J. W. Robinson department 
store. 

The Greensboro (N. C.) Interna- 
tional Automobile Show, the area’s 
first major automotive exposition, 
has been scheduled for Nov. 3-5 in 
the city’s War Memorial Gardens. 
The show’s theme will be “The 
Golden Age of Transportation.” 


Detail Charges 


Against Love, 


Ford Asks Okla. 


OKLAHOMA CITY. — Ford at- 
torneys last week asked the Okla- 
homa Motor Vehicle Commission 
for a specific listing of “wrongful 
acts” alleged to A. F. Love, Ford 
_— district sales manager 

re. 





William C. Doenges (Ford), Tulsa| j; 
accused Love of “coercive and |: 
intimidating actions” harmful to his || 
dealership. But Ford protested last | 
Week that this is too vague and|_ 


Love “is unable to tell from the 
aint with what he is charg- 


The Commission, composed of 


seven new-car dealers, held its reg-|' 


war monthly meeting last week be- 
fore the Ford motion was received. 
Chairman R. T. Scott (Chevrolet), 
Oklahoma City, said immediate ac- 
tion on the motion was unlikely. 

John W. Long, Commission field 
Officer, has been interviewing Ford 
dealers in every section of the state 
& part of preparation for a hear- 
Ng on the Doenges complaint Dec. 
5, Norman E, Reynolds jr., Com- 
mission attorney, is expected to 
subpena a number of Ford dealers 
and ex-dealers for the hearing. 

A Doenges spokesman denied a 
Teport in Oklahoma newspapers 
that the complaint against Love 
Was filed in reprisal for a franchise 
ancellation natice. 
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At the Factories... 


Late Personnel News 


distribution in the Detroit central 
office. 























General Motors 


John H. Lamb, manager of pur- 
chases for Cadillac, has been named 
executive in charge of procurement 
for General Motors. 

He succeeds Raymond H. Vogel, 
who will retire Nov. 1 under pro- 
visions of GM’s retirement program 
after working for the corporation 
for more than 49 years. He began 
his business life at the age of 15 
when hired by Cadillac as a mes- 
senger boy. 

Replacing Lamb as Cadillac’s 
manager of purchases is Nicholas 
J. Stock. He joined Cadillac in 
1930 as a material control clerk 
in the parts department. 

In 1942 he transferred to the 
purchasing department and held 
various buying assignments until 
June 1, 1958, when he was named 
assistant manager of purchases. 

Lamb joined Cadillac in 1920 as 
a receiving clerk. He has worked 
in both production and purchasing 
capac:ties. During the Korean war 
he was operations manager of the 
Cadillac Tank Plant in Cleveland 
and returned to Cadillac’s Detroit 
office as Manager of purchases in 
November, 1954. 
* 


* * 


* 
Willys 

John R. Cady has been named 
manager of the Northeastern sales 
region of Willys Motors, Inc., and 
George H. Diethorn has been pro- 





John R. Cady G, H. Diethorn 
moted to manager of the Eastern 
region, James Beattie jr., general 
sales Manager, said. 

Cady had been manager of the 
Eastern region in Pittsburgh but 
now is located at White Plains, 
N. Y. He succeeds Frank M. Lu- 
kacs, who recently was appointed 
assistant general sales manager in 
Toledo. 

Cady joined Willys in 1955 and 
has served as a district manager, 
assistant zone Manager and assist- 
ant regional manager prior to his 
appointment as a regional man- 
ager. 

Diethorn has been with Willys 
since 1954, the last three years as 
assistant regional manager in Chi- 
cago and White Plains, N. Y. He 

(Continued on Page 59, Col. 3) 


* * 


International Harvester 


E. E. Krogstad has been named 
to the new position of petroleum- 
industry sales manager for Inter- 
national Harvester Motor Truck 
Division. 

Krogstad, who formerly was 
Tulsa truck district sales Manager, 


will be stationed in Tulsa. 
* of o* 


Chrysler-Plymouth 
W. E. Foraker has been appointed 










assistant general sales manager for 
Chrysler - Plym- 
outh. 

Foraker suc- 
ceeds R. B. Mc- 
Curry, who has 
been transferred 
to Chrysler 
Corp.’s central 
marketing staf f. 
Foraker previous- 
ly was central 
area sales man- 

F ager. 
W. E. Foraker Foraker has 
been with the corporation since 
1934. He has been a retail sales con- 
ference leader, district manager, 
distribution director and executive 
assistant to the Chrysler-Plymouth 
general manager. 
* 























me ae 


Dodge Truck 


Appointment of Jack Freeman as 
director of profit planning for 
Dodge truck operations is announc- 
ed by Philip N. Buckminster, assist- 
ant general manager of Dodge Car 
and Truck Division. Prior to his 
appointment, Freeman was comp- 
troller of Chrysler Corp.’s High- 
land Park manufacturing plant, a 
post he had held since August, 1960. 

a 


* * 


Chevrolet 


Frank C. Silvey, who has been 
with Chevrolet 28 years, is the com- 
pany’s new assistant general sales 
manager for parts and accessories 
Merchandis- 
ing and ware- 
housing. 

Silvey replaces 
I, W. Thompson, 
who has retired 
after heading the 
parts and acces- 
sories department 
for 15 years. 

Silvey joined 
Chevrolet in 1933 
as a clerk to the 
Frank C, Silvey parts and service 
manager in Harrisburg, Pa. He 
served 46 months in the Army dur- 
ing World War II, and returned to 
Chevrolet in 1946 as parts and ac- 
cessories manager in Baltimore. He 
was transferred to the Boston zone 
and the Washington region before 
his appointment in 1950 as city 
manager for Chevrolet in Pitts- 
burgh. 

He became branch manager in 
Richmond in 1951, zone manager in 
Harrisburg in 1953 and was trans- 
ferred to the same post in Balti- 
more a year later. In 1956 Silvey 
was appointed manager of parts 
and accessories warehousing and 


BRITISH CAR PARTS 
HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 

TERRY—Valve Springs 

PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 
GLACIER—Engine Bearings 
VANDERVELL—Engine Bearings 
RANSOME & MARLES—Ball & Roller Bearings 


e other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs 


ix 





WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 


57 


Quantity 


PRODUCTION 
of 
IRON 
iv 

ONE OF THE NATION'S 
LARGEST AND MOST MODERN 


PRODUCTION FOUNDRIES 
Ry 


Fee REECE 


GREY 


SSeS 208 tba eee 2d.) 


PY 


DIVISION OF GORDON STREET, INC 
MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 








Largest Stock in the U.S.A. 


GERMAN CAR PARTS FRENCH CAR PARTS 
KOLBENSCHMIDT—Pistons MONOPOLE-POISSY—Pistons, Rings, Valves 
ATE—Lockheed Brake Parts CURTY & Cie.—Gaskets, Oil Seals 

ATE—Valves, Ring Sets ALLINQUANT—Shock Absorbers 

F & S—Clutches COUSSINETS MINCES—Engine Bearings 
REINZ—Gaskets SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
SIMRIT—Oil Seals DES FREINS LOCKHEED—Brake Parts 
SWF—Windshield Wipers & Motors SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
FRESE—Bumpers & Mirrors MARCHAL—Lamps, Light Units, Spark Plugs 
GLYCO—Engine Bearings PARIS—RHONE—Generators, Starters, Regulators 
WELLA—Lamps, Horns $.N.R.—Ball and Roller Bearings 

BOSCH—Spark Plugs & Ignition JAEGER—S.N.A. —Speedometers, Instruments 
TEXTAR —Brake and Clutch Linings PECASEAUX—Lamps, Plastic Parts 


@ other top lines e@ other top lines 


SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


Quick Service Available In All Parts of the U.3.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 


70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor. 
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THE CLING/NG LUBR/CANT 





pared with 1,139 during September, 
1960. 


Ford British car and truck sales 
during the same period were at an 


A NEW AND POSITIVE ANSWER 
to the problems of bail joint and torsion bar 
SQUEAKS - RATTLES - CHATTER - WEAR 


F 105 


AMALIE DIVISION 


Sonneborn Chemical and 
Refining Corporation 


Franklin, Pennsylvania 





98 and Starfire and Chrysler New 
Yorker and 300-H series. 


est list of standard equipment. It 
includes, 





Price Line 


Lincoln Continental has the long- 


automatic transmission, 
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Three Change Little .. . 


How They Fared... 





Sales through the first eight 


months of this year amounted to 
596,891 units, down 8.04 percent 
from. the 649,066 units sold in the 


Commercial Car Registrations 


By Makes 






























ALIFORNIA was in its usual 

spot as the top truck-buying 
state in August. The top 10 states 
and their registrations for August 
of this year and last were: 
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A Comprehensive Book— 
“THE AUTOMOBILE 
DEALER" 


By Martin H. Bury 
Revised third edi- 
tion just publish- 
ed. Contains the 
answers to most 
dealer problems. 


320 pages, $6.30 p.p. 
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PHILPENN PUBLISHING COMPANY 
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DETROIT.—With the 762 models 
jaunched, Chrysler Corp. s new top 
executives are pursuing efforts to 
jmprove dealer and shareholder re- 


We casident Lynn A. Townsend has 

accepted invitations to address two 

tate dealer conventions. They are 
the New York State Automobile 

Dealers Assn., which will meet next 

week at Kiamesha Lake, N. Y., and 

the Utah Automobile Dealers Assn., 
whose convention is Dec. 4 in Salt 

e City. 

Ogee idea of the Townsend ap- 
nees is to give the new 
ler president more “expos- 

ao betere dealers, who have 

pemoaned the lack of sales ex- 
rience at the Chrysler helm. 

Relations between Chrysler and 
its dissident shareholders are being 
handled personally by George H. 
Love, newly elected board chair- 
"tae tentatively has agreed to 
meet in Chrysler’s New York office 
next Monday with Jim Bacaloff, 
Portland (Ore.) contractor who has 
threatened to wage a proxy fight 
against Chrysler. 

But Chrysler was piqued to 
learn that Bacaloff had advised 
newspapers of his date with Love 
and accused the Oregonian of “ir- 
responsible behavior.” A spokes- 
man said the meeting might be 
cancelled. 

Bacaloff, who hoped to see Chrys- 
ler executives in Detroit this week 
before going to New York, has 
blown hot and cold on Chrysler 
moves recently. 

He fought the administration of 
deposed President L. L, Colbert, 
then saluted the replacement of 
Colbert by Townsend in July. Baca- 
loff reversed his field again in Sep- 
tember and renewed threats of a 
proxy battle for the Chrysler share- 
holders meeting next April. 

Bacaloff, who owns 300 shares 


Missing Toronto Dealer 


Is Arrested in Italy 


TORONTO.—David Plesner, for- 
mer Toronto car dealer who van- 
ished with his family in 1958, was 
arrested in Milan, Italy, on a 
charge of using a false passport. 

He disappeared 10 days after his 
arrest here on a charge of crim- 
inal negligence and a complaint by 
police that he had been driving his 
car 100 miles per hour on a Toronto 
street. 





Deluxe 
4-dr. Sedan 
2-dr, Sedan 
4-dr. 2-seat Wagon 
Custom 
4-dr. Sedan 
2-dr. Sedan 
4-dr. 2-seat Wagon 
5-dr. 3-seat Wagon 
62 Series 400 vs. 61 Custom 400 
4-dr. Sedan 
2-dr. Sedan 
4-dr. 





Custom 

4-dr. Sedan 
: 4-dr. 2-seat Wagon 
62 Series 400 vs. 61 Custom 400 
4-dr, Sedan 
4-dr. 2-seat Wagon 
5-dr. 3-seat Wagon 





**—No comparable ’61 model. 
***-New model; not offered in ’61. 


Chiefs See Dealers, Shareholders .. . 
ee ee 


Chrysler Spurs Image Drive 


Rambler Prices —'62 vs. ‘6l 


(Including Federal tax and suggested dealer-preparation charges.) 


AMERICAN 
Deluxe "62 "61* Difference 
I on sos xs st5%, cassasewaatnveccaseoshd $1,895 $1,922.70 —$27.70 
NN sass pccka sn tansoesenrnne 1,846 1,873.70 — 27.70 
2-dr, 2-seat Wagon ............ccce cscs 2,081 2,108.70 — 27.70 
4-dr. 2-seat Wagon .........cccccceceeees 2,130 2,157.70 — 27.70 
Custom 
IRN... ss cincigSidéceaseacseteeednavere 1,958 2,053 — 95.00 
ec, 2. 2 ss sc ndad codons asics 1,909 2,004 — 95.00 
2-dr. 2-Seat Wagon .............cccccscseseeee 2,141 2,239 — 98.00 
4-dr. 2-seat Wagon ..............ccc 2,190 2,288 — 98.00 
62 Series 400 vs. ’61 Custom 400 
MMIII os - 0, 5, naiedh cosh vsarngadVonesastecoes 2,089 2,132.75 — 43.715 
io es ea con 2,040 oe 
NNER foie 0 eet 2,344 2,392.75 — 48.75 
KK 


*—’61 Prices adjusted to reflect equipment changes. 
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Low-Priced ‘62 Standards 


(Including Federal tax, dealer prep and heater.) 





of Chrysler stock, nominated 
W. C. Newberg, another former 
president, for the board of direc- 
tors at last April’s stormy annual 
meeting. His principal demand on 
Love currently is that Colbert’s 
vacant seat on the board go to a 
representative of minority stock- 
holders. 

Chrysler reportedly also is seek- 
ing to mollify two other litigants— 
arch-critic Sol A. Dann, Detroit at- 
torney who led 1961 proxy efforts, 
and former Plymouth Marketing 
Director Jack W. Minor. 

Dann has several shareholder 
suits pending against the corpora- 
tion and has been sued for $30 mil- 
lion libel damages by Chrysler. He 
has been strangely silent about 
Chrysler affairs of late and was in 
New York and Philadelphia last 
week for what several sources said 
were “presettlement discussions.” 

Although the various suits in- 
volving Dann have barely moved 
at all in the courts, the Chrysler 
vs. Minor action in Oakland 
County Circuit Court (Pontiac) 
is moving swiftly through pre- 
trial stages. Two more motions 
remain to be disposed of next 

Monday on Chrysler’s suit to re- 

cover profits allegedly made by 

Minor on sideline transactions. 

The piece de resistance is the 
Newberg resignation-settlement lit- 
igation in Wayne County Circuit 
Court (Detroit). Newberg attorneys 
have privately complained of legal 
delays and have appealed to the 
State Supreme Court a judge’s re- 
fusal to allow the former president 
to proceed with a $5% million dam- 
age suit against Colbert in nearby 
Pontiac. 

While Newberg has been restrain- 
ed from going ahead with his Col- 
bert suit in Pontiac, judges at Pon- 
tiac have not stopped Minor from 
proceeding with a wrongful-dis- 
charge suit against Chrysler in De- 
troit. But the Wayne Circuit Court 
is so logjammed with other cases 
that no judge has yet been assign- 
ed to the Minor suit. 

Meanwhile, Chrysler is hopeful 
that much past dealer disenchant- 
ment will be dissolved by a ’62 sales 
rebound. The factory has been 
pleased by dealer response to its 
quarterly inventory-cost payment 
plan, as contrasted with 15-day de- 
ferred billing adopted by General 
Motors and Ford. American Motors 
followed the Chrysler approach on 
inventory relief—MayNarp GORDON 































"62 °61* Difference 
$2,050 $2,127.15 —$77.15 

2,000*** 

2,380 2,466.15 — 86.15 

2,200 2,376.50 —176.50 

2,150*** 

2,492 2,680.50 — 188.50 

2,614 2,805.50 —191.50 

2,349 2,487.45 — 138.45 

2,299*** 

2,640 ¥** 









"62 "61* Difference 
$2,464 $2,674.50 —$210.50 

2,760 2,978.50 — 218.50 

2,605 2,736.45 — 131.45 

2,901 sa 

3,023 ae 















CHEVROLET 
Biscayne 


Six 
4-dr. 2,725 
Bel Air 


4-dr. 
2-dr. 
2-dr, 





4-dr. 
2-dr. 


4-dr. 

4-dr, 

2-dr. Hardtop 
Convertible 





PLYMOUTH 
Savoy 
Six 


$2,336 
2,683 


DART 
Dart 
Six 
$2,371 
2,315 
2,718 


Dart 330 
Six 


$2,506 
2,449 
2,537 
Dart 440 
Six 
$2,658 
2,680 
Dart 440 
v-8 
$2,765 
2,837 
2,787 
3,019 


FORD 


Heater is standard equipment on Chevrolet and Ford. Prices of Dart and Plymouth 


have been adjusted to include heater. 
*—Ford Ranch Wagon. 





At the Factories... 


Late Personnel News 


(Continued from Page 57) 


also has served as a parts and serv- 
ice representative, district manager, 
merchandising manager and assist- 
ant zone manager. 

* * e 


Chevrolet 


Roy A. Johnson has been appoint- 
ed sales promotion manager of 
Chevrolet’s Mideast region with 
offices in Cincinnati. 

I. W. Thompson, who has been 
with Chevrolet for the last 38 years, 
will retire Nov. 1 as assistant gen- 
eral sales manager for parts 
and accessories merchandising. 

* a 
Dodge 

Robert A. McMillan has been 
named Dodge Boston regional man- 
ager, succeeding Carton Conway, 
who has been appointed New York 
regional manager 
in New York. 

McMillan join- 
ed Dodge in 1948 
and has worked 
in a variety of 
distribution, sales 
and sales admin- 
istration posi- 
tions. 

Prior to his ap- 
pointment as Bos- 
ton regional man- 
ager, he was ad- 





R. A. McMillan 
ministrative assistant to the gen- 
eral sales manager. 

* * * 


Mack 


C. E. Cole, former manager of 
Mack Trucks’ Los Angeles branch, 
has been named executive fleet- 
sales representative for the 11 Wes- 
tern states. His successor is E. C. 
Sterling, who had managed the 
Omaha branch. 

S. W. Irwin, Mack’s national 
sales champion in 1960, replaced 
Sterling in Omaha. 

Ralph R. Holmdohl, former man- 
ager of the Albuquerque branch, 
has been appointed to succeed E. O. 
Kampmeier, who resigned as man- 
ager of the St. Louis branch. 
George A. Berndt jr., former Al- 
buquerque sales representative, was 
moved into Holmdohl’s position. 

* * a 


Volvo 


David Beesley has been named 
vice-president and general man- 
ager of Volvo Distributing, Inc., 
Eastern distributor of the Swe- 
dish-made automobile, it was 
announced by 
Hans Larsson, 
president of Vol- 
vo’s United States 
operations. 

Sales manager 
of Volvo Distrib- 
uting since 1958, 
Beesley also has 
been elected a 
member of the 
board of directors 
of the company. 

David Beesley Beesley joined 
Volvo Distributing in 1956 as re- 


gional sales manager in the East. 
* * * 


Buick 


Appointment of dealer business 








managers for the Western and 
Eastern United States has been 
announced. 

E. R. Tallberg, formerly Buick’s 
Portland zone manager, will be in 
charge of the Eastern half. He will 
be headquartered in Detroit. 

V. L. Eide, who has been assist- 
ant budget and business manage- 
ment manager in Flint, will cover 
the Western half. He will be located 
in Chicago. 
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Rambler Giving 


Prizes to Boost 


°62 Demonstrations 


DETROIT.—American Motors 
has launched a demonstration-drive 
campaign with prizes of 104 new 
Ramblers, 100 Kelvinator Fooda- 
ramas and 3,000 other prizes for 
motorists. 


The Rambler Half Million Dollar 
Discovery Drive Sweepstakes was 
announced by John H. McGuckin, 
Rambler merchandising manager. 


The sweepstakes revolve around 
a mass direct-mail campaign which, 
combined with Rambler magazine 
ads, will put registration cards in 
the hands of 22 million persons, 
McGuckin said. 

Each card will be numbered and 
all Rambler dealers will be furnish- 
ed with lists of winning numbers 
so that a card holder merely has 
to visit a Rambler dealership and 
then have his card checked against 
the list. 

A special “second-chance” draw- 
ing for prizes will be held among 
visitors who have not received a 
registered card, McGuckin said. 

Everyone who enters will receive 
a specially designed goldplated key 
ring. 

The numbered cards will be mail- 
ed directly to three million motor- 
ists and another 19 million will be 
included in ‘Rambler ads in na- 
tional magazines. 

One hundred Rambler American 
convertibles are slated for award- 
ing to regular entrants and two 
Rambler Ambassadors and two 
Rambler Classics will be given 
away in the special “second 
chance” drawing. In addition to the 
cars and the Foodaramas, there 
will be 3,000 watches, cameras, 
' radios and other gifts. 


INVESTORS 
FIXED RETAIL PRICE! 


Enjoy a business protected by seven basic patents—no competition—no price 
cutting! Bigger volume always means greater net income! 


Exclusive Distributorships Now Available 
for Porta-Shop 


WORLD’S FIRST PORTABLE 


Precision Home Workshop 


Remarkable: 


Porta-Shop is only 29 Ibs. complete in case with all attachments 


—you can build a house with this rugged precision instrument! 


Promotion: 


Nine of America's “Blue Chip” firms are cooperating on a pow- 


erful Porta-Shop National Advertising-Publicity program. 


Profit: 


Business can show net of over 200% first year. 


For complete details write or wire your inquiry to 


JOHN O. COY 


1717 North Long Beach Bivd., Compton, California. 
Telephone NEvada 6-1051. 





BEARFOOT AUTOMOTIVE NEWS 


SAVE UP TO $30 LIST PER 
CAR WITH PORT-A-WALL*® 


Convert Blackwall Tires 
To The New O.E.M. Narrow Look 


s are ordering cars with blac 


then adding the new Port- 


up to $30 list per car. 


The stylish TOPPER is only 
of factory delivered white 


-Wall TOPPER at a savings 


ne-fourth the ¢ost 
alls and guaranteed 


to stay white for the life of the tire. 


P.S. Reduces inventory pro 


ems too! 


BEARFOOT AIRWAY 
CORPORATION 


utomotive Division 


fvaoswortm, 


HIO 
| 
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UAW Prods Locals .. . 





Ford Pact Spurs Hope 
For Output This Week oe 


(Continued from Page 2) 


turn to work by today was “not 
an impossible target.” 

The union and Ford agreed to a 
three-year economic package on 
Oct. 3. 

ok * Ke 


oe economic pact parallels the 
one made at General Motors, 
with slight improvements in the 
areas of supplemental unemploy- 
ment benefits and pensions. 

The UAW and Ford followed 
the same procedure for cleaning 
up local agreements as was used 
at General Motors and American 
Motors in their recent contract 
talks. 

Local union leaders and plant 
managements were brought to De- 
troit to work with company and 
union officials in reaching local set- 
tlements over the weekend. 

* ok * 

ORD’S plants were closed Oct. 3, 

when 120,000 UAW members 


walked. off the jobs because of fail- | 
ure of the company and the union | 


to reach agreement on a new three- 
year contract. 

During the first week of the 
strike, top company and union 
negotiators concentrated on set- 
tling local issues before tackling 
the knotty national noneconomic 
issues which led to the nation- 
wide strike. 

By the middle of last week, the 
negotiators managed to reach 
agreements with 42 of the union’s 
85 bargaining locals, leaving 31 with 
unresolved problems. Twelve of 
Ford’s bargaining units had no 
local demands, 

At the start of last week, com- 
pany and union contract bargainers 
stepped up the tempo of the na- 
tional negotiations and by midweek 
came up with agreements on two of 
the four noneconomic issues hold- 
ing up settlement. 

One of the agreements was on 
lines of demarcation—a _ technical 
problem having to do with the jobs 
in plants that are to be performed 
by specific skilled tradesmen. 

* * * 


HE second settled issue con- 

cerned the right of Ford to give 
tool and die and maintenance work 
to outside contractors. 

Reuther said the new agree- 
ment on the tool and die work 
“gives our people a chance to ex- 
plore the problem” of contracting 
tool and die work from Ford 
plants. 

Referring to the maintenance 
work, Reuther said the new con- 
tract will include “new language 
which will protect our people on 
maintenance jobs that they have 
historically done.” 

With the Ford contract out of 
the way, Reuther is expected to 
enter the negotiations at Chrysler 

Corp., where the talks have largely 
marked time pending the outcome 
of the Ford negotiations. 

The emergency situation at 


| American Motors was created when | ' 
| members of UAW Local 72 at the 
Kenosha plant voted by a narrow 
margin to reject the new AMC 
| contract. 





ait 


* * * 


HE vote was close. The 12,000- 
member local, the biggest at 
| American Motors, voted 1,507 to 


contract. L. Wayne Hamilton, president. 


Reports from Kenosha indicat- 
ed that the workers were upset 
over the loss of a five-minute 

| washup period and restrictions 

on the exercise of plantwide sen- 
iority to change jobs. The UAW 
gave up both to gain profit shar- 
ing. 

Workers at American Motors’| WINDSOR, Ont.—A new mar- 
Kelvinator Division in Grand Rap-| keting program for Simca cars 
ids, Mich., had approved the same| throughout Canada and the cre- 
contract 900 to 24. At the firm’s| ation of Simca of Canada, Ltd., 
| Milwaukee plant, the contract was with headquar- 
| approved 1,607 to 1,309. ters in Toronto, 

Counting votes of the three out were announced 
of four locals that have voted, the by Joseph E. 
contract was acceptable to 4,060 and Campeau, general 
unacceptable to 2,840. The company sales manager. 
has some 24,000 hourly workers. This new mar- 

The only local that has not voted keting organiza- 


is a 20-member office workers’ unit tion will enable 
in Detroit. us to provide im- 
proved, specializ- 


Both company and union officials 
had been worried over the Kenosha 
vote, and had campaigned vigorous- 
ly for a favorable outcome. 


ed sales and serv- 
ice for Simca 
| J. E. Campeau owners and buy- 
ers through an independent sales 
staff with its own field organiza- 
tion,” Campeau said. 
“There will be Simca sales offices 
in Toronto, Montreal and Van- 
couver, B. C. Simca of Canada, 
Ltd. is a wholly owned subsidiary 
of Simca of France. 

“Close working relationships with 








Va. Independents 
‘Meet in Norfolk 


NORFOLK, Va. — The Virginia 
Independent Automobile Dealers 
Assn, today (Oct. 16) winds up its . 
first statewide convention here. Chrysler Corp. of Canada, Ltd., will 

‘ j continue as in the past,” Campeau 

The two-day program is featuring | said. “Chrysler, which owns 25 
Rem Rogers, Charlotte, N. C., pres-| percent of the stock of Simca of 
ident of the National Independent | France took over the sales and 
Automobile Dealers Assn.; Frank} service of Simca in Canada on 
Lovejoy, New York, Socony-Mobil| sept. 2, 1958. 

Oil Co. sales executive, and S. Wade “Onder the new marketing 
Marr, Elizabeth City, N. C., invest-/ plan, Chrysler Corp. will distrib- 
ment banker. ute Simca cars in Canada until 

Miles G. Elliott is executive vice-| such time as the re-organization 
president of the association. The| is completed. Simca cars will con- 
Tidewater Independent Automobile| tinue to be available through 
Dealers Assn. is host chapter for! Chrysler of Canada dealers.” 
the convention, Campeau was the sales manager 





Total Supply 47 Days... 





62 Shortages Spread 


(Continued from Page 1) 


IIs, V-6 Buick Specials and Pontiac | and the big cars look outsized and 
Tempest convertibles. outlandish by comparison. I’m fig- 
“We'll need a second intro day | uring on full ticket for every 
to bring back the walkouts for |Lancer Gran Turismo (bucket- 
these hot new models,” said a | Seater) I can get.” 
Chevrolet dealer in Texas. “The Rambler dealers, the last to show 
cleanout is A-OK, but I just can’t | their ’62 wares, faced a stickier 
deliver the ’62s the folks want | cleanup problem than competition. 






New Dodge Deal in Atlanta— 
A new Dodge dealership for Atlanta’s Northside is Lenox Dodge, Inc., whose sales- 
| 1,444 against ratification of the| om is shown here. Located at 3483 Peachtree Rd. N.E., the firm is operated by 


Canadian Marketing Unit 
Is Organized by Simca 





and no one wants to wait too long 
for a car any more.” 

A Buick dealer in Missouri said 
the ’62 Special series has “taken 
hold,” although inventories are 
thin. He commented that profits 
are higher on compacts than on 
medium-size Buicks, reflecting per- 
haps the tighter trading margin on 
Specials. 

Many GM and Ford dealers re- 
ported that up to half of their 
’62-model floats were compacts — 
higher shares for the junior series 
than in 1960 or 1961. Dodge and 
Chrysler-Plymouth dealers also 
were receiving relatively higher 
mixes of Lancers and Valiants, re- 
spectively. 


Cooke Creditors 
Get 20 to 78 Cents 
On the Dollar 


LOUISVILLE. — Trade creditors 
of the Thurston Cooke automotive 
empire, which collapsed here last 
year have been paid off. In relation 
to the amount due, payments rang- 
ed from 20 to 78 cents on the dollar. 

The settlements covered six 
Cooke companies, including two 
Ford dealerships and one Mercury 
deal. Creditors of one of the Ford 
deals got a high of 78 cents on the 
dollar while debts of a car rental 
company were settled for 20 cents 
on the dollar. 

The companies were assigned for 
liquidation in May, 1960. The liquid- 
ation produced $320,000 which was 
used to make the settlements. Taxes 
were paid before the settlement 
with creditors. 

The Cooke empire collapsed as 
widespread use of duplicate and 
forged auto liens and leases was/| testimonial dinner Oct. 8 at the 
uncovered. Cooke and two associ-|} Anshe Sfard synagog. Green was a 
ates are now serving prison terms/| founder of the Jewish free burial 
on fraud charges. society and Hebrew school here. 


* * 

“tt be a compact year — no 
question about it,” said a Mis- 
souri Dodge dealer. “Public accept- 
ance for the compacts is complete 


Green Honored 


AKRON. — Joseph M. Green 
(Rambler) here, was honored at a 


But the 5 percent rebate on carry- 
overs, which includes dealer-owned 
demonstrators in the case of Amer- 
ican Motors and General Motors, 
was expected to speed up disposal 
of ’61 Ramblers. 

Rambler dealers were not with- 
out new-model shortages, further- 
more. American 400 models, es- 
pecially softtops, were universally 
scarce. 

A Studebaker dealer in the De- 
troit area reported his best cleanup 
and new-model introduction “in 
years.” He said his stock of 20 
Larks was equally divided between 
’62s and ’61s. 

* ~ + 

QaakIG to give their dealers 

the maximum inventory, fac- 
tories wasted little time in putting 
new models into the field last 
month. Some 85,000 ’62 cars were 
en route to dealerships Oct. 1 as the 
plants cleared the decks in response 
to shortage reports. It was the 
highest in-transit total from the 
factories since Feb. 1, 1960. 

GM and Ford dealers now are not 
billed for new cars until 15 days 
after receipt. This policy is expect- 
ed to reduce travel time for new 
vehicles from the factories. 


High Court Backs 
Jobber Price Cur} 


FTC Order on Parts 
Is Left in Effect 


WASHINGTON. —In an Action 
that has far-reaching implications 
for the automotive parts business, 
the Supreme Court has refuseg to 
review a Federal Trade Commis. 
sion ban on the solicitation ang Als 
ceptance of discriminatory pricgg 
from suppliers by a Parts-jobber 
group. 

The court thus leaves in effect 
the FTC order against Mid-South 
Distributors, Memphis, and Cot. 
ton States, Inc., Andalusia, 
and their 25 jobber-members, The 
FTC order had earlier been up. 
held by the Court of Appeals at 
New Orleans. 

Still pending are cases which ap- 
pear comparable to the Mid-South 

case. An FTC order against South. 
ern California Jobbers, Inc. Lg 
Angeles, and its 59 jobber-members 
is on appeal in the Ninth Cireyjt 
FTC itself has not yet issued an 
order in complaints brought against 
Automotive Jobbers, Inc., Dallas, 
and its 20 jobber-members and 
Ark-La-Tex Warehouse Distriby. 
tors, Inc., Paris, Tex., and its 2 
jobber-members. 

A number of similar cases have 
been terminated by FTC consent 
orders. The comparable case of 
American Motor Specialties Co, 
Inc., was decided by the Second 
Circuit Court in favor of FTC in 
May, 1960. 

The FTC order that the Supreme 
Court in effect confirmed charged 
a violation of Section 2(f) of the 
Robinson-Patman Act by knoyw.- 
ingly inducing and receiving dis- 
criminatory prices. The FTC opin- 
ion, written by Commissioner Wil- 
liam C. Kern, said that the jobber 
buying groups “were mere book- 
keeping devices” that were organ- 
ized to get members lower prices 
than could be obtained by buying 















of the European Import Division of 
Chrysler of Canada from December, 
1959, until his recent appointment 
as general sales manager of Simca 
of Canada. 

“The creation of Simca of Can- 
ada, Ltd., is an extension of the 
worldwide marketing agreement 
which Chrysler Corp. has with 
Simca of France,” Campeau said. 

At present Simca is marketing 
only one model in Canada, the 
Etoile four-door, five-passenger 
sedan. 

Before joining Chrysler of Can- 
ada, Campeau served as general 
sales manager for Renault of Can- 
ada. He also has served as Dodge 
district manager and used vehicle 
and sales promotion manager in 
Detroit. 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 





Cars Cars in individually. 
in Transit ; Total * * * 
Period Field to nventory 2 
Ending Stocks? Deaiers Stocks Supr eme Cour t to Review 
Jan, 1, ’51.... 305,888 89,900 404,788 ° ° . 
wuty 1 vat" Sones go.see  dtsame |Ruling on Price Cutting | 
=. owed ’ , , — e Supreme 
uly 1, "52. 195,462 841500 217.96? | Court has agreed to review cases 
jan, vee BOL, ’ ‘ , 
July 1, °53.... 479,698 82,800 562,498 involving the ban on “unreasonably 
cen. 1, °E6.... SES 1600 '725 | low” prices established in the Rob- 
July 1, "54... 445,665 pape — iamne. detaneat Act. A decision of 
Oct, 1, ’54... 267,469 29,000 296,469 _ Act. a 
den. 1 _ brig = at the a ie eee - = 
Ap bewe GAA, , 538 | s ity holdin a e law's 
July 1, 55.... 736,501 77,000 813,591 prohibition - na lon 0f poor 
Oct. 1, °55.... 489,475 48,900 538,375 0 pend 
Jan. 1, °56.... 755,177 53,300 808,477| unreasonably low prices for e 
April 1, °56.... 827,977 ae ae purpose of destroying competition 
“ $au'103 25:00 S14;003 | 18 So vague as to be void is being 
7. ..-. 212,967 65,008 277,975 | appealed by the government. 
: ve 318,587 Peng aoae Though the case itself involves 4 
Feb. 1 57... = i. 630,034 nonautomotive company (National 
. 1, °5%.... 561; 7 ; 2 ne a 
Mar. 1, ’57.... 664,608 68,400 733,008 | Dairy Products Corp.), the PD 
tg Zp = ae os sovaes ciples involved are believed to have 
ay 1, ’57.... 677, ; ' I ner - ; 
June 1. °57... 724.329 © 63,420-~—=«787,749| Wide application in the business 
July 1, °57.... 682,121 63,000 745,211 | community. 
Aug, 1, ’57.... 645,445 59,300 alee The Supreme Court has also left 
Sept 1, 57... Cat Age eee davesa | Standing the Virginia “fair trade” 
Nov. 1, ’57... 380,740 68,300 449,040 | law, which had been upheld by the 
Dee, 1, 757... aa a vse State Supreme Court. It refused 
Jan. 1, ’58... 597, ; q - 
Feb. 1, ’58... 725,003 54,100 779,103 | tO accept ee : fan - 
Mar. 1, ’58.... 821,566 44,000 865,566 | to this law which asserte a 
April 1, °58.... cans wuss wae aes local “fair trade” statute violated 
May 1, ’58.... 738,464 ; ; iz rice- 
June 1, °58... 704,751 36.500 741,251 | due process — ree se a 
July 1, °58... 630,598 45,000 675,598 | fixing in violation of the 
Aug. 1, ’58.... 600,656 30,000 630,656 | Act. 
Sept. 1, °58.... 455,984 7,100 463,684 
Oct. 1, ’58.... 291,397 21,500 312,897 
Nov. 1, °58.... 241,382 ; i R C 
Dec. 1, °58... 387.131 73,200 460,331 enault to lose 
yer: 1) -e8, 608.525 881200 686,725 . 
Feb. 1, ’59.... 608, ; ¥ S F 
Feb. 1, 750... gug.52g 58.200 980,725 / In San Francisco 
April 1, 158... Teas ene = gaa'tss | SAN FRANCISCO, — Consolide- 
May 1 etic . ’ * 
June 1, '59... 845,920 63,300 900,220| tion of Renault’s Northern and 
= 1» -_— pemped a oeeveee Southern California regional f 
Sent, 1. °50... 688,035 15,000 703.035 | ities, effective Jan. 1, was annount 
on. 1, 700. Ser eee byerd ace ed last week by J. L. Challender, 
NOV, eose ’ »' ’ . ager. 
pec 1 ag genes gees S772 "The office and parts depot in Sa 
Jan. 1, ’60.... 510, y s : A . 
Feb. 1, 760... 687,153 85,200 772,353 | Francisco will be closed, he a 
Mar. 1, °60.... 862, , , and administration and warehous 
April 1, *60.... 934,427 72,000 1,006,427 | SU" 8 Mae RM in sealers will be 
May 1, ’60... 942,894 66,800 1,009,694 | ing an 
June 1, ’60.... 953,090 71,000 + 1,024,090) handled from Los Angeles. Seattt 
July 1, (60... 904,007 = S'eee Loigasa | 2nd San Francisco will remain prt 
ug. » "Bien . . ’ ’ 
Sept. 1, ’60... 852,981 28,500 881,481 | Mary ports of entry. a ae 
Ons, 1 = er eee eae: In New York, Vincent os < 
ov. 1, '60.... 840, , , enault, Inc. 
Dec. 1, 760... 892,627 67,500 960,127 _ ge gs ‘ace us an 
Jan. 1, °61.... 953,603 41,525 995,128 is mo 1 p ee 
Feb, 1s 61... ae ower aaa stronger competitive position 1 
Mar, 61.... 7 A 9 e * ” 
April 1, ’61.... 881,583 53,600 935,183 ae — — 
May 1, ’61... 854,241 61,000 915,241; Renault took over vs 
June 1, ’61.... re oo ponaie tribution in California sal ay 
July 1, ’61... 854,547 : 7 . orp. 
Aug. 1, '61... 832,319 55,000 987,319 ago from John Green Co 
Sept. 1, ’61....*598,253 ,000 : cee 
Oct. 1, °61... 572,241 85,000 657,241 Willis GM Deal Shuts 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 


* Revised. 
(tT LTT TEER eESeaerm 


FRANKLIN, Pa. — Willis Cadil- 
lac-Pontiac here has closed its 
doors. The dealership was own 
by Robert Willis. 
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(Continued from Page 1) 
: jebaker-Packard, 20,778, 
50,120; Stuc¢ oe 
»x Motors, 789. 
and ener * * ~ 


VERTIM& work was scheduled 
O last week only by Rambler at 
the Buic k-Oldsmobile- 
c field unit at Arlington, 
the standard Chevrolet 


Kenosha; 

Ponti - 
, an 

bore Flint. 
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Output Cut Far Below ’60 Pace... 


4 Millionth Car of Year Near 
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units helped boost that corpora- 
tion’s output from 62,426 units a 
week earlier to an estimated 
68,143 assemblies last week. Else- 
where, American Motors was up 
from 8,895 to 10,000 units; S-P 
climbed from 2,414 to 2,560 as- 
semblies, and Checker was up 
from 142 to 150. 


On an individual basis, standard 


plant Dr aatinns work at the GM | Chevrolet led all makers with an 
Rene ease kas banca apache sion asinine it ipenencinsaeeans 


———————— 


Car, Truck Output Estimates 


By Automotive News 
U. S. PRODUCTION—CARS 


Week is 
Ended Same 
Oct. 14, Week, 
1961 1960* 
AMERICAN MOTORS 
Rambler ....--.--.-.-:0e0+ 10,000 10,300 
CHRYSLER CORP.** .. 19,175 = 18,757 
Chrysler-Plymouth 
Division  ............:000 12,300 9,827 
Chrysler... 2,750 1,692 
UmpeFial ..........000000+ 325 602 
Plymouth. ..........-.-0++ 6,125 5,061 
MRMIRIRE «0 cxssscosccescesevers 3,100 2,472 
Dodge Division .......... 6,875 8,692 
Dart-Polara. ............ 5,000 5,482 
rs 1,875 3,210 
FORD MOTOR ......::::0000 cesses 44,116 
Ford Division ...........0. 0 ses 33,814 
SII ss scccsasopssestesdoeess  cbsenseens 9,204 
Ford Galaxie .......... 0 cee 24,149 
Thunderbird ...........0 ce 461 
L-M_ Division ..........0:. 0 cece 10,302 
ID. csecusiessoreossevsese seccveneve 174 
Mercury Comet ....... ........ 6,322 
Mercury Monterey.. .......... 3,806 
GENERAL MOTORS .. 68,143 68,346 
Buick Division ............ 7,563 8,351 
Buick (Std.) ............ 5,045 6,215 
Special ..............c..ccce00s 2,518 2,136 
eS iaslanaseaisesbinie 3,780 3,532 
Chevrolet Division 39,400 36,493 
ST Ts ésnsvaicndvstocsecss BIER i , cescncioss 
Chevrolet (Std.) .... 28,558 30,936 
OO” eee 6,800 5,557 
Oldsmobile Division .. 8,200 10,582 
MRE icles chapctcnickennscoss 2,574 
Oldsmobile (Std.) .. 6,400 8,008 
Pontiac Division ........ 9,200 9,388 
Pontiac (Std.) ........ 6,700 8,366 
2. 1,022 
2,584 
174 








8,985 
19,376 


19,201 
2,726 
403 
5,951 
3,121 
1,175 
5,259 
1,916 


2,624 


2,414 
142 





Output, 
Oc 


o 
tober, Oct. 15, - 
1960* 


To Date 


18,985 
38,551 


24,501 
5,476 
7128 
12,076 
6,221 
14,050 
10,259 
3,791 
8,897 
6,811 
2,905 
3,461 
445 


31,794 
1,483,866 
1,190,426 
408,042 
712,261 
710,123 
293,440 
13,525 
1,098 155,793 
711 124,122 
130,569 2,447,635 
14,809 216,396 
9,830 204,644 
4,979 11,752 
7,159 122,339 
74,759 1,460,681 
7,713 
53,369 1,268,681 
13,677 192,000 
16,093 301,613 
12,733 
288,880 
346,606 
344,783 
1,823 


86,372 
5,309 


2,086 
217 





152,497 
113,797 

. 38,700 
1,213,683 
973,375 
384,161 
524,462 
64,752 
240,308 
22,189 
139,885 
718,234 
1,898,126 
191,436 
128,362 
63,074 
107,329 
1,135,160 
12,903 
875,187 
247,070 
216,307 


46,560 
169,747 
247,894 
164,013 

83,881 


50,419 
4,579 


Total Cars, U. S.** ....100,028 144,277 102,240 202,268 5,258,673 3,892,332 





**Totals for 1960 include DeSoto production. 


U. S. PRODUCTION—TRUCKS 









































Week Week Jan. 1 
Ended Same Ended Output, To 
Oct. 14, Week, Oct. 7, October, Oct. 15, 
L961 1960* 1961* To Date 1960* 
CHEVROLET. ................ 7,600 17,763 7,446 15,046 318,185 
31 53 105 2,219 
58 16 16 2,890 
1,398 1,540 3,040 58,050 
2,126 1,878 1,878 273,934 
1,569 1,654 3,299 86,654 
2,218 2,877 5,772 101,828 
277 242 492 12,002 
150 125 250 10,518 
251 353 713° =: 13,115 
2,215 1,761 3,586 104,238 
90 101 201 3,711 
Total Trucks, U. S..... 16,352 18,146 18,046 34,398 987,344 
Total Cars, Trucks, 
MOIS a= seassasectcssevelys 116,380 162,423 120,286 236,666 6,246,017 
CANADIAN PRODUCTION—CARS 
Week Week Jan, 1 
Ended Same Ended Output, To 
Oct. 14, Week, Oct. 7, October, Oct. 15, 
1961 1960* 1961* To Date 1960* 
CHRYSLER CORP. .... 960 887 1,143 2,103 39,054 
FORD MOTOR .............. 1,600 1,105 1,786 3,386 73,591 
GENERAL MOTORS .. 2,958 2,402 2,294 5,252 135,767 
AMERICAN MOTORS S082 isk. 256 AO kee. 
BP CORP. oonececcccceceseeee: 135 128 168 303 4,176 
Total Cars, Canada... 5,877 4,522 5,647 11,524 252,588 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 
Ended Same Ended Output, To 
Oct. 14, Week, Oct. 7, October, Oct. 15, 
1961 1960* 1961* To Date 1960* 
CHRYSLER CORP... 120 125 151 271 4,563 
FORD MOTOR .............. mee) onc 225 405 16,407 
GENERAL MOTORS .. 470 459 597 1,067 28,186 
INTERNATIONAL ...... 148 132 184 332 9,361 
Total Trucks,Canada 918 716 «61,157 2,075 = 58,517 
Total Cars, Trucks, 
RN oii cciscscens 6,795 5,238 6,804 13,599 311,105 
Grand Total, 


Cars and Trucks, 


Jan. 1 
To 
Oct, 14, 
1961 
249,719 
1,445 
1,783 
53,514 
258,327 
52,687 
112,505 


Jan. 1 
To 
Oct. 14, 
1961 
33,765 
71,288 
120,125 
5,303 
4,162 


234,643 


Jan. 1 
To 
Oct. 14, 
1961 
5,260 
13,612 
22,553 
9,040 


50,465 


285,108 


U.S. and Canada....123,175 167,661 127,090 250,265 6,557,122 5,030,028 


estimated 28,558 assemblies last 
week, compared with 24,811 cars 
turned out a week earlier. Corvair 
accounted for an estimated 6,800 as- 
semblies last week, while the Chevy 
II came in for an estimated 4,042. 
A week earlier, Corvair and Chevy 
II tallied 6,877 and 3,671 cars, re- 
spectively. 

Among the other compacts, Ram- 
bler was up from 8,985 to a ’62 
model high of 10,000 units; Valiant 
was off from 3,121 to 3,100; Lancer 
dipped from 1,916 to 1,875; Special 
was up from 2,461 to 2,518; F-85 
rose from 1,748 to 1,800; Tempest 
was off from 2,624 to 2,500, and 
Lark climbed from 2,414 to 2,560. 
Both Comet and Falcon were down 
last week due to the Ford Motor 
strike. 

ae * ok 

N THE low-price standard group, 

Plymouth climbed from 5,951 to 
6,125 assemblies, Dart-Polara de- 
clined from 5,259 to 5,000, and 
Checker was up from 142 to 150. 

Among the mediums, Chrysler 
rose from 2,726 to 2,750 cars; 
standard Buick climbed from 
4,785 to 5,045; standard Oldsmo- 
bile was up from 6,145 to 6, 
and standard Pontiac jumped 
from 5,925 to 6,700. 

Only two makers were active in 
the highest priced class last week, 
with Cadillac getting 3,780 and Im- 
perial, 325 units. A week earlier, 
they made 3,379 and 403 cars re- 
spectively. Lincoln, which produced 
217 cars a week earlier, was down 
last week due to the Ford strike. 

Also knocked out by the strike 
were Mercury, Comet and Thunder- 
bird. The intermediate Ford Fair- 
lane was to have gone into produc- 
tion at Dearborn and Atlanta. 

* * oe 


- THE commercial-car field, 
strikes at both Ford and Divco 
helped hold truck output to an es- 
timated 16,352 units last week. That 
compared with 18,046 units built 
the previous week, and 18,146 cars 
turned out during the week ended 
Oct. 15 a year ago. International 
faces a strike deadline Oct. 16. 
Car output showed a slight in- 
crease but truck assemblies were 
down in Canada last week as the 
industry shut down Monday in 
observance of Thanksgiving. 

A boost at GM raised car produc- 
tion in Canada to an estimated 5,877 
units last week. That compared 
with 5,647 cars assembled the pre- 
vious week and 4,522 units turned 
out during the week ended Oct. 16 
last year. 

Commercial-car output, however, 
amounted to only 918 units as all 
makers showed declines. 


Chrysler Settles 
Good-Faith Suit 
On West Coast 


(Continued from Page 4) 


lith day of trial last Nov. 1 when 
Judge William T. Sweigert ruled 
“mere speculation” the ex-dealer’s 
protests against arbitrary sales 
quotas. The Leach case was not 
appealed. 

Harvey Motors, also of Oakland, 
has sued Chrysler Corp. for $687,- 
864 damages under the good-faith 
law. Harvey accused Chrysler of 
favoring company-financed dealer- 
ships and forcing it to take less 
popular models to obtain deliveries 
On orders. The case awaits trial. 

American Motors has won dis- 
missals of two good-faith suits 
in Newark and Log Angeles and 
settled a third out of court, in 
Alabama, for $3,000. 

Ford is defendant and counter- 
plaintiff in a multimillion-dollar 
exchange of New York suits with 
Alexander Hammond, a former 





Providence Bank Cuts 


New-Car Rate to 4 Pct. 


PROVIDENCE.—Columbus 
National Bank here has reduced 
the interest rate on installment 
loans for new cars to 4 percent. 

This contrasts with prevailing 
installment rates of 6 to 6% per- 
cent, although in some instances 
the rate for preferred risk bank 
financing has been as low as 5 
percent. 











(Price classes: 1—Up to $2,- 
700; 2—$2,701 to $3,200; 3— 
3,201 to $4,000; 4—$4,001 Price 
and up.) Class 


Pontiac Tempest .................... 
Tempest Station Wagon .. 1 

















V-8 Catalina... 2 
WO WORD  Bocssciccscoscssescsssses 2 
V-8 Star Chief ............ 2 
V-8 Bonneville .................... 3 
V-8 Pontiac Stat. Wag. ... 2 

TOTAL 


Total GM Corp. 
Studebaker Lark & Hawk.... 1 





*(Station Wagon) ................ 1 
PIO CTR) cvviscscsescscesevenssste 
NE. aaiidesnss vesteniewvedeiBestsenel 
**King Midget .................... 
Miscellaneous Domestic ........ 1-4 
III .cicaticsisisicish cuictiupscseteratosans 1 


*—Included in series totals. 





May not be reprinted, copied or sold. 
Connecticut not included. 


New-Car 


Here's Model Breakdown of Sales 
For August, Year to Date 


(CONTINUED FROM PAGE 1) 


**—Included in Miscellaneous Domestic. 
Compiled from official state records by R. L. Polk & Co. for Automotive News. 





Sales by Models 


61 












1,624 14,508 
6,970 65,644 14,820 123,871 
1851 18,222 4,154 37,046 
1,892 20,726 2,887 
4,032 43,750 5,335 53,742 
1,613 15,088 3,089 25,722 
24,552 233,317 30,285 268,975 
196,927 1,748,929 222,834 1,929,573 
3,728 44,609 8,241 175,186 
505 6,998 1,279 12,737 
2,239 24,945 4,273 39,083 
360 3,603 552 4,542 
14 105 23 178 
410 5,267 614 6,599 
34,227 256,236 41,580 350,930 
69,186 573,816 77,480 —_ 635,927 
462,752 3,812,063 517,382 4,434,090 


Published for First Time 


(Continued from Page 1) 


compact this year with 327,914 reg- 
istrations through August. (Falcon 
and Falcon station wagon registra- 
tions must be added together.) 
Other year-to-date figures for 
compacts: Rambler, 237,926; Cor- 
vair, 218,801; Comet, 123,585; Val- 
iant, 78,077;. Tempest, 69,887; 
Special, 57,565; F-85, 45,763; Stu- 
debaker, 44,609, and Lancer, 
41,924. 

What has been the most popular 
series this year? Chevrolet Impala, 
with 329,850 registrations. Only 
other series with more than 200,000 
registrations were: Falcon sedan, 
234,952; Chevrolet Bel Air, 224,523, 
and Ford Galaxie, 220,778. 

Fewest registrations for the year 





* « 
Registrations 
e 
By Cylinders 
1961 
Number 
Cylinders August 8 Mos. 
Release 42,421 326,123 
Sere 208,474 1,611,786 
tS tates 211,857 1,874,154 
Total ........ 462,752 3,812,063 
1960 
Number 
Cylinders August 8 Mos, 
See er 41,580 350,930 
es 231,412 1,771,223 
Oe at icwsaes 244,340 2,311,937 
Total ........ 517,332 4,434,090 





Bronx dealer and .attorney. Ham- 
mond sued for $4.4 million and Ford 
counter-sued for $5 million. 

* * * 


N BUFFALO, ex-VW Dealer 
Leonard Wagner has sued his 
distributor, World Wide Automo- 
biles Corp., Long Island City, N. Y., 
for $150,000 damages. Wagner 
charged wrongful termination of its 
franchise in suburban Depew, N. Y., 
last Nov. 22. The distributor has 
asked Federal District Court to 
dismiss one cause of action. 

Latest suit to be filed under 
the good-faith law was by Wilson 
G. Snyder, whose Santa Ana 
(Calif.) Volvo franchise was ter- 
minated Aug. 24. Snyder sued 
Volvo Western Distributors, Inc., 
for $150,000. 

Snyder said he averaged sales 
of five new Volvos and $2,500 parts 
a month over the past three years. 
He charged Volvo Western with 
pressuring him to stock more cars 
and increase facilities. 

Volvo Western called the Snyder 
Imports complaint “without merit.” 


to date were recorded by Mercury 
Park Lane, 959, and the Cadillac 
Seventy-Five, 960. 
* * 

Most popular station wagons 

were Chevrolet, 121,656 (plus 
29,710 Corvair wagons); Falcon, 
92,962, and Ford, 88,542. Smallest 
number was represented by Dodge 
Polara, with 1,456. 

Among makes, best-selling cars 
are: Rambler, Classic 6; Chrysler, 
Newport; Dodge, Dart Seneca; 
Plymouth, Valiant; Ford, Falcon; 
Mercury, Monterey; Buick, Le- 
Sabre; Cadillac, 62; Chevrolet, 
Impala; Oldsmobile, Dynamic 88; 
Pontiac, Catalina, 

Among the Big Three standards, 
best sellers for Ford and Chevrolet 
are the most expensive series; for 
Plymouth, the least expensive. 

* cd * 


pox uses sticker prices in de- 
termining its price classes. Class 
i includes cars up to $2,700; Class 2, 
$2,701 to $3,200; Class 3, $3,201 to 
$4,000, and Class 4, $4,001 and up. 
For the year to date, Class 1 
has accounted for 80.74 percent of 
all registrations; Class 2, 10.28 
percent; Class 3, 3.78 percent, and 
Class 4, 5.20 percent. 

In the corresponding 1960 period, 
Class 1 took 76.24 percent; Class 2, 
11.87 percent; Class 3, 8.50 percent, 
and Class 4, 3.40 percent. 


Four-cylinder cars accounted for 
8.56 percent of registrations so far 
this year, compared with 7.91 per- 
cent a year ago. Six-cylinder mod- 
els increased to 42.28 percent from 
39.95 percent while V-8s were down 
to 49.16 percent from 52.14, 





o e 
Registrations 
e 
By Price Class 
1961 

Price 

Group August 8 Mos. 
SW csccessisses 385,081 3,077,935 
PEW cnccsocsscie 45,130 391,768 
ee 12,616 144,029 
TMG Av inies ace 19,925 198,331 
Total ............ 462,752 3,812,063 

1960 

Price 

Group August 8 Mos. 
BI Rs sssossanes 404,338 3,380,586 
PROB: c..06.hcias 59,947 526,202 
DAN ciscspasccle 37,116 376,758 
No. 4 wees 15,931 150,544 
WOE icdats 517,332 4,434,090 
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Obituaries 


John B. Van Tassel, 64; 


Chicago Dealer Executive 


DETROIT.—John B. Van Tassel, 
64, executive vice-president of the 
Metropolitan Ford Dealers Assn. of 
Chicago, died 
Oct. 6. 

At one time he 
was with the Na- 
tional Automobile 
Dealers Assn. 
Business Manage- 
ment Depart- 
ment, and before 
taking the Chica- 
go post he wrote 
a business - man- 
agement column 
J. B. Van Tassel for AUTOMOTIVE 
News. He also was a former Pack- 
ard Motor Car Co. employe. 

” 


John D. Hertz, Founded 


Yellow Cab, Rental Unit 


LOS ANGELES.—John D. Hertz, 
82, founder of Yellow Cab Co. and 
the Hertz car-rental system, died 
here Oct. 8. He retired in 1955 as a 
director of Hertz Corp. 

He formed Yellow Cab in 1915 
and initiated the Hertz Drive-Ur- 
Self system in 1924, with stations 
in 300 cities. In 1925 Yellow Cab 


Small Simea Bows 


At Paris Show 


Engine Is in Rear; 
Crowds Up Sharply 


By George L. Glaser 
Staff Correspondent 
PARIS.—A sharp rise in attend- 
ance was reported for the 48th an- 
nual Paris Auto Show in the glass- 
domed Grand Palais, with American 








cars sharing the spotlight with a/| 


wide variety of European makes, 
some of them on public display for 
the first time. 

One of the newcomers was the 
Simca 1000, marking the French 
maker’s entry in the lightweight 
class for the first time since 
World War IL. 

Developed in close cooperation 
with the Fiat engineering staff, the 
new rear-engine Simca was design- 
ed to compete with the regular 
Volkswagen and the Renault Dau- 
phine. 

Renault, however, is due to meet 
this challenge initially through 
price adjustments and later with 
the introduction of a new vehicle 


Mfg. Co. was merged with General 
Motors in a $16 million deal, and 
he became chairman of Yellow 
Truck & Coach Mfg. Co., which 
built GM trucks. The merger in- 
cluded the Hertz Drive-Ur-Self sys- 


tem, which GM operated until 1953. 
* * * 


Kenneth Christian 
WICHITA.—Kenneth Christian, 47, op- 
erator of an auto salvage and used-car 
firm, was killed in a crash of his race 
car here Oct. 1. 
* * 
William Glisson 
MEMPHIS.—wWilliam Glisson, 40, a part- 
ner in Dixon-Glisson, a used-car firm, died 
Oct. 4. 
+ a + 
Charles A. Davis 
ST. MARYS, W. Va.—Charles A. Davis, 
62, owner of Davis Motor Co., died Sept. 
230. A member of the National Automobile 
Dealers Assn., he formerly owned a deal- 
ership in Williamstown, W. Va. 
“* ¥ * 


Alfred F. Hundt 
MILWAUKEE.—Alfred F. Hundt, 59, 
eperator of Al Hundt Motor Co. (Stude- 


baker), died of cancer Oct. 4 
+ * * 


Clarence E. Goen 
AUSTIN, Tex.—Clarence E. Goen, re- 
| oot office manager of Covert Automobile 
Co. died Sept. 26. 
* * * 

Fred O. Morrow 
FORT WORTH, Tex.—Fred O. Morrow, 
40, partner and general manager of French 
& Morrow (Rambler) died of cancer Oct. 5, 
He and Leon French opened the Rambler 
dealership in 1947. Mr. Morrow was past 
president of the Dallas-Tarrant County 


Rambler Dealers Assn. 
*” * * 


Eylis X. C. East 
SEATTLE, Wash.—Eylis X. C. East, 65, 
engineer associated for many years with 
Fisher Body, died at his Seattle home of 
| a heart attack, 

| * * 

Joseph Newman 
PHILADELPHIA.—Joseph Newman, 48, 
| president of Newman Ford, Inc., 5711 
| Ridge Ave. here, died Oct. 4. Mr. Newman 
| had founded the dealership with his brother, 
Ben, 11 years ago. 

* 





* * 


| William R. Cato 
SAN FRANCISCO.—William R. Cato, 47, 
Chrysler dealer in Woodland, Calif., was 
| killed when his light plane crashed and 
sank in San Francisco Bay Oct. 4. 
* * 


William O. Webb 
HIGH POINT, N.. C.—William Octavius 
Webb, 75, who was in the automobile busi- 
ness here for 32 years and was owner and 
operator of Webb Motors for the past 20 


years, died Oct. 4. 
* * * 


Elmer M. Ward 

WASHINGTON.—Elmer M. Ward, 59, 
assistant director of the Highway Research 
Board, died Aug. 27. He was with the 
Iowa Highway Commission and the Army 
Corps of Engineers before joining the 
Highway Research Board in 1946. 

* * * 


Roy O. Field 
DALLAS.—Roy oO. Field, 63, retired 
general manager of Orand Buick Co., died 
Sept. 29. He had been with Orand for 34 
years, both in Waco and Dallas. 
* * 


Albert N. Williams 
PITTSBURGH.—Albert N. Williams, 70, 
former president of Westinghouse Air Brake 
Co. and Union Switch & Signal Co., died 
Oct. 2 in Denver. 
* ~ 





along the lines of the 1000. 

Using a smaller version of the 
four-cylinder “Rush” engine with 
five main bearings, the new Simca 
offers a higher quality power plant 
than is usually found in its size and 
price class. 

The four-speed transmission fea- 
tures the Porsche synchronization 
in the forward speeds, providing 
rapid and easy shifting. 

In contrast to some popular 
rear-engine autos, the 1000 utilizes 
as linkage between the clutch 
pedal and rear transmission a hy- 
draulic cylinder in front and one 
in the rear, which is an improve- 
ment over the steel rope used by 
some makers. 

The independent wheel suspen- 
sion is in the best Fiat tradition, 
and in the rear there is a beefed-up 
version of the Fiat 600 support arm. 
It requires only one universal joint 
on each side. 

The front suspension also resem- 
bles that of the Fiat 600, using a 
lower across-leaf spring, both ends 
of which are utilized as suspension 
arms as on some small American 
cars. 

At a press conference, Lynn A. 
Townsend, Chrysler Corp, presi- 
dent, would not say whether Chrys- 
ler was planning to build a compact 
compact, so the best guess is that 
the 1000 will fill this slot in the 
Chrysler product lineup. 

Peugeot, the most prosperous of 
French makers, exhibited its new 
convertible and a special sports 
coupe designed by Pininfarina, the 
Italian stylist. 

The Citroen 2-CV has some im- 
provements in detail and a new 
choice of colors. 

The rear doors of the Citroen 
Ami-6 now have sliding windows, 
and there are improved windshield 
wipers and a trunk lid that can be 
operated from the outside. 


NEW CAR SALES MANAGER — Upper 








* 
William R. Beattie 
MONTEREY, Calif.—William R. Beattie, 
72, Ford dealer here for the last 20 years, 
died Sept. 24 in a local hospital. 


HELP WANTED 






AUTOMOTIVE WRITER 


4A agency needs writer with solid auto- 
mobile experience to create and follow 
through on promotion and direct mail 
material for large account. Should be 
good at visualizing, and have real mer- 
chandising background. Must be an ex- 
cellent writer, with imagination. Mid- 
west location. Salary in early five fig- 
ures. Send letter and resume, but no 








samples, to Box 16, Automotive News, 
Detroit 7. 





SERVICE MANAGER’S' POSITION 
AVAILABLE in well-established Massa- 
chusetts Plymouth - Valiant dealership. 
Good opportunity for aggressive man. 
Send résumé to Box 2855, c/o Automo- 
tive News, Detroit 7. 


Midwest Chrysler products dealer, long 
established in 100,000 population city, 
rated as one of nation’s finest and most 
progressive, looking for man to hire, in- 
spire, train and lead new-car sales force 
to fulfillment of 600 new-car potential. 
Not looking for ‘‘job hopper’’ but man 
for long pull with serious intentions and 
ambition for himself and his family. 
Salary and bonus based on qualifica- 
tions and performance. Confidential. Box 
2866, c/o Automotive News, Detroit 7. 


CLASSIFIED WANT ADS 
BRING RESULTS 


HELP WANTED 


WANTED 


AUTOMOTIVE 






















HELP WANTED POSITION WANTED 


TWO EXPERIENCED AUTOMOBILE MER 
desire positions as general manager Sales 
and service manager. Fifteen yearg 
perience in Chrysler, Ford and Rambler 
Prefer dealership that needs Promotion 
or one that needs financial build-up Sal. 
aries nominal, prefer incentive bonus, 
Guarantee results. Box 2861, ¢/o Auto. 
motive News, Detroit 7. 











EXPERIENCED 
FINANCE MEN 


National diversified finance organization 
wants to accelerate expansion of automo- 
tive financing operations. This offers excel- 


REGIONAL 





a __ 
EXPERIENCED SALES MANAGER in new 
and used cars, willing to accept gmaj 
dealership, Guarantee to make your deal. 








for details stating your background. 





MGRS. (2) 


Sel f-starter go-getters to 
work for major imported car 
mfr., Central and east Texas, 
headquartering in Houston. 
Texas resident preferred. 
Salary, commission, com- 
pany car, other benefits. 
Wire or call today: R. D. 
Wilcox, 1501 Clay St., Hous- 
ton, Texas. CApitol 2-0191. 





Auditor - Business Manager 


Distributor of VW automobiles and parts in 
Ohio and Kentucky has immediate opening 
on management staff for qualified man to 
function as field/internal auditor and business 
manager. Applicant must have comparable 
automotive experience, College degree in 
accounting preferred. Mail resume to: Mr. 
Thomas E. Lally, Controller, 


MIDWESTERN VW CORPORATION 
1125 Kinnear Road, Columbus 12, Ohio 





WANTED: Lincoln-Mercury registered me- 
chanics. Do you want to move to Daytona 
Beach, Florida for ideal climate and 
working conditions? Applicants must 
stand rigid investigation and have high 
recommendations. Cox Motor Co., 418 N, 
Beach St., Daytona Beach, Florida. 


VOLKSWAGEN SERVICE MANAGER: 
Experienced. Will pay good salary plus 
commission on sale of inspections. New 
eight bay shop, located in semi-rural, 
scenic New Jersey. Good living, good 
schools. Will pay extra for speaking be- 
fore high school auto shop groups. Will 
use all VW systems for shop operation 
and control. Write in detail: Experience, 
family, salary expected. Halcyon Motors, 
Inc., Box 457, Flemington, New Jersey. 





CAR LEASING MANAGER 


New organization. Must be experienced, 
high caliber. Top pay and opportunity. 
Middle Atlantic area and northeast United 
States. Box 2864, c/o Automotive News, 
Detroit 7. 





Wanted 
EXPERIENCED 
SEALING SALESMEN 


Leading manufacturer of automotive sealants 
for dust and waterproofing automobiles has 
a few choice, guaranteed territories available. 
Call Roy Ellis, president, at BA 2-703! or write 


RUBBER-SEAL PRODUCTS CO., INC. 
29 West Apple St., Dayton 2, Ohio 








HELP WANTED 


eee 
SALES DIVISION MANAGER 


Position requires managerial 


Detroit 7. 




















SERVICE MANAGER-DIRECTOR, top 





and truck field, sales personality and extensive travelling. In- 
itiative and creative ability important. 


Send complete resume to Box 2872, c/o Automotive News, 

































ership pay. References furnished, 
2873, c/o Automotive News, Detroit 7. 


SALES MANAGER—new and/or used, ] 
have the ability and experience to he 
my help; have complete knowledge of 
conditioning of trades and their worth 
I can’t work miracles, but if good, old. 
fashioned common sense and willingness 
to work are what you want in your 
dealership, I would be happy to talk 
to you. Expect to earn every dime | 
am paid, but would like $20,000 potentiaj 
Will relocate. Would prefer 300 mile 
radius of Detroit. Box 2874, c/o Auto. 
motive News, Detroit 7. 


DEALERSHIPS AVAILABLE ~~ 


————— te 

FOR SALE OR RENT: Garage building 
and adjoining car storage lot located jn 
growing industrial area in northern Jp. 
diana, Also stock of Dodge parts. Great 
opportunity for Dodge sales and service, 
Owner deceased after having been ip 
business for over twenty years, Mrs. 
Blanche Gage, LaGrange, Indiana, Te. 
phone: HO 3-2990. 


ennai 

HANDLING BUICK AND OLDSMOBILE, 
300 car potential, ten man shop, best |o- 
cation. Financing available, Will lease 
buildings. Location in western Michigan. 
Write Box 2870, c/o Automotive News, 
Detroit 7. 


lent growth opportunity for those qualified 
to assume positions as 


BRANCH MANAGER 
SALES REPRESENTATIVE 


Employment will be offered only to those 
applicants whose past success indicates 
potential to assume executive responsibil- 
ities in the future. 


Company offers most liberal benefit pro- 
gram which includes profit sharing and 
stock purchase plan. 


If you feel that you want to learn more 
about these openings, write for interview. 
Your letter should cover your employment 
history as well as personal facts. 


Personnel Director 
General Acceptance Corporation 
1105 Hamilton Street 
Allentown, Penna. 











DEALERSHIP HANDLING 
FORD 


in northern New Jersey. Over !,500 new cars 
sold in 1960. Parts and service sales exceed 
$500,000 annually. Ample facilities at attrac. 
tive rental make this deal a tremendous profit 
potential. Need only buy parts and equip 
ment at realistic inventory value. Box 2863, 
c/o Automotive News, Detroit 7. 





DEALERSHIPS WANTED 


YOUNG, EXPERIENCED VW MAN wants 
to purchase authorized Volkswagen agen- 
cy—or opportunity to buy partnership in 
VW dealership. Cash available immedi- 
ately, Ready to do business at once, 
VOA approval assured. Box 2780, ¢/o 
Automotive News, Detroit 7, 


WANT TO BUY-IN OR BUY-OUT Chevro- 
let agency in New York, New Jersey or 
New England. Age 35, eleven years’ ex- 
perience as used car wholesaler and 
retailer. Formerly owner of ‘‘Big Three’ 
agency retailing 1,000 units per year. 
Box 2857, c/o Automotive News, De 
troit 7. 

EXPERIENCED DEALER wants General 
Motors dealership, 400 up planning po 
tential. Because of son’s health location 
must be below 40 degree latitude. Replies 
in strictest confidence. Box 2871, ¢/0 
Automotive News, Detroit 7. 


ebciaea eat ence a elipeiceae nia 
INTERESTED in Midwest General Motors 
dealership. Will also consider buy-in prop- 
osition with dealer anticipating retire- 
ment, Factory approved, Excellent auto- 
mobile background. All replies confiden- 








AUTO SERVICE MANAGER, Experienced 
and well-qualified in all phases of deal- 
er’s operation, Am not a service writer 
or foreman, but a heavy duty manager 







in volume service. If you are in need 
of a man who can carry heavy respon- 
sibility with efficiency, I will be avail- 
able in 30 days. Box 2853, c/o Automo- 
tive News, Detroit 7. 









WHEEL ALIGNMENT—Young man, sin- 
gle, 20, recently completed Class A 
training Bear school, high grades, desires 
permanent position Michigan or nearby 
location, Charles Holmes, 8 Cross St., 
Triangle Trailer Park, Battle Creek, 
Michigan. Phone: WO 3-2421. 









SERVICE MANAGER, 12 years’ success- 
ful management experience, age 36, mar- 
ried, excellent physical condition. Best 
of references—will relocate anywhere and 
accept op»vortunity as part compensation. 
Interested in a responsible position with 
aggressive, absorption-minded dealer re- 
quiring personnel with ability to think. 
















































Box 2854, c/o Automotive News, De-| tial, Box 2867, c/o Automotive New, 
: Detroit 7. 
csaeeadniareainelciieenieenastianiaomerepeieenaepaiaiieatantaeg tt, REPMNMEE Ms tas as 
POSITION AS ACCOUNTANT — BUSI- DISTRIBUTORS WANTED 
NESS MANAGER for medium-sized deal. | —————eeeESEeseseseesee 
ership. Eighteen years’ experience in GM SeenON RE 
system, Salary open, Will relocate, A-1 
references, E, Mandeville, 1317 Warren, 
Belvidere, Illinois. LIncoln 2-3702 
sniciipiind ste cumasietanesalane ctelassomeasnaesijian,| SE rn 
GENERAL SALES MANAGER, preferably 
General Motors dealership east coast of | DISTRIBUTOR 
Florida. Young man, 34, single and able 
to devote long hours. At present employed WANTED 


as general sales manager of large metro- 
politan dealership. Desire to relocate 
South. Primarily interested in opportu- 
nity to advance. Salary open. References 
available from top men in field. Box 2868, 
c/o Automotive News, Detroit 7. 







Nationally known manufacturer of funeral 
coaches and ambulances has excellent oP 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
quality vehicles are acknowledged leaders in 
their field. Market is permanent and profit 
able for right sales team. Send complete dt 
tails of your organization to Box 2865, ¢/? 
Automotive News, Detroit 7. 










level executive seeks association with 
factory or major volume operation. 
Travel or relocate. Write Box 2869, c/o 
Automotive News, Detroit 7. Résumé on 
request. 














: 


| 





BUSINESS OPPORTUNITIES 


GARAGE—100,000 square feet, 250 car 
storage capacity—now full. Modern, fully 
equipped auto service and repair depart 
ment; gasoline filling station doing 33,000 
gals. monthly; automatic chain conveyor 
wash rack geared to wash 400 to 
cars daily. Total gross business at pres 
ent approximately $425,000 annually and 
fast growing upward to $500,000 and 
$600,000 volume. Only garage and auto 
motive service facilities in this rich 
southeast community of Chicago. Di 
dealer franchise available from world 
leading automotive manufacturer of al 
tomobile TBA line. This business was 
established new six years ago, is in need 
of additional working capital to increase 
the present volume and benefit on 
tax carry over. Will consider % interest 
sale to active or inactive investor, OF sell 
entire business. All replies confidential. 
Box 2862, c/o. Automotive News, 
troit 7. 










background, preferably in bus 
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NEW i.INES WANTED CARS FOR SALE 
<ANUFACTU nS’ REPRESENTATIVE 
MANUFACT" /.onal lines in automotive 
Te eqult 1t and accessories. Cover- 
wi naens acd Missouri, I’m _ solvent 
and here to 5-+Y- Bob Ewing, 900 Briggs, 
Parsons, Kane>®. . 
DEA) ER SERVICES Cc 
ee ‘ 
ION SERVICE Call 


in the liquidation of deal- 


We are specialists shop, office and service 


ership and garage, 


‘ t. 
te eene MONTPELIER AUTO 





WANTED: MORRIS MINORS, any model, 


LLOYD PARTS for all models, Complete 


LLOYD PARTS—complete stock, Prompt 


GENUINE FIAT and NSU PRINZ PARTS 


AUTOMOTIVE NEWS, OCTOBER 16, 1961 







CARS WANTED 







any number. Write, wire or call Discount 
Auto Sales, 303 N. Henderson St., Ft. 
Worth, Texas, Att: Hubert R. Kennedy. 


PARTS FOR SALE 











stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 







shipment. Greene County Motors, Cat- 


skill, New York, Phone: 2000. 









222 N. 
CE 


—50% off, Ben Medow, 
Lafayette, South Bend, 
3-3195, Russ Rose. 


Inc., 
Indiana. 









AUCTION CO. 
Ohio Phone: 485-9535 


Fay Woodruff 





used 
cars! 


you need ‘em 


HERTZ 


has ‘em! 


Montpelier, 








FINANCE FIRMS, BANKS: 
problems to Home De- 
Box 862, Greensboro, 
Carolina — Direct phone: I-919- 
22084. Write for listing forms. 40 
ars in business — facilities in every 
vate and abroad. America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 
_ on 
EMENT GROUP looking for low 
oe dealers with high volume poten- 
tial, not only in sales, but in service. 
All personnel in our organization well- 
experienced in automotive management. 
Box 2848, De- 
troit 7. 
_tromt fe ______ 
FOUND ANYWHERE, all contin- 
— We have a national average of 
81%. Repossessions, C.C.A., Box 374, 
Taylorville, Illinois. VA 4-6880. 


ee) 
1962 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, “AUTO COSTS," gives you 
the factory invoice prices of all 1962 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘62 edition 
today for only $10—three year subscription $18 
(including all supplements). 


TO COSTS, Spencer Publishing Company, 
i Liberty, N. Y. 


EALERS, . 
. Send your SKIE 


tective Co., Inc., 





c/o Automotive News, 

















All in top shape, clean 
and! sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 






















WIRES AS RETEST ANE RELL DELL OE OATS TS 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


see rset 
For Sell ‘eements, sca 
meaek Soe, bentiee and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 









You name it, we’ve got 
it—in fast-selling colors 
—equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


1960 and ’61 models 
are now available at 
Hertz offices across 
the country. 



























Need ssive sales representation? Your 
ad here will get results. 





CARS FOR SALE 





IMPORTANT NOTICE 


Dealers are cautioned that before 


er trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 

paid on the vehicles. 




















CALL 
THE HERTZ MANAGER 
IN YOUR CITY TODAY 















or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 


MUST LIQUIDATE—New 1962 Mercedes- 
Benz 300 automatic sedan, fully equipped 
including factory air-conditioning. List 
price $11,923—sale price $8,265. El Paso 
Mercedes-Benz Sales, call Louis Gandara, 
1000 Texas Ave., El Paso, Texas, KEy- 
stone 3-5451. 





148 MERCURY CONVERTIBLE COUPE, 
48,000 miles, original owner—$250, Also 
over $750 worth of extra speed-equip- 
ment, parts and accessories for same car. 
Sell everything for $400. A. Ward Shan- 
en, 19 8S. Weymouth Ave., Ventnor City, 
New Jersey. Phone: 822-8082. 







SEE PAGE 50 
for the nation's 


FIAT PARTS for all models. Will sell all 









CASH for 


HARDTOP FOR MERCEDES-BENZ 300 











Sale conducted by the Montpelier Auto 






or part at below dealer cost. Phone or 
write: Mr. Wynn, 2920 Ninth St. North, 
St. Petersburg, Florida. Phone: 7-1641. 


GOODYEAR FIRESTONE 
GOODRICH «=—s«éUCCSS. 
























Licensed 1961, all ICC approved. Bought new, 
driven less than 40,000 miles. Positivel 
brand new, Sacrifice $3,000 firm. 
Vogel Auto Sales, Phone WO 2-8596, 244 E. 
Glendale Rd., St. Louis County, Missouri. 





1957 CHEVROLET Holmes wrecker, 


GMC FC-102 


63 





MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


TRUCKS FOR SALE 


CHEVROLET 1960 TRACTOR AND 
AUTOMOBILE TRANSPORT TRAILER 


like 
Picture. 


V-8, 
two-speed rear end, 80% rubber, 825-20. 
Runs and looks like new. $2,450. See any- 
time. West Medway, Massachusetts, Tel. : 
KEystone 3-6581. 





%-ton pickup, exhibition 
model. Completely chrome-plated engine 
and chassis, polished aluminum dual 
manifold and dual chrome carburetors. 
Power brakes, helper springs, automatic 
blinker light system, air horns, gold- 
Plated interior fittings and hub caps. 
Many other features and innovations too 
numerous to mention. Less than 1,500 
original miles. Cost over $7,500—sacrifice 
for $1,995. A. Ward Shanen, 19 S. Wey- 
mouth Ave., Ventnor City, New Jersey. 
Phone: 822-8082. 


TRUCKS WANTED 


» 
UNIVERSAL SWIVEL ACTION 





Trade-In Tires 


All Perfect—Used—Nice Treads 








ON COUPLERS FUNCTIONS 


W Anion low price, Bor Robin went, | IN UNISON WITH SPRING 


dition—low price. 
Box 994, Brownsville, Texas. 


SUSPENSION ON ALL CARS 









750-14 











800-14 § 45 per dozen lots 
esos AQ"? sie, 


900-14 
$1.00 extra for whitewall 


F.O.B. Akron, Ohio 












Call collect for further information: 


TOWN TIRE, INC. 


PR 3-7891 Akron, Ohio 












PARTS WANTED 


(new) obsolete Ford, Mercury 
and Lincoln parts—1928 to 1948. Red 
Frese, 3911 E, Admiral Place, Tulsa, 
Oklahoma. 


















SL. James L, Smith, Patten Motor Co., 
1237 Broad St., Chattanooga, Tennessee. 
Phone: AM 5-1043. 


SHOP EQUIPMENT FOR SALE 
















33. PARTS BINS 


OTHER SHOP EQUIPMENT 
FOR SALE 


NEELY MOTOR CO. 


Rock Hill, South Carolina 

























PUBLIC 
AUCTION 


Shop and office equipment, 
tools and parts bins and ga- 
rage service equipment. 


THURS., OCT. 19TH 
11 A.M. (D.S.T.) until sold 


BOND BUICK CO. 


120 W. LIBERTY ST. 
MEDINA, OHIO 


(Former Buick, Opel an 
International Truck dealer.) 










Auction Co. of Montpelier, O. 












TRUCKS FOR SALE 








TOP AUTO AUCTIONS 





OLDSMOBILES 


LARGEST SELECTION 
IN THE WORLD 


1961 OLDS 
ALL MODELS 


Many of these are Olds employees’ cars 


Story Oldsmobile 
lensing, Michigan IV 2-1311 








CARS WANTED 



















1962 ORDERS 
BEING PLACED 


All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 
ROLLINS LEASING 


CORP. 
14th and Union Sts. Wilmington 99, Del. 
















Chevrolet- Ford - Plymouth - Dodge - Comet 

Corvair - Falcon - F-85 - Lancer - Lark 

Rambler - Special - Tempest - Valiant 
Especially Invited 


'62 Volkswagens 


Fully Americanized 
a 


Immediate Delivery 
e 


Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 













FOREIGN & SPORTS 
CARS NEEDED 
Largest wholesale buyer and seller of 
foreign cars in the East. Will pay top 

$$$ for your car. 
Call Cliff Pittman, LU 3-9100 
J. D. CAR CO. 


1561 Jerome Ave. Bronx, N,. Y. 


1961 FORD C-750 tilt cab with 20 yd. 


1951 
draulic brakes, 
8/25x20 front tires and 9/00x20 road lug 
on rear, matched tires 75% new, 2-speed 
rear axle, 4-speed transmission, wrecker 
controls on rear with air operated clutch, 
heavy push bumper on front, CC mirrors, 
Federal beacon-ray light, turn signals and 
hook-up lights, air horns, tow-bar hookup 
for cars 
chains, painted gleaming solid black with 
red booms and no lettering. In A-1 con- 
dition and 
priced at $1,250. Pictures sent on request. 








Hydro E-Z Pack garbage and rubbish 
packer. Used only as demonstrator—less 
than 2,000 miles. Price $8,595. Buckeye 
Truck Body Builders, Inc., 939 E, Starr 
Ave., Columbus, Ohio. 



























SPECIAL 


Combination Wrecker and 
Tractor with Removable 
Booms 


Chevrolet 2-ton with air over hy- 
trailer connections, 








or trucks, snatch blocks and 










in use every day. Specially 







SANDY'S 


139 Bayard St., Dayton 2, Ohio. 
BA 4-4525 


= 


MERCEDES-BENZ model 0319 18-passen- 


1928 BUICK MODEL #29, A _ beautiful 


1941 LINCOLN ZEPHYR convertible coupe, 


TUCKER AUTOMOBILE LITERATURE, 





BUSES FOR SALE 


FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


@ 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 





ger bus. New and fully equipped—for 
the finest in comfort and safety of pas- 
sengers. Call or write: Morton Motor Co., 
3141 Farnam St., Omaha, Nebraska. 


ANTIQUE, CLASSICO CARS FOR SALE 








showpiece, original finish and trim, Ex- 
cellent running condition, Price $600. 
Biles Buick, Inc., 14400 Detroit Ave., 
Lakewood 7, Ohio. 





23,000 miles—$1,200 or best offer. J. 
Smith, 4021 Blackington, Flint, Michigan. 


MISCELLANEOUS 








pictures, etc. Collectors items. $1.00 bill 
postpaid. J, Moore, Box 10574, Riviera 


Beach, Fla. 
Dealers’ List Price, F.O.B. Factory. . .$69.80 
«a 2 Dealers’ 25% Discount .......... 17.45 
ORIGINAL YELLOW BRAKE BAR Beaters’ Met with 6 $52 35 
S ® Standard plus 2 Large ° 
Automatic BraKinG |) *-=" dare: Fd Ts Ie 


ONLY BAR MANUFACTURED TODAY 
WITH THE UNIVERSAL 


“WRIST ACTION" $5 1 
Incldg. BRAKE HOOK-UP 


NEW ROADKING 


Standard Four Point Hookup $3950 


Soi ie $5950 


Universal Wrist Action Bar 
$4500 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B8. Factory ... $59.80 


Dealers’ 25%, Discount 
$44.85 


ee oo — a 
Adapter Gangs Fed. Tax. Inc. 





COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


TowKinG 1.2’) 


TRAIL KING 
BALL BAR 
Compac-Tow Intra- * $3750 
State Tri-Bar .... 
* SPECIAL, 3 FOR $100.00 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.0.B. Factory 
Dealers’ 25% Discount 
sre dlp d — 2 
tandar 

Adapter Ganse _— 





NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 
COUPLER—CONVERTS $] 995 


Any Tow Bar to Fit 
All 2” Ball Hitches ONLY 


Carrying Bags $2.00 & $2.95 
SAFETY CHAINS, set of 2, only. 

Our Dealers’ Net F.O.B. Factory Prices 
Include Federal Excise Tax 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 
Call Collect 3 Re os 3. 
40 So. Clinton St., Chicago 6, Ill. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 





New Subscription Order 


| 
| 
| 
| 
Send Automotive News to Address Below | 
U. S., Canada and U. S. Possessions | 
One Year $9 [] or Two Years $16 [] | 
| 

| 

| 

| 

| 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


10-16-61 


WO Sedeeanku cx ave bur ksue Raker ee a ee | 
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Jobber [] Insurance [] Financial [] Supplier [J 

MORE GEER, o ccna thcessthacteibaeas aes wewne ae verre Pri 3 | 










Where to find Paint Identification Plates 
on 1962 models 


2. Left front fender 3. Sticker on under- 4. Left side of fire 5. Left front 6. Rear face of 
shield under hood side of glove box wall under hood body pillar left front door 


1. Right side of v A CC TT 
radiator yoke comp'rt. on left 
under hood rear fender shield 












CHRYSLER CORP. FORD MOTOR CO. GENERAL MOTORS AMERICAN 










Corveler.......: 5 Continental. .... s Sed he i be MOTORS 

ET iis cali cw ss 4 aa 6 : ‘ Rambler....... 2 
Imperial:....... I Peso sick «sae 5 Cadillac...... 4 Oldsmobile. . .4 coiiide acue 
OS eee 2 | Mercury: Chevrolet... .. 4- Ponliec.....:. 4 . 
Plymouth. ..1 or 4 Comet-Meteor .6 Cait 7 Special ‘ PACKARD CORP. 
Polara 500..... 4 Monterey... .. 2 Oe Ogee peers PII. Bes os 3 
Valiant.....40r2 | T-Bird......... Tempest...... 4 ee sk 3 







RINSHED-MASON COMPANY 


Paint for automotive production and refinishing 


DETROIT 10, MICH. yy ANAHEIM, CALIF. yx WINDSOR, ONT., GANADA 


| 


Write for Alpha-Cryl 
Refinishing Manual AD-96 





























